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a Elevated counters are aligned 
on loading deck, and equipped 
with swivel adaptors, permitting 
operator to read recorded gal 
lonage from any position. 


Radius of meters and angle 
adaptors compensate for off 
position of piping and structural 
members, with elevated align 
ment of extensions and counters 
conveniently located for great- 
est readability. Note how the 


meters are self-supported in the 
vertical line. 
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@ Brodie BiRotor Meters flexibly adapt themselves to every 
piping requirement, 


@ Whether they are installed vertically or horizontally, 
Brodie BiRotor Meters perform with the same high 
degree of sustained accuracy, dependable long life service 
and low maintenance. 


@ No other mounting support but the line is required. 
Durable double case construction avoids any effect of 
piping strain or stress On measuring element. 


@ !rue balanced dual rotor design functions equally well 
in vertical or horizontal position 


@ Angle adaptors and extensions permit counter to be con- pe rsa 

veniently located for greatest direct-reading visibility. Standard Oil Company of California loading rack at 
Pittsburg, Calif., illustrates simple application of vertically 
installed Brodie BiRotor Meters with no change in existing 
piping layout. 


Call on Brodie metering experience today. 


ALL-STERL 


DIE Bik” METERS 


RALPH N. BRODIE COMPANY - San Leandro, California, U.S.A. 


MT. VERNON, WN. Y. FOREST PARK, HLL. DALLAS 2, TEXAS SEATTLE 9, WASH. LOS ANGELES 22, CALIF. 
550 Se. Columbus Ave. 1227 Circle Ave. 167 Parkhouse St. 271 9th Ave. WN. 5401 E. Sheila Street 


REPRESENTATIVES WITH STOCKS AND SERVICE FACILITIES IN ALt PRINCIPAL CITIES 








News of a new product 


Ethyl’Diesel IgnitionImprover 


increases the flexibility of 


refinery operation. 


Refiners can now blend diesel fuels for desired vola- 
tility, low pour point, and high volumetric heating 
value with less regard to cetane number achieving 
it later with Ethyl additive. Ask your local Ethyl] 


representative for full information. 


Ethyl Corporation 


NEW YORK 17, NEW YORK 


ATLANTA, BATON ROUGE, CHICAGO, DALLAS, DAYTON, DENVER, DETROIT, HOUSTON, KANSAS 
CITY, LOS ANGELES, NEW ORLEANS, PHILADELPHIA, PITTSBURGH ALT LAKE CITY, SAN 
sc SEATTLE, TULSA, MEXICO CITY AND TORONTO (ETHYL ANTIKNOCK, LTD 
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SPRING 
BALANCED 


- Gafer, More Convenient 
Liquids Handling. . . 





Oil and chemical companies alert 
to reducing tank car and truck 
loading and unloading time with- 
out jeopardizing safety standards 
and contaminating product are 
converting daily to the trouble- 
free operation of OPW LOAD.- 


COUNTER ‘ ING ASSEMBLIES. 
BALANCED ; | Behind this industry acceptance 


are several determining factors: 
@ COMPACTNESS 
@ CONVENIENCE 

CATALOG F-7 provides sizes, engineering data and e FAST DELIVERY 

-cification: P 2W Spring-Balanced ; 
specifications on all OPW Spring E alanced and e SMOOTH OPERATION 
Counter-Balanced Loading Assemblies. 
Free on request. @ LONG SERVICE LIFE 
e MINIMUM PRESSURE DROP 


OPW CORPORATION 2735 Colerain Ave., Cincinnati 25, Ohio 
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BEST Vel. 


from Flying Red Horse Research... 


/\Kobdildas 


SPECIAL 





The Only Gasoline 
Double Powered with 


Mobil Power 
Compound — 


most powerful combination 
of chemical additives ever 
put into any gasoline to 
correct engine troubles... 


Top Octane— 


for greatest knock-free 


power — result of the world’s 

most advanced refining Mobiloil Special in effect adds octanes to 
gasoline! Best lubricant for any car—new 

developments! or old—in extreme heat or sub-zero cold. 
Adds years to engine life! 


Here's the perfect pair to power and pro- fleets of vehicles, New Mobiloil Special 
tect today’s modern cars... reduced gasoline consumption—increased 
miles per gallon up to 23% —over results 
awe : obtained with convention - i 
up to 25%! Laboratory controlled tests in SAE 20 m ” . " ntional high-quality 
. J ovor ¢ ° 
passenger car engines showed increases * = oO 
95” 


in engine power output up to 25% when + ce + 
using New Mobilgas SPECIAL as com- 
pared to conventional premium gas 


Mobiligas Special — boosts engine power 


This mighty pair is the best yet from 
Flying Red Horse research — your prom- 
Mobiloil Special —boosts gas mileage ise of still better products when car en- 
up to 23%! In identical road tests, using gine design demands them! 


SOCONY-VACUUM OIL COMPANY, INC. 


and Affiliates: 
MAGNOLIA PETROLEUM COMPANY e GENERAL PETROLEUM CORPORATION 


NEW YORK 4. N. Y.—@6 Broadway « CHICAGO 5. [LLINOIS—69 E. Van Buren St. + BALTIMORE 18 MARYLAND—1914 North Charles St. « MILWAUKEE 1, 

WISCONBIN-007 South First &t. « KANSAS CITY 13, MISSOURI--025 Grand Ave. « DETROIT 32, MICHIGAN--0903 Weat Grand Bivd. « ST. LOUIS 8, MISSOURI 

4140 Lindell Bivd. « DALLAS 1, THEXAS——-Magnolia Petroleum Co., Magnolia Building «+ LOS ANGELES 54, CAL.—General Petroleum Corp., 612 8. Flower &t. 
Socony-Vaecuum maintains many other conveniently located service offices to give you close and fast cooperation 








SOCONY-VACUUM 
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Publisher's Page 


La ce ee ee ee 


Out in sun-warmed Las Vegas, Nev., a group of Rocky 
Mountain oil jobbers gathered for their annual meeting. They 
were members of the new Intermountain Oil Jobbers Assn. 

Featured on the program was Dr. Elroy Nelsen, economist 
and vice president of the First Security Corp., Salt Lake City. 
He opened his talk by saying that he was going to analyze all 
phases of the oil business in his speech—save one. 

“I won't discuss distribution problems, because all you 
have to do is to read NATIONAL PETROLEUM News for all the 
answers on that.” 


I’m happy to report another case of resistance to the NPN 
conversion from weekly to monthly that has disappeared. 
H. F. Horning, secretary of the Northwest Petroleum Assn., 
has been a long-time friend of NPN, but he stoutly opposed 
the changeover and made no bones about it. 

The other day Hiff wrote in to say: 

“When I first learned that the NATIONAL PETROLEUM News 
was going to be converted from a weekly publication to a 
monthly one, I was very outspoken in my criticism of the 
changeover. My thinking was that you were omitting the 
‘news’ from your magazine. Now, however, after having read 
(with thorough enjoyment) the first couple of issues, I must 
admit just as openly that I am now on your side 

“In addition to this feeling, I have noticed that people work 
ing for NATIONAL PETROLEUM News are doing more in the 
way of research work, looking towards the publication of 
news, methods and existing conditions. All of which causes 
me to write you to say that I think you're doing a beautiful 
job and I wish you every success in the world.” 


I'd like to call your attention to a real bell-ringer—prepared 
as much for major company marketers as for Independent 
jobbers and distributors. It’s a comprehensive report on the 
outlook for liquid fertilizer this season and starts on page 51 

The information was obtained through our network of 
correspondents from Jacksonville to Seattle, from New York 
to Los Angeles. Their sources were distributors, major com- 
panies and suppliers who have had experience with this 
marketing innovation. 

In charge of the assignment was Cornelius (Brody) Broder- 
sen, East Coast editor, who dug up basic information in the 
East and assembled the reports from around the country. This 
is a good example of the type of comprehensive report our 
new publishing frequency enables us to do 


Harry Wappe ., Publisher 





NEW FRUEHAUF TANK-TRAILERS WITH 


OVAL TOP FOR LOWER CENTER 
OF GRAVITY. Braced by full- 
length catwalk to form perfect 

protection against compression 
pressure. 


ROUND BOTTOM FOR 
STRENGTH. Tank shell be- 
comes progressively stronger 
as load grows heavier. 


Fr RUETAORy 


Full-length catwalk incorporates top frame rails, which Bottom frame runs full-length of tank, with extra strength 
brace shell against longitudinal compression. at drop, absorbing tension stress due to bending forces. 
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SEND GASOLINE Yo ! 
HAULING PROFITS 
rab Reni at Soe dene 


FATIGUE IS LESSENED, tension and compression 

balanced, and damaging stresses sharply reduced 

through the scientific design of the new, lightweight 

Fruehauf gasoline tank shell. Its new shape, its full- 

length frame rails above and below, the dimpled 

parallel bulkheads and baffle heads, plus head braces 

directly connected to the frame rails, all combine to cae grrr psp tne gga gm dh 29 —_ 
reinforce the shell thoroughly against the stresses and — CpEY SND SND i oe ere 
crushing forces that cause leakage. Pressure is greatly 

reduced per square inch because of the perfect hy- 

draulic shape — and you get more lasting, more 

profitable performance! 





RUEHAUF TRAILE 


"ENGINEERED TRANSPORTATION” Movable coupler plate offers selection of five settings, 
transmits strain to frame but not shell. 


Square header-type manifold 
is quickly available, easy to 
7 Ai and i A swiftly 
and safely. 





World's Largest Builder of Truck-Trailers 


FRUEHAUF TRAILER COMPANY 


10953 Harper Avenue, Detroit 32, Michigan 


(CD Please send iilustrated literature on the COMPLETE Fruchauf 
Tank-Trailer line. 


(] Have a representative call to discuss specialized Tank-Trailer 
specifications for my business. 


Company ____ 
Address___ 





Staples allel bulkheads and baffie heads are braced by 
rigid s attached directly to frame rails. City. 
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You can rely 
on 


Tri-Sure 
Closures 

to prevent 

/ LEAKAGE 
/ SEEPAGE 
Y PILFERAGE 


t 


“ton Oil Company” 


MOTOR 0l | Y LOSSES 


ACK IN 1932, the Paragon Oil Company started to use 


Tri-Sure* Closures to protect the quality of its products in ways ecify 
transit. Since then, all of Paragon’s fine line of motor oils, A sP 


gasolines, solvents, lubricants and fuels—including the famous 

Paralene 100% Pennsylvania Motor Oil—have been 

shipped in Tri-Sure equipped drums. a «“§. 

Here are 23 years of proof—by a company with the most Ra el 

exacting standards of processing, packaging and marketing— oy 

that the dependable way to protect quality products is in 

drums safeguarded by Tri-Sure Closures. CLOSU RES 

Just as it pays to build quality into your products, it will pay 

you to give them quality protection: the Tri-Sure Flange, 

Plug and Seal. Safeguard your shipments from losses— guard *The “Tri-Sure” Trademark isa mark 
. of reliability backed by over 30 years 

every gallon from leakage, tampering and undetected serving industry. It tells your cus- 

pilferage—by specifying ‘“Tri-Sure Closures’. tomers that genuine Tri-Sure Flanges 


(inserted with genuine Tri-Sure Dies), 


AMERICAN FLANGE & MANUFACTURING CO. INC. Plugs and Seals have been used. 
30 ROCKEFELLER PLAZA, NEW YORK 20, N.Y. 
Tri-Sure Products Limited, St. Catharines, Ontario, Canada 
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Ahead of the News, 
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Great Lakes ‘Pool’—Great Lakes Pipe Line Co. shippers 
are considering a change in custody of inventories from 
individual holdings to common inventory—principally to 
cut operating costs and bookkeeping time. They also figure 
that by eliminating demurrage charges, making inventories 
common and maintaining a rigid permit system, they can 
avoid periodic distress cycles when products are dumped 
on the market because of approaching demurrage deadline 
dates. Some independent Mid-Continent refiners, anticipat- 
ing the end of demurrage charges at Great Lakes terminals, 
already have hired sales representatives in certain principal 
consuming areas and will cease marketing through brokers. 


Loading-Rack Revolution—Such important changes 
are taking place in loading racks in metropolitan Los An- 
geles that they will result in a virtually automatic load- 
ing system at one terminal. Changes have been hastened 
by the furor over smog and the repeated charges that the 
oil industry is a primary cause. Loading installations have 
been publicly criticized. So engineers have been studying 
ways of choking off escaping hydrocarbon fumes and 
curbing spillage. 


Premium on Premiums—A request to the Texas legis- 
lature for a tax on trade stamps and other premiums is in 
the offing before the close of the 1955 session. A group of 
oil and other wholesale and retail marketers want a levy 
of at least 20%. The proposal’s backers say such a tax 
would help raise some of the money the state needs for 
road building. 


Rebellion in Ohio—Ohio Truckers’ Assn., joined by 
some former supporters of the law, will try to kill the axle- 
mile tax in the state legislature this year. But Gov. Frank 
Lausche will stick by the levy, and try to have it strength- 
ened to increase the revenue. Truckers are using the 
Battelle Memorial Institute study of the law, which says 
that 18 trucking firms left the state when it became effec- 
tive. The study also shows revenue of only $13 million 
during the first year, compared with the $20 million 
predicted. 


Penn-Grade Promotion—Pennsylvania Grade Crude 
Oil Assn.’s new national advertising campaign for Penn- 
sylvania motor oils, due to start soon, will aim at broadened 
popular appeal. A “rough but jovial” cartoon character in 
an oil drop—tentatively being called “Mr. Penn Grade” 
or “Pete Penn”—will represent the “sturdy character” of 
Pennsylvania oils. 
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Sears Sells Stamps—Service stations soon will be offer- 
ing premium stamps redeemable at any Sears Roebuck 
store in the country. A Michigan oil jobber already has 
applied for the first stamp franchise in his state. A new 
Sears subsidiary—Four Star Stamp Co.-—will sell the 
stamps to any retailers not directly in competition with 
the company. After three months of tests in three Illinois 
counties, Sears reports “great success” for the stamps, 
issued at the ratio of one for each 25¢ purchase. 


Who's a Jobber—Standard terminology for all oil 
marketer classifications will be up for approval at the 
May 23-25 meeting in St. Louis of American Petroleum 
Institute’s Division of Marketing. The division’s Marketing 
Research Committee has completed a survey report defin- 
ing oil marketers through the full scale of wholesalers 
down to the dealer. The committee will recommend its 
definitions as official API terminology. Purpose is to estab- 
lish common denominators for census and other purposes 
—not necessarily to have oi! companies adopt the termi- 
nology in their operations 


Reclaimed Oil Snag—No early action is expected from 
Internal Revenue Service in applying the federal excise 
tax on lube oils to reclaimed or re-refined oils. The service 
indicated late last year it would speed action on the tax 
plan——and forestalled a suit along the same lines by Na- 
tional Petroleum Assn., representing Pennsylvania lube oil 
refiners and sellers. But the Revenue Service still hasn't 
made up its mind how and when to assess the 6¢-gal. tax. 


Denver's ‘Smaze’ Cure—Denver City officials hope to 
get a “model” air pollution control bill through the Colo- 
rado legislature to fight the city’s growing “smaze” prob- 
lem (smoke and haze in the atmosphere). Other plans are 
to appoint an air pollution control inspector and pass 
ordinances regulating trash burning and the exhaust from 
diesel-powered locomotives and motor vehicles. 


5-Year Sales Plan—-Tide Water Associated is shooting 
for a 50% increase in its volume in the five-state West 
Coast market by 1960, This would give Tide Water 12% 
of the total market. The company’s immediate expansion 
plans include 300 new service stations. 


For more Ahead of the News 
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=a ahead of the news 


Jobber-Supplier Plans—-National Oi) Jobbers Council 
sheuld complete plans this month for urging another pro- 
gram in April similar to past “Consult Your Supplier” 
events. A more appropriate program designation will be 
chosen this year—one that will show more clearly that 
jobbers and suppliers must meet half way in ironing out 
their problems. “Jobber-Supplier Consultation Month” is 
one of the terms being considered. 


Cutting-Oil Relief—-A more workable federal tax on 
cutting oils appears certain to emerge from Congress this 
session. Plans are to substitute a flat tax, possibly 3¢ gal., 
for the present 10% ad valorem \evy. Wide variations in 
cutting oil prices complicate the reckoning and collection 
of the percentage tax. Only the press of last-minute busi- 
ness side-tracked legislation last year. 


Major-Dealer Probe— House Smal] Business Committee 
is preparing to dig into the relations of major oil compa- 
nies with gasoline retailers, Chairman Wright Patman 
(D., Tex.) says a subcommittee headed by Rep. James 
Roosevelt (D., Calif.) will look into complaints, including 
the charge that majors grant only one-year leases to deal- 
ers, then demand “better” terms for renewal. Another 
possible area of investigation will be the “international oil 
cartel,” Patman says. Federal Trade Commission activities 
also are sure to be involved in the investigation. 


Help for Drivers—-A pump manufacturer is coming out 
with a device that ends all writing for the tank wagon 
heating oil driver. It employs a metal plate that will print 
the customer’s name and address and the driver’s name 
on the ticket. The plate has holes through which the meter 
will print on the delivery ticket the number of gallons and 
the cost. 


Horsepower Handicap-—-The horsepower race may 
prove costly to car manufacturers. One even now is plan- 
ning a new engine for 1956 or 1957 to replace a power 
plant, introduced only a few years ago, that is nearing 
obsolescence long before tooling and engineering costs 
have been amortized. Another car manufacturer will in- 
troduce a 9.1 to 1 compression ratio engine, probably 
about 275 hp, this month. This will exceed the Cadillac 
Eldorado, rated at 270 hp in a 9:1 compression ratio, The 
new engine’s octane requirement: probably close to 94 or 
95, depending on the type of driving. You can expect 
horsepower to hit 300 when the 1956 models come out, 
even though some automotive engineers say privately that 
they think the horsepower race has gone too far. One 
manufacturer who thinks the horsepower fad is out of 
hand, adds that “we can hit 300 with our engine without 
even straining,” if competition demands. 


10 


Station Standards—Standardization of twe types of 
service station equipment is tops on the agenda for API 
Marketing Division’s new Engineering and Operations 
Committee. The group wants dispensing pump manufac- 
turers to standardize bolt holes in the pump base. When a 
station changes suppliers—and pumps—the entire island 
often has to be torn up because bolt holes don’t match. 
Varying sizes in fill connections and couplings on under- 
ground storage tanks, the second point on the list, pose a 
similar problem when tanks are changed or a new supplier 
has other equipment on his trucks. 


Jobber Goes Co-op—Kent Oi) Co. of Salina, Kan., an 
old-line private-brand jobber, will raise the “Falcon” flag 
this spring as a supplier of branded co-operative oil prod- 
ucts. A distributor of Co-operative Refinery Assn. prod- 
ucts under the Kent name for some time, Kent Oil will 
furnish CRA’s new “Falcon” brand to Kansas and Ne- 
braska jobbers, in addition to supplying its own retail 
service stations in the same area. CRA will produce 
“Falcon” products—which designates co-op products mar- 
keted through non-co-op channels—at its Coffeyville and 
Phillipsburg, Kan., refineries, 


Union Drive Ahead?—Western States Service Station 
Employes Union expects soon to be “one of the prime 
targets of one of the most powerful unions in the country.” 
W. R. Forgy, Western States union president, has warned 
members to expect a dues increase to finance a defense 
fund. The invaders, not named publicly, reportedly have 
the objective of “organizing all the workers in the Pacific 
Coast oil industry” and have a $300,000 campaign fund 
to pay for it. Western States represents employes at com- 
pany-owned Standard of California stations. 


Phillips’ Finances—Phillips Petroleum expects 1955 
earnings to improve over 1954, when net profits were down 
1% from the previous year (according to preliminary esti- 
mates). Bases of the forecast are the improved statistical 
position of the industry, outlook for increased demand for 
most products and “various favorable factors within the 
company.” 


Flue Rule Fight—Building codes permitting installation 
of flues that can be used only for gas heating are under 
attack and face a possible court test. Some cities are allow- 
ing use of the Type B gas flues in new home construction. 
Heating oil jobbers point out that Type A flues can be 
used for any type of burner, but Type B units commit the 
home owner to gas permanently and rule out any future 
conversion. 
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= petroleum indicators 


NPN PRICE AVERAGES* 
Refinery /Terminal 
(¢ per gal.) 


Feb.** Jan. 
1955 1955 


11.29 11.36 
10.71 10.71 


Gasoline 
Kerosine 


MONTHLY PETROLEUM STATISTICS 
Primary stocks (Last Day) 
Finished and unfinished gasoline (thous. bbl.) 
Distillate fuel oil (thous. bbl.) 
Kerosine (thous. bbl.) 
Residual fuel oil (thous. bbl.) 
Crude oil—B. of M. (thous. bbl.) 


Refinery Activity 
Crude runs to stills (thous. bbl. daily) 
Foreign crude included (thous. bbl. daily) 
% of refinery capacity operated 


Refinery Output 
Gasoline (thous. bbl. daily) 
Kerosine (thous. bbl. daily) 
Distillate fuel oil (thous. bbl. daily) 
Residual fuel oil (thous. bbl. daily) 


Crude Supply 
U. S. crude oil production (thous. bbl. daily) 
Crude oil imports (thous. bbl. daily) 
*Through Feb. 11, except crude stocks—Feb. 5. 


Feb." 
1955 


174,203 
76,158 
21,438 
46,689 

260,144 


7,397 
721 
88.3 


3,549 
378 
1,793 


1,227 


6,720 
825 


Source of Data: API Weekly Reports, except 1954, Bureau of Mines 


MONTHLY MARKET TRENDS 


Petroleum products in secondary storage (thous. bbl.) 


Exports of crude and refined products (thous. bbl.) 
Average station gasoline price, ex tax (¢ per gal.) 
**Gasoline consumption (million gal.) 

***Service station permits (number) 
Passenger cars—domestic shipments (thous.) 
Trucks and buses—domestic shipments (thous.) 
Automotive replacement tire shipments (thous.) 
Replacement battery shipments (thous.) 
Oil burner shipments (thous.) 

**Excludes Oklahoma. 


***On new basis, including urban and rural, 
basis not available. 
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unincorporated a 


Latest Month 


50,925 (Nov.) 
11,327 (Nov.) 
21.13 (Feb.) 
4,220 (Oct.) 
914 (Sept.) 
644 (Dec.) 
80 (Dec.) 
3,470 (Dec.) 
2,407 (Nov.) 
68 (Nov.) 


well as incorporated places 


Distillate 
Residual 
4 principal 


9,32 
4,21 


products 8.84 


Lube oil 

Crude at 
well ($ 
per bbi.) 


16.52 


2.82 


9.22 
4.18 


8.85 


16.48 


2.81 


“Weighted average price, prin- 


cipal markets. 
ll. 


Jan. 
1955 


170,349 
86,020 
23,962 
48,208 

259,828 


7,343 
718 
87.7 


3,534 

393 
1,743 
1,218 


6,665 
720 


Previous Month 


53,933 
11,579 
21.26 
4,246 
831 
478 

73 
3,560 
2,667 
102 


**Through Feb. 


Feb. 
1954 


179,950 
70,390 
20,183 
47,119 

266,918 


7,068 
613 
87.4 


3,365 

412 
1,545 
1,241 


6,379 
621 


Year Ago 


54,481 
11,398 
21.81 
3,853 
374 

81 
2,902 
2,173 
62 


1953 data on comparable 





J supply and demand 


Refinery Runs Outstrip Product Demand 


Crude runs to stills in January 

were at an all-time high, a rate 
that met current demand for 
rincipal products and still al- 
owed product inventories by 
Jan. 31, to be increased above 
the level of that date the year 
before. 

Runs in January averaged 7,343,- 
000 b/d, 5.7% larger than in Janu- 
ary, 1954, and well over the daily 
average for all of last year. This high 
rate of operations continued into the 
early weeks in February, On the 
other hand, refinery demand for the 
four principal products—gasoline, 
kerosene, distillate fuel oil and resi- 
dual fuels—averaged 8,142,000 b/d 
in January, 3.1% greater than in the 
same month of 1954, 

This lower rate of increase in prod- 
uct demand was reflected in inven- 
tories at refineries for the four chief 
products, At the start of the year 
stocks were at almost the same level 
as Jan. 1, 1954. On Jan. 31, 1955, 
they were 328,500,000 bbl., 9,000, 
000 bbl, more than on Jan, 31, 1954. 
Stocks of each of the products were 
higher, 

The present trend in refinery oper- 
ations indicates a need for reduc- 
tions in runs to stills, to avoid top- 
heavy stocks of gasoline by spring. 
It is now indicated that crude runs 
in February will be about 7,200,000 
b/d average. 


CRUDE RUNS 


The forecast of crude runs re- 
quired for the first quarter, to keep 
supply-demand and product stocks in 


balance, is 7,190,000 b/d. Seasonal 
requirements for distillate fuel for 
heating oil have been higher than 
last season, due both to a colder win- 
ter and to a larger number of burn- 
ers in service. While indicated de- 
mand in January was not much 
higher than that month a year ago, 
combined demand for December and 
January averaged 2,453,000 b/d, al- 
most 6.4% greater than the same 
two month a year ago. Due to in- 
creased runs to stills and to higher 
yields fram the crude processed, 
withdrawals from refinery stocks for 
December and January were about 
47 million bbl., compared with 50,- 
000,000 bbl. in the corresponding 
two months a year ago. Distillate 
stocks at refineries, Jan. 31—86,017,- 
000 bbl.—were 4% more than the 
82,736,000 bbl. on Jan. 31, 1954, 

Inventories are higher in all refinery 
districts except the Gulf and Cali- 
fornia. In the inland districts, they 
were 17% larger. East Coast stocks 
were 4% larger, and those in the 
Gulf were 8% less. (See table 2.) 

All districts, except possibly the East 
Coast, have ample cushions of stocks 
against a cold early spring, even 
though runs to stills are somewhat 
reduced from the present levels. 

Refiners have made progress, this 
winter, in adjusting their product 
yields to provide a higher output of 
distillate fuels. In November, the 
latest month for which Bureau of 
Mines data is available, distillate 
yields for the U.S. were 22.9% of 
crude runs, as compared with 20.7% 
in Nov., 1953. 


Gasoline—Indicated gasoline de- 
mand at refineries in January was 
3,198,000 b/d average, 7% greater 
than the January, 1954, demand of 
2,985,000 bbl. While over-all yields 
of this product from crude are some- 
what less than a year ago, refiners 
met the January demand and with- 
drew over 13,000,000 bbl. from in- 
ventory, while a year ago in the same 
month shipments were around 11,- 
000,000 bbl. Refiners’ gasoline in- 
ventories for the U.S., Jan. 31, were 
170,353,000 bbl., compared with 
168,705,000 bbl. Jan. 31, 1954. In 
the East Coast, Okla.-Kan.-Mo. and 
California districts, gasoline in stor- 
age was less than a year ago. In the 
Gulf Coast, Ind.-Ill-Ky. districts, 
stocks were 7% larger. (See Table 
1.) 


RESIDUAL 


While changes in total U.S. resi- 
dual fuel stocks were not significant, 
the present strength in the market for 
this product reflects demand that, in 
the last few months, has originated 
principally in Europe. 

Heavy fuel oil has moved from 
California to meet these demands. 

U. S. stocks of residual fuels, Jan. 
31; 48,208,000 bbl., were about 
1,880,000 bbl. larger than on Jan. 
31, 1954. These stocks have accumu- 
lated in California, where the figure 
was 26,595,000 bbl., compared with 
21,000,000 bbl. Jan. 31, 1954, Cali- 
fornia stocks, however, have been re- 
duced from about 30,000,000 bbl. in 
the late fall, and these reductions will 
likely continue. ® 





1—Gasoline Stocks, Principal Refinery Districts 
Jan. 31, 1955—Jan, 31, 1954 


(1000 bbi., API data) 
Jan. 31 
1955 
Refinery Districts 
East Coast 
Gulf Coast 
Total Coastal 
Ind,-Ill.-Ky, 
Okla.-Kan.-Mo., 
Other Inland . 


34,134 
35,650 
69,784 
37,906 
17,649 
24,970 
80,525 
150,309 
20,044 
170,353 





Jan. 31 % 

1954 Change 

Refinery District 
East Coast 
Gulf Coast 

Total Coastal 
Ind.-IlL.-Ky. 
Okla.-Kan.-Mo, 
Other Inland 

Total Inland 


35,546 
33,317 
68,863 
35,447 
18,708 
24,320 
78,475 
147,337 
21,368 
168,705 


ad. 2 


+ +++ 
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California 
Total U, 8. 





Total East of California 


2—Distillate, Principal Refinery Districts 
Jan. 31, 1955—Jan. 31, 1954 


(1000 bbi., API data) 


Jan. 31 Jan. 31 
1955 1954 


30,871 
12,339 
43,210 
15,513 

9,554 

1,337 
32,404 
75,614 
10,403 
86,017 


29,816 
13,449 
43,265 
13,179 

8,202 

6,262 
27,643 
70,908 
11,828 
82,736 
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Use this faster way 


to make safe deliveries 
to underground tanks 


EVER-TITE 


"99" Coupler 
with Sight Gauge 


a 


97 Twisting Cap 


mee 


97 Locking Cap 
Can be padlocked 


SS 


97 Adapter 


No. 97 
Ever-Tite 
Fill Cap 


ou can get faster, safer tight-fill deliveries to 

underground storage tanks by using the Ever- 
Tite No. 99 Coupler with full 3” 1.D.—a coupler 
that is so adaptable that it meets every tight-fill 
delivery requirement, and can be used with a 
manhole as small as 614” in diameter. 
An outstanding safety feature is the specially 
designed sight gauge which shows from every 
angle that delivery has been completed —a valu- 
able safeguard against loss of product. Coupler 
is made with male or female threads or adapter 
for standard Ever-Tite Coupler as shown. 


Easy To Use 
This 3” Ever-Tite “99” Coupler is used with 
any of the Ever-Tite “97” Adapters pictured 
below, which also are full 3” LD. in 3” and 
larger sizes. Until No. 97 Adapters have been 
installed on fill pipes, loose fill down spouts 


with brass tubes, pictured below, are available 


for use with the same 3” No. 99 Coupler. 


uuu UM, 








eee YY, 
U) 


To operate, just push the coupler onto the 
adapter and press down the push rod which 
locks the coupler tightly to the fill. After deliv- 
ery, just raise the push rod, remove the coupler, 
and replace the water-tight cap. The push rod 
can also be used as a carrying handle. The same 
operation applies to down-spout units. 


Reduces Operating Costs 
The Ever-Tite No. 99 Coupler is made of high 
tensile aluminum, with bronze push rod and 
cams. Extremely light, yet rugged and sturdy — 
your assurance of long, trouble-free service. 
Ask your distributor now, or write for full 
information. 


*The Ever-Tite Trademark is a hallmark of dependability in fittings 


for the petroleum industry 


EVER-TITE COUPLING CO. 


Se os so 


2” LPT. 2%" 1P.T. 2” LPT. 


” GF Aduptens tor tronthe “99” Couples 
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~proved by 17 years of pre-eminence 


INC., 254 WEST 54th STREET, NEW YORK 19, N. Y. 
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CHAMPION SPARK PLUG COMPANY 


WINOBOR, CANADA ——4 


March 1, 1955 


Dear Champion Dealer: 

Last month we talked about Champion's general adver- 
tising and the job it does for you. Now I'd like to tell 
you how specialized Champion advertisements protect your 
profits in the tremendous farm market. 

The farmer is the largest individual user of spark 
plugs — representing about a quarter of the entire market! 
He operates nearly seven million cars and trucks, and drives 
each of his five million tractors the equivalent of 25,000 
car-miles per year. He's quite a spark plug customer and 
surveys show Champions are his favorites by a wide margin. 

We go after the farm business for you with the 
biggest, custom—tailored campaign of any automotive parts 
advertiser. 

Because farmers are interested in what is happening 
on other farms throughout the country, we actually visit 
the most interesting farm operations in the nation, taking 
photographs and interviewing the owners about their farms 
and their experiences with Champion Spark Plugs. These 
stories and pictures are combined into advertisements which 
interest the farmer and are of actual professional value 
to him. 

As a result, farmers are reading Champion advertise— 
ments — readership studies prove this -— and the way is paved 
for increasing your share of this great farm market. 











Sincerely, 





ll 
Membe, 
Since 1997 
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IN THE 
NATION 


Champion gives you top advertising 
support in the profitable farm market .. . 





“Use CHAMPIONS? We certainly do! They're 


Se —f beloed - ws ection’ good performers in this rugged Vermont country.” 


qa ba tenons 


appearing regularly in... BETTER FARMING, FARM JOURNAL, 
SUCCESSFUL FARMING, CAPPER’S FARMER, FARM AND RANCH, 
PROGRESSIVE FARMER and HOARD’S DAIRYMAN! 


Money We've 





TIF aeFli es 


> Sensational 


Nal FLUORESCENT FLOODLIGHT 


——— SERIES 9000 


for SUPERIOR Illumination ! 


Here’s the first thoroughly reliable enclosed fluores- 
cent service station luminaire to incorporate the 
latest advances in the field of outdoor high-mounted 
flood lighting. Provides superior visibility, with a 
degree of comfort and ease of viewing never before 
attained. 

The Series 9000 blankets an extremely wide area 
with an abundance of white glareless light — the 
highest light output yet produced in a fluorescent 
lamp for outdoor use, Output actually increases up to ten percent in freezing temperatures 
because unit is enclosed. 

Sturdily constructed, with unusually low operating and maintenance costs (only 400 
watts per unit), and far longer lamp life, this modern design flood unit will revolutionize 
service station lighting practice. 

Constructed of welded die-formed aluminum, with specular reflector of Alzak aluminum 
sheet. Hinged, extruded aluminum frame utilizing Plexiglas or Alba-Lite glass suitably 
cushioned and sealed, encloses unit. High strength aluminum casting is securely fastened 
to top of unit, with mounting arms and bracket to fit existing poles. Adjustment is easily 
made from horizontal to 10, 20, 30 or 45 degree positions. Completely wired, ready for 
supply connections in the field. 


Sketch features sound flood lighting practice for approaches, driveways and ramps. Guardian 
Series 9000 fluorescent floodlights mounted on 20’ or 24’ hinged poles bathe the entire area 
in a cool white light of excellent quality, providing a most favorable rendition of colors and 
complexions. Pump islands are lighted by Guardian fluorescent “T’ Lights. 


S: = 'R, VIR. 2 


ae 





Write for new fully illustrated 
Bulletin 9000 and Catalog 


54-R for complete information 





on this luminaire 


Guardian Light Company 


i@) aioe .@ ele a s.).40 mee eee) \ Ge \ s Gen leel. (oe 
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Cooper Safety - Cushion’ tubeless 


with new nylon bodyguard 


so safe...so damage-proof it outlasts 
the normal trade-in period of most cars 


Here you see the industry’s most improved 
tubeless tire the new Cooper Safety-Cush- 
ion with nylon bodyguard construction. This 
is the great premium-grade tire you buy for 


less easily sell for more. Here’s why .. . 


The brute strength of the new Cooper Safety- 
Cushion tubeless with nylon bodyguard ex- 
ceeds U, S. Government Safe Tire Standards 
by 174%. It’s over 21% times stronger, safer! 


There’s no tube to blow-out, no tube to punc- 


ture. It actually makes sudden tire trouble 


a thing of the past. 


Mileage is so phenomenal that the new Cooper 
Safety-Cushion tubeless will outlast the nor 
mal trade-in period of most cars. New Safety 
Siped tread with Cooper squeal stoppers runs 
quiet as a whisper, stops 20% quicker, New 
Scuff-Ring keeps white sidewalls off the curb. 


Available in both black and white wall de 
signs. Guaranteed against accidental failure 
for 3 full years. Write Dept. 1-C for our new 
Cooper Safety-Cushion tubeless booklet and 
get all the profit-making facts. No obligations, 


of course, 


y 














Yes, Cooper Safety-Cushions are still i 
available as a tire and tube combination 


Cooper Tire & Rubber Co, . . . Factories at Findlay, Ohio 

















TIRES « TUBES . BATTERIES © CAMELBACK ° REPAIR MATERIALS 
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durable, beautiful, and maintenance-free 


For Service Station construction, Avoncraft Porcelain 
Enamel is the ideal modern building material. 
Versatile—it can be readily adapted to all types of 
modern commercial design. Durable—because beneath 
its attractive porcelain surface is the strength of 
steel. Maintenance-free—due to its hard baked-on 
enamel coating which makes it impervious to dirt, 
fumes, chemicals and rust. 





FRAMELESS LOAD-BEARING WALLS ©  LOAD-SPAN DECKING © CURTAIN WALLS 


architectural products 























Write today! Learn how Avoncraft can fill 


your specific requirements better! A Division of Avondale Marine Ways, Inc. 
P. 0. Box 1030 © New Orleans 8, U.S.A. — 


NATIONAL PETROLEUM NEWS ¢ March, 1955 








Sinclair Dealers 


ARE "WAY OUT 
IN FRONT ! 


North, South, East, West — Sinclair Dealers everywhere are reporting more and 

more sales to more and more customers. And the reason is plain: more and more motorists 
are reading about and hearing about new Sinclair Power-X Gasoline — the first of the 
super-fuels! Dealer sales increases are pacing the field — ’way out in front! 


Last year, thousands of competitive dealers switched to Sinclair, and more thousands 

will make the move to bigger sales this year. They like the Sinclair line, and they appreciate the 
powerful advertising and sales promotion help Sinclair provides. Newspapers, radio, television 

— Sinclair uses them all to let the world know about Sinclair top quality. 


Why not let Sinclair prestige and Sinclair selling aids help work for your benefit? 
Talk it over with a Sinclair Representative or write Sinclair Refining Company, 
600 Fifth Avenue, New York 20, N. Y. 


Ask about the Sinclair TBA Franchise — featuring Goodyear, the greatest name in rubber, Ss i N Cc LA i ie 
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12 Pints of Du Pont N2 “7° Polish *12 List 
> 

16 12-02. Du Pont ‘sity Brake Fluid *16 List 

with every G-case purchase of these 








popular Du Pont N° ‘7° Products —» = 


i| i -) “Mia | For appearance and performance 
y ; se he 

| <? a ) ‘7 Pp . ive 

| sevens LV | Du Pont No. ‘7’ Products give 

[| |) SteAwen ——— you one popular, nationally adver- 

wnaed | tised line. Now an even better deal! 


Call your supplier today. 


Free displays help you cash in on Du Pont’s nation- 

ally advertised Spring Drain-Out Program 
Cleans Out tN" Your customers will soon be reading about the Du Pont 
er oe iitiasii Spring Drain-Out Program in LIFE and THE SATURDAY 
oe tw EVENING POST. Make sure they know you offer this profit- 
ow 9 able service. Free window posters packed in cases of merchan- 


am 7 an impactant toy We 
pv PONT DRAI QuT SERVICE re 


DU PONT N° 7; PRODUCTS 


*€6 us pat orf 


From Chemical Research . . . For Easier Car Care BETTER THINGS FOR BETTER LIVING 


. THROUGH CHEMISTRY 


dise. Order now! 
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64,000,000 GALLONS OF GAS PER YEAR... that's the volume of high-octane 
aviation grade gasoline handled by the Air Terminal Fuel Corporation at New York International 
Airport, the country’s largest commercial field. Marlow Self-Priming Centrifugal Pumps are 
preferred and used exclusively by Air Terminal Fuel Corporation for loading rack and tank truck 


service because trouble-free Marlows offer high capacities with low maintenance costs. 


Marlows wo tre job faster! 


Fuel oil marketers everywhere, majors and independents alike, are using more Marlow 


Self-Priming Pumps to speed operations and cut operating and maintenance costs. 
Marlows, designed specifically for petroleum service, can handle high-octane gasoline 
or home heating fuels with equal ease. For complete information on these high-perform- 


ing pumps, see your Marlow dealer or write for Bulletin PM-50. 


MARLOW PUMPS « RIDGEWOOD, NEW JERSEY 


In Canada: PUMPS & SOFTENERS, LTD., LONDON—CANADA 
Division of BELL & GOSSETT COMPANY 
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INTRODUCING: 


A true multipurpose 

additive which sets a 
| new standard of gear 
lubricant performance. | 























Division of BELL & GOSSETT COMPANY 





MONSANTO 


CHEMICALS ~ PLASTICS 





SERVING INDUSTRY. WHICH SERVES MANKIND 








A NEW DEVELOPMENT Santopoid 44 combines in one 
additive the best performance characteristics of several 
separate additives that are effective only in limited 
applications. 


Santopoid 44, incorporated in quality base oils, meets 
increasing automotive demands for a Superior Multi 
purpose Gear Lubricant. 


1) HIGH SPEED—SHOCK LOAD PASSENGER CAR PROTEC- 
TIONLubricants compounded with Santopoid 44 pro- 
vide complete final drive gear protection under the 
most severe road test and laboratory conditions——not 
only in the SAE 90 grade but in the SAE 80 grade as well. 


Field experience proves Santopoid 44 suitable for 
proper protection of late-model high-output passenger 
car hypoid gears. 


2) HIGH-TORQUE TRUCK AND BUS PERFORMANCE— 
Field experience proves Santopoid 44 gives better high 
torque, low-speed protection without compromising 
superior high-speed performance. Heavy equipment is 
protected even when performing the most severe off 
highway service. 


3) LUBRICANTS CONTAINING SANTOPOID 44 MEET CUR- 
RENT MILITARY SPECIFICATIONS -With this true multi 
purpose additive, lubricants pass all current military 
requirements for Homogeneity, Miscibility, Compati 
bility, Storage Solubility, Copper Strip Activity, and 
greatly exceed performance requirements. 





Monsanto also produces these other quality additives for 


the petroleum industry: 


Pour point depressants Corrosion inhibitor for distillate fuels 
Motor oil antioxidants Sludge inhibitor for fuel oi! 
Viscosity index improver Cutting oil additive 


Gear lubricant additives Inhibitor detergent combinations for 
Motor oi! detergents premium and heavy-duty service 


WRITE TODAY for full technical information on 
Monsanto Santopoid 44 tt MONSANTO CHEMICAL 
COMPANY, Organic Chemicals Division, Box 487-F-2, 


St. Louis 1, Missouri. 
Santopoid: Reg. U.S. Pat. Off 











Loading Racks Industrial Services 


Rockwell All-Koyoiving RoOtocycle 





Bunkering Ships 


Rotocycle meter with body 
sectioned to show all-revolv- 
ing measuring unit. 


OUTLET 


Pipe Lines 


Follow 

the 
Rotocycle 
Through a 
“Flo-Ward” 


«} | 
INLET 


ROTOR POSITION I: Liquid entering the measuring 
chamber through the inlet port encounters vane 
No. (1) which seals off further liquid progress. The 
seal is by liquid capillary action. There are no 
metal-to-metal contacts between the vanes and 
the side wall of the measuring chamber. 
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Remote Registration Systems Tank Trucks 


NMieters TRAVEL IN THE BEST CIRCLES 


You get positive accounting of liquid values when 
you guard your lines with Rotocycle meters. You 
stop losses due to carelessness or intent. And you 
get accuracy that lasts--durability proven over 
many years on thousands of installations. 


Rockwell 


ROTOCYCLE 


The mechanical superiority of the Rotocycle 
meter results from an exclusive operating principle 
in which all working parts revolve on ball bearing 
mounts with the flowing stream. Measured volumes 
are segregated by capillary seals as detailed below. 
The revolving motion is similar to an electric motor 
and equally free. Bonus values to you are speedier 
meter deliveries, less friction and wear, and a 
longer, useful meter life. Write for catalogs. 


YOU CAN RELY ON ROCKWELL 


ROCKWELL MANUFACTURING COMPANY ° 


Atlanta 
Philadelphia 


PITTSBURGH 8, PA, 


New York 
Canadian Gas & Oil Products Sales: Peacock Brothers Limited 


Boston 
Pittsburgh 


Dallas 
Seattle 


Charlotte Chicago Houston Los Angeles Midland, Texas N. Kansas City, Mo. 


San Francisco Shreveport, La. Tulsa 


han 


’ 
INLET 


G 


| y 
INLET WNLET 


ROTOR POSITION Ii; Pressure under vane No. (1) 
forces the rotor to turn on its centershaft. Vane 
No. 2 has now reached position occupied by vane 
No. | where it forms a capillary seal with the wall 
Segregated between vanes (1) and (2) is a definite 
volume of liquid indicated in dark color. 
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ROTOR POSITION Ill: Vane (3) has reached 
the seal position. Between it and vane (2) is 
another measured volume 
segregated and measured volumes for each 
rotating cycle as indicated in dark color. 
Capillary seals eliminate wear and friction. 


There are two 


Ss 


ROTOR POSITION IV: Vane (4) has reached 
the seal position and another measured vol- 
segregated. The volume between 
vanes (1) and (2) is now discharging through 
the outlet port. These measured volumes are 


ume is 


integrated on the register in terms of gallons 





























Crown “F’’ Styles give you Quality — excellent 
construction for utmost product-protection; Performance — 
Crown lithography is superior all-ways...sells your 


product wherever it's displayed; Variety—a complete 
range of sizes from quarter-pints to gallons; your choice of 
closures. Think it over—talk it over—look 'em over...then 
decide: shouldn't Crown be one of your “*F”” style suppliers ? 


foie ene 


CROWN CORK & SEAL COMPANY, INC. 
CROWN CAN DIVISION 


PHILADELPHIA *© CHICAGQ + ORLANDO © BALTIMORE + NEW YORK © BOSTON © ST. LOUIS + SAN FRANCISCO 
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New ok 


IN CONSUMER 100 eee 
ELECTRIC PUMPS 


and a L0 W PRICE, TOO! 


Gasboy FIRST AGAIN 


.. . brings you the beautiful new Star- 
liner “100” with the greatest advances 
ever in its field. Now, at really low 
cost, you can equip consumer-commer- 
cial accounts with a pump having im- 
portant advantages found only in high 
priced pumps. High-lighting the many 
Model 100 features is the ROLLER 
REGISTER . . . found in no other low 
priced pump .. . to provide accurate 
individual readings up to 100 gallons 

. . with BOLD easy to read numerals, 
even to the tenths. 












































Behind all the new look beauty and 
functional design is the famous million- 
proof pumping unit with speedy 13-14 
g.p.m. delivery . . . and the big life- 
time bronze meter . . . your guarantee 
of maximum service . . . and absolute 
minimum of attention. 



















The Starliner “100”, priced unbeliev- 
ably low, is by far the outstanding 
value in the consumer pump field . . . 
and the savings in installation and 
maintenance are an extra GASBOY 
bonus you collect over the years. 


Sead for attractive bro- 


chure; or better still, let us 
ship you a pump so you can 
see first hand how the Star- 
liner, economically and with- 
out compromise, fills your 
consumer -commercial pump 
requirements. 




























UNDERWRITERS’ 
APPROVED 
For GASOLINE or DIESEL 


WILLIAM M. WILSON’S SONS, INC., Lansdale, Pa. 


Representatives in principal cities 
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A Helping Hand to Greater Profits! 


..- service-station operator counts on the dependability and efficiency of 


Westinghouse Air Compressors to help him turn out more work at lower cost 


The operations that make those extra profits for you 
require air power. That is why you should select a 
compressor that is dependable, and so efficient that 
you get all the air you need at lower cost. 


That is why you should select a Westinghouse Air 
Compressor. Just look at a few features: 


Low oil-level protection — your Westinghouse won't 
pump air if the oil-level or oil pressure is too low. 
You never get repair bills for lack of lubrication. 


Starting unloader — keeps compressor unloaded until 
motor reaches normal speed and oil circulation starts. 


Thermal overload protection — cuts current if motor 
should overheat. 


Automotive-type lubrication — pressure principle 
forces oil to every moving part for longer life. 


Two-stage, air-cooled design — provides air at max- 
imum efficiency. Costs less to operate. 


Insist that your station is equipped with a West- 
inghouse Air Compressor and you'll truly have a 
helping hand to greater profits. Sizes from 114 to 
15 hp are available for automatic start and stop and 


continuous operation. Write for literature. 
w-100 


= Division of Westinghouse Air Brake Co. 





PORTABLE AIR COMPRESSORS + TRACTAIR * STATIONARY AIR COMPRESSORS 


Milweukee 14, Wisconsin 


enGines ate Troo.s TRUCK MIXERS 


Distributors in all principal cities 


NATIONAIL 
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New Wheaton < - Sea 
INTERCHANGE “ANG in, minutes 
MANIFOLD Aeron! 


















x0 SAVE TIME. . . INCREASE 
: ches DELIVERY EFFICIENCY! CHANGE 

\ STORAGE -TANK -TO - DISPENSING - 
PUMP RATIOS IN MINUTES 
INSTEAD OF HOURS 


The new Wheaton Interchange Mani- 
fold for service stations features four 
tees with two blank gaskets and two 
flow gaskets between the flange faces. 
Gaskets are interchangeable to provide 
various ratios of products to meet sea- 
sonal peaks. The entire manifold can 
be quickly and easily removed from the 
vault by means of special detachable 
couplings. The new service station man- 
ifold affords ratio changes in less than 
30 minutes against the 12 hours re- 
quired by other methods. 




























A COMPLETE ASSEMBLY WITH 
VAULT AND COVER OPTIONAL 


The Wheaton Manifold assembly includes 








all parts necessary to complete the instal 






lation Vault and cover with inner and 














outer shell to allow for settlement, are 


supplied on 


complete the work without delay. Call or 








order so that contractors may 









write for complete information 






CONSOLIDATED YOKE ASSEM 





FAUCETS + VALVES - JOINTS + COUPLINGS » LOADING ASSEMBLIES 


: Canada; EMPIRE BRASS MFG. CO. LTD., LONDON, ONTARIO 
we a = A t Be England: EMCO BRASS MFG, CO., TERMINAL BLDG, CROYDON 


AIRPORT, CROYDON, ENGLAND 
BRASS WORKS ny apm pee 


UNION, NEW JERSEY —DISTRIBUTORS IN ALL PRINCIPAL CITIES 
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Gives 
maximum 
accessibility 
to undercar parts 
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Brings hard-to-reach parts ‘‘out in the open”... safely 


Automatic transmissions, intricate wheel suspensions and accessibility for fastest, most profitable service, lubrication, 
frameless bodies are no problem for the Rotary Frame repairs and brake work. And with Rotary’s rubber pick-up 
Pick-Up Lift. It’s designed to give maximum undercar pads gripping the frame securely you always work in safety. 


Adapters needed for only 2% of all 
cars—furnished as standard equipment 
4 ra Easy-spot wheel grooves 
Fixed rubber pads eliminate need for adapters on yep 9 
98% of all cars. Simple, easy to use adapters fur- ht. 
nished as standard equipment. Wheel grooves for patina 
accurate front-wheel spotting, and efficient non- 
rotator are also included as standard equipment. 


—— 


Inexpensive to buy .. . to install... 

to maintain 

The initial cost of the Rotary Frame Pick-Up Lift 

compares with other standard single-jack lifts. 

Installation is the same and maintenance is negli- 

gible. But there’s extra value . . . longtime economy 
. in the design, engineering and manufacture of 

the famous Rotary jack and superstructure. 


ROTARY, the original manufacturer of hydraulic 
auto lifts... and still the leader 





Safety-grip rubber pick-up pads 


mig-l eel ode Cele Bias 





(Made Wilh the will 
Chale abduvied piilidline 


This 17th Century Gauntlet typifies the skillful 
craftsmanship of medieval armormakers. The 
: expert positioning and attachment of adjacent parts 
permit all the necessary flexibility. The intricate carving and 
embossment give it a distinct, attractive appearance. And the 
careful design and workmanship assure the maximum pro- 
tection, In battle and in jousts, combatants had to depend on 
the armorer’s skill. . . often for their lives 
J&L Steel Containers offer dependable protection for your 
products, They're built of sturdy, high-quality J&L Steel Sheet. 
Their careful construction insures perfect fit of all joints and 


movable parts. And they have a trim appearance which can 
be attractively decorated with colorful designs and illustrations 
by J&L’s accurate lithographic process. 

In addition, coatings and lacquers are evenly applied—both 
inside and outside; and every J&L pail and drum is chemically 
treated to keep all surfaces clean and dry. 

For the protection your products need, depend on J&L 
Steel Containers. You can order them through plants in 
leading industrial centers, and you'll find J&L service prompt 
and efficient. 


Sones ¢ Laughlin 


STEEL CORPORATION 


4058 LEKINGTON AVENUE 
NEW YORK 17, NEW YORK 
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@_ The ONE Tire Changer that 
CANNOT DAMAGE AIR SEALS 


ig} Both top and bottom bead breakers ro// the bead off—cannot enter | , 
S between bead and rim to contact and damage air seals. Wide breaker | 
Na shoes spread pressure on tire—prevent cuts, bruises and damage to ne 
NY sidewalls. (see illustrations at left) Tongue that mounts and dis- : — 
mounts the tire touches only the bottom of the bead—cannot contact 
or damage air seals. (see illustrations at right) an < 
The only Tire Changer that safely breaks both beads, removes and 
mounts Tubeless Tires is the Bishman No. 880 Electric Tire Changer. } | 
Ss 

































































100% SAFE, FAST BEAD EXPANDER | The SAFE Bead Breaker 
Doubililen tibia pula boll recommended for use 


ends of band to compress tire with other Tire Changers 


evenly, seat both beads for easy 
Wide circle shoe rolls beads off—cannot 






inflation. Absolutely SAFE — 
cannot snap open under pressure 






sh ¢ nals amage 2 Wé h 
Ruggedly constructed for long tour h air seals or damage side walls. The = 
: pee i SAFE, easy way to break beads on soft i 
life—guaranteed against excessive ’ y4 
. ’ sidewall nylon and rayon tires and on « f | 
wear or breakage. 
; hump type safety rims. Ruggedly built, * 
Be sure your bead expander is portable, simple to use, breaks 
100% safe, easy-to operate, rug- toughest beads easily. Be 100% 4 
ged and approved by major rub- Som 


SAFE use a Bishman No. 918 a . 
Giant Bead Breaker on tubeless © 


and regular tires. 


ber companies. Use a Bishman 
No. 600 Bead Expander. 












€) ‘Test Tubeless Tires as Easily as Inner Tubes 
BISHMAN TUBELESS TIRE TESTER 


Every tubeless tire you mount must be thoroughly tested for leaks in 
air seals, valves, wheel rivets and tire. Every “flat” should be inflated 
and tested to find a// leaks before demounting for repair. 

Tubeless Tires are as easy to test as inner tubes when you use a 
Bishman Tubeless Tire Tester. The wheel is held on a fast chucking 
arbor and rotates freely under water to make the smallest leak in wheel 
or tire easy to spot. Available in floor model (left) and combination 
Tubeless Tire and Tube Tester (right) 















Bishman equipment has been developed especially for Tubeless Tires 
and tested and approved by major rubber companies. Over 25 years i 
experience “building the best’’ backs all Bishman products. 


“BUY THE BEST...BUY BISHMAN” 
Ask your Jobber or mail the coupon TODAY! 


Bishman 


MANUFACTURING CO. 
OSSEO 24, MINNESOTA 





ee 





BISHMAN MANUFACTURING CO. 
OSSEO 24, MINNESOTA 


Please send us illustrated catalog on Bishman 
Tubeless Tire Equipment. 











Address___ nceietessaapemnieatatiihierinteaisiihcialias 
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Your best buy for 
the years ahead 


Long-range foresight in the design of the Gilbarco 
906 puts this great pump years ahead—in both 
outward appearance and mechanical operation. 


Thus, you buy for the years ahead when you 
install Gilbarco 906’s on your islands. Advanced 
styling and advanced engineering design are 





added values—the more-for-your-money 





values which will become more evident with 
every passing year. 


Before you select any gasoline pump, 
send for full information on the Gilbarco 
906, the pump that will stay new 

for years ahead! 





Lt 

Gilbert & Barker Mfg. Co. pr! somos ™,) 
rer | 

West Springfield, Mass. ‘ Sy 


Toronto, Canada “Se 





NATIONAL CAN 


ON THE MARCH... 


a en ae 


@F satisfaction 
at proves NC 
is really 


“on the march”. 


c @ R -. .© eS eee I O N 
Plants At: BALTIMORE, MD, + CHICAGO, ILL. + MASPETH, N. Y. 
CLEVELAND, OHIO + HAMILTON, OHIO and WARREN, OHIO 
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ihm 


transports 
can earn ..ee-e. 


MORE ANNUAL REVENUE 
than steel units—depending on the 
age of your present equipment 


Many, many millions of gallons have already arrived at their ing on the age of your present equipment. The extra gal/lon- 
destinations in Butler Aluminum transports. They are proved age alone pays off the full purchase price in 4 years or less! 
It is high time to see how quick you can convert to Butler 





practical—and extremely profitable! 
Butler aluminum transports carry 8% more payload than aluminum. Your Butler representative will gladly help you 

lightest new steel units— 11% more than most 3-year-old units. work out the profit picture for your particular business. 

They earn $2000 to $3000 additional revenue annually depend- Meanwhile—mail coupon below for fact-packed catalog 


BUTLER MANUFACTURING COMPANY 

7454 East 13th St., Kansas City 26, Mo. 

954 Sixth Ave., S. E., Minneapolis 14, Minn. 

913 Avenue W, Ensley, Birmingham &, Ala. 

Dept. 54, Richmond, Calif. 

[J | want more profit NOW! Send Butler representative. 


Manufacturers of Oil Equipment (_] Send free booklet on Butier aluminum transports. 


Steel Buildings + Farm Equipment re BES RE raeet F 


Dry Cleaners Equipment + Special Products 
Address 





Factories at Kansas City, Mo. + Minneapolis, Minn. Firm 
Galesburg, Ill. « Richmond, Calif. 
Birmingham, Ala. + Houston, Texas 
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The world moves 


on LELAND 


9 
s 
4 
8 
r, 
. 
' 
he 
: 
’ 


Time was when gasoline was pumped by hand. 


Then Leland developed the first explosion-proof 
pump motor, making it possible to deliver gasoline 
electrically — with no fear of explosion. 

Since then, Leland has been far and away the most- 
used motor in gasoline pumps. 


Since then, too, explosion-proof motors have made 
possible thousands of other electrically driven devices 
— in petroleum refineries, gas distribution systems, 
granaries — wherever dusts and volatile gases pose 
problems. 


The creative engineering skill that developed that 
first explosion-proof motor is still at work — develop- 
ing motors for new applications — surpassing specifi- 
cations, to give you the extra value for which Leland 
is famous. 


Today there’s an extensive line of Leland motors 
from 1/6 to 5 hp., in all the most popular types — 
including a complete line of explosion-proof motors. 
And if the motor you need doesn’t already exist, 
Leland can develop it for you! Write The Leland 
Electric Company, Division of American Machine & 
Foundry Company, Dayton 1, Ohio. 





Leland Type RA, Repulsion start, 
Induction run, Explosion-proof gaso- 
line pump dispensing motor (Under- 
writers’ Approved, Class I, Group D) 
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FACT SH EET FOR FIRMS SELLING TO 


OR THROUGH OIL MARKETERS 






Service Station Sales, which totaled $10.5 billion in 1953 and $11.5 billion in 
1954, are expected to maintain at least this rate of gain (about 9%) in 1955. 






Gasoline, motor oil and grease sales Overall retail sales in 1954 increased 
accounted for about $7.5 billion of the only a hundred million dollars to $170.8 billion 
1954 service station volume. from 1953's $170.7 billion. 





Tires, batteries and accessories volume handled by oil companies in 1955 will 
be approximately 7% higher than it was in 1954. 












The service station passenger car market for gasoline accounts for about 65% 
of total gasoline sales. Trucks and buses take about 25% and tractors 10%. 








Oil industry experts have pegged this year's increase in domestic demand for 
oil products at about 5%. 











On the average, about 325 million gallons of petroleum products are delivered 
to American consumers every day. This includes besides gasoline, light and 
heavy fuel oils, kerosine, lubricating oils, coke, asphalt, waxes and other petro- 
leum products. 












The oil industry will spend well over a half a billion dollars in 1955 to expand its marketing 
facilities. Most of that will be spent by National Petroleum News readers. 








Of the almost two million people employed in the oil industry, over a million 
are engaged in oil marketing. 







There are in the United States over 200,000 service stations and 150,000 other 
retail gasoline outlets, pius over 10,000 fuel oil dealers, 1,200 major storage 
terminals and 30,000 bulk storage plants. 






Indicative of oil marketing’s growth rate is the fact that NPN's all paid Subscription renewals are 
circulation has increased 50% since WW Il and is still going up. well over the 80% mark. 














Evidence of the enthusiasm with which oil marketers have greeted the ad- 
vent of the new monthly National Petroleum News is available for your inspection 
from any NPN advertising sales representative. 












Advertiser acceptance of NPN is equally high. The year just ended marked the 
fifth straight record-breaking year for volume of advertising carried in NPN. 






Oil marketers (NPN’s readers) direct the building, 
maintenance and operation of all oil marketing facil- «| National Published ; th issue 
b . 






ities. They buy trucks, pumps, tanks, compressors, 

lubrication equipment, service tools, lifts, hose, light- Petroleum os « ne 

ing, meters, any and all types of equipment used to —— News Mid-May 1955 

build, maintain and operete bulk storage plants and Statistical & Reterence 

service stations. They direct the marketing of tires, mi ; 
batteries and accessories sold through most service YEARBOOK Advertising closing date: April 15th 
stations and own the pumps, storage tanks, com- of Oil & TBA Marketing 





pressors, etc., used by most gasoline retailers. 


Nat ional The McGraw-Hill Magazine of Oil Marketing 





Petroleum | sisusueo monmy @ 
News 330 West 42nd Street, New York 36, N. Y. @ 
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Name your hose need 


your Goodyear 
Distributor 
can fill it! 


Completeness is one of the four needed 
features of a good line of oil marketing 
and distributing hose. Durability, ease of 
handling and ready availability are the 
other three. You’ll find all four in the line 


carried by your Goodyear Distributor. 
Aviation Fueling Hose 


Here are 10 different types of hose as 
cases in point. There are many more avail- 
able for any oil-handling or related job. 
Each is designed and built to do the specific 
job. Most are made with CHEMIGUM—the 
especially oil-resistant rubber developed 
by Goodyear. All assure you of longer, 
safer service at lower ultimate cost. 


BE SURE of the right hose for every oil-handling job by consulting your 
Goodyear Distributor. Or write to Goodyear, Industrial Products Division, Akron 16, Ohio 


Chemigum, Mar-Not, Ortac, Wingfoot-T.M.'s The Goodyear Tire & Rubber Company, Akron, Ohie 
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STYLE WWH Tank Truck 
and Car Filler 


STYLE 71 Fuel Oil 


0° * eecesesaseceesseccee., D> 
SES 
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STYLE BC Gasoline Pump 


WINGFOOT Service 
Station Air 


Z | 
D” YEAR 
THE GREATEST NAME IN RUBBER 


We think you'll like THE GREATEST STORY EVER TOLD” — avery Sunday — ABC Radio Network ~THE GOODYEAR TELEVISION PLAYHOUSE —every other Sunday~NBC TV Network 
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Top Performance 











A GENERAL MOTORS PRODUCT =a) UNITED MOTORS LINE 
‘OTOR 


DISTRIBUTED BY WHOLESALERS EVERYWHERE 
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Makee Em Top Sellers 


DELCO-REMY COMPLETE BREAKER PLATES 


MAKE REPLACEMENT EASIER, SURER 


There are plenty of customer advantages to help you sell 
Delco-Remy pre-adjusted, center-bearing type breaker plate 
assemblies . . . extra advantages, too, for the man who does 
the installing. Fact is, all he does is put the plate in the 
distributor! Contact points are already aligned, spring tension 
already adjusted, condenser mounted, and clearances already 
checked. Looking at it from the mechanic’s viewpoint, Delco- 
Remy’s complete replacement breaker plate assembly is a real 
time and work saver when servicing Delco-Remy distributors. 


And here are the mechanical advantages the Delco-Remy 
complete breaker assembly offers the customer: 


ea Scientifically spaced support bearings provide maximum 
stability under all operating conditions. @ Smooth motion 
of movable plate on molded anti-friction bearings allows quick, 
accurate response to sudden engine-speed changes. @ Built-in 
oil-retaining felt provides dependable, long-term lubrication. 
@ Chemically treated support plate increases service life by 
resisting surface corrosion and “grooving.” 


Breaker plate assembly packages are available to cover the 
original equipment replacement needs of many 6- and 8-cylinder 
late-model passenger cars from 1949 through 1953. 


See your United Motors catalogs for complete description and 
application data. Then order a stock of Delco-Remy breaker 
plate assemblies from your United Motors distributor. 


COPYRIGHT 1955 DELCO-REMY DIVISION, GENERAL MOTORS CORPORATION 


CTRICAL SYSTEMS 


DELCO-REMY e DIVISION OF GENERAL MOTORS ® ANDERSON, INDIANA 
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solve today’s 4 toughest lube problems 


with the new 


REG. U.S. PAT. OFF, 


handle MORE lube jobs —"s faster 
even with tough, long-lasting greases... 
BECAUSE ONLY ALEMITE 
offers you a pump designed 
specifically for these problems 


1. Tough Lubricants. Easy topump~—because 
Super-H has tremendous reserve power (70-to-l 


ratio)— gives INSTANT action at the control valve! 


2. Cold Weather. In and out traffic with big doors 
open means cold, slow-moving grease. But Super-H 


means no waiting — aLways fast delivery! 


3. Long Pipe Lines. Long lines from basement or 
store room usually restrict delivery. Super-H has 
high speed, short stroke to push lube through long- 


est lines! 


4, Pressure Drop. A 15-second delay at the fitting 
waiting for pressure to build up is costly —it adds 
up when other lube jobs are waiting. 

Super-H gives you 6,000 to 7,000 lbs. my 
right now — NO TIME Lac! 


a Phase 


“‘Removall’” Follower Plate 
Saves up to 25% of Lubricant! 





Flexible rubber plate fits semi-open 
drum — removes all the grease, right 
down to the bottom! No mess, no 
channeling, no air pockets. 































ALEMITE > 











SEND FOR NEW CATALOG TODAY! 


Write Alemite, Dept. K-35, 1850 Diversey 
Parkway, Chicago 14, Illinois, for new catalog. 


ALEMITE 


1850 Diversey Parkway, Chicago 14, Illinois 
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PETROLEUM CHEMICALS DIVISION 


NEWS 





March * 


One of a Series of Interest to the Petroleum Industry * 








HE SEES TWO PUMPS 
.-. but his choice may 
be up to your dealers 





Here is the second sales promotion 
booklet in the new series, “Looking 
through the windshield.” It ofters 
your dealers practical, concrete 
sales pointers on how to convert 
“regular” gasoline customers into 
“premium” users. 

The “Looking through the wind 
shield” series is designed and pre 
pared to help you make better sales- 
men out of your dealers. It is based 
on information turned up by the re 
cent Du Pont survey of Consumer 
Gasoline Buying Habits. The first 
one of a series, entitled “A close 
look at the man behind the wheel,” 
tells how the dealer can increase 
customer loyalty 

The first two booklets in the se 
ries are now available for distribu 
tion to your dealers. Any Du Pont 
Petroleum Chemicals Division rep 
resentative or regional office will be 
glad to give you sample copies. . . 
and cost information for ordering 
them in large quantities. 











Cracked Stocks 
for Diesel Fuels? 


Du Pont Fuel Oil Additive No. 2 
helps provide the flexibility 
that makes this possible 

With the rapidly expanding use of die 
sel power—coupled with a limited sup 
ply of straight-run distillate stocks 
many refiners want an efficient way to 
adapt cat-cracked heating oils for die 
sel fuel applications. If you are con 
cerned with this problem, the chances 
are good that DuPont Fuel Oil Addi 
tive No. 2 can help you solve it. 

The effective stabilizing and disper 
sant action of Du Pont FOA-2 can be 
very helpful to you for upgrading your 
heating oil stocks to diesel fuel. Du 
Pont FOA-2 also gives you added flexi 
bility for blending cat-cracked with 
straight-run stocks. 

Market Potential 
What about the market for upgraded 

















1955 





New sales and technical 
service organizations set up 
to handle Du Pont additives 


To further improve customer service the DuPont Petroleum Chemicals 
Division has set up new sales and technical groups especially to handle 


certain types of additives 





HEADS NEW SALES GROUP. Robert M. Glover has been appointed Assistant 


Sales Manager 


Additives of the Du Pont Petroleum Chemicals Division, in 


charge of sales of gasoline additives and other additives except tetraethy! lead 


Increasing activity in these additives, 
as well as anticipated manufacture of 
others currently in the late develop 
ment stages, make this expansion of 
services particularly desirable at this 
time. 

Heading up sales activity in conne¢ 
tion with antioxidants, dyes and Metal 
Deactivator for gasolines, and a disper 


cracked stocks in the diesel field? Many 
of the railroads, for example, are now 
using cracked furnace oils containing 
Du Pont FOA-2 
They have found, after careful, exten 


with good results 
sive testing, that they can efficiently 
operate diesel engines on well-stabilized 
furnace oils at substantially lower cost, 
and without harmful effects. 

Any DuPont Petroleum Chemicals 
Division representative will be glad to 
take 
better advantage of this growing mar 
ket through the use of DuPont Fuel 
Oil Additive No. 2. 


discuss with you how you can 


ADVERTISEMENT —Prepared for the Petroleum Chemicals Division of E. |. du Pont de Nemours & Company (inc.) 





sant and stabilizer for burner and diesel 
tobert M. Glover, Assistant 

Additives. Prior to this 
Mr. Glover was manager 


fuels, is 
Sales Manager 
appointment 

of the Division's Mid-Continent Region 
with headquarters in Tulsa, Oklahoma 

New Service Group 

In addition to the sales organization 
a special technical service group has 
been set up with headquarters at the 
Du Pont This 
service group is under the direction of 
W. E. Bettoney, who will also act as 
assistant director of the laboratory. He 


Petroleum Laboratory. 


was formerly an assistant technical 
manager of the Division 

Backed by the facilities of the Petro 
leum Laboratory, this group is in a 
position to offer exceptionally complete 
technical service for customers on all 
problems concerning the use of addi 
tives for petroleum products, 

Two More District Offices Added 


To facilitate faster and more conven 
ient customer service in two important 


OVER 























PETROLEUM CHEMICALS DIVISION 
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New Organization 


areas, district offices have recently been 
set up in Philadelphia and Detroit. 
L, Z. Carey is in charge of the Phila- 
delphia district and P, H. Richard the 
Detroit district, 

In addition to sales activities, the 
Detroit office will maintain close con 
tact with the automotive industry. Be 
fore assuming his new duties as district 
manager, Mr. Richard was one of the 
Petroleum Chemicals Division's auto 
motive specialists, 





W. E. Bettoney discusses a customer's problem 
with his associates. Mr, Bettoney is Assistant 
Director—Petroleum Laboratory, in charge of 
sales technical service. (). to r., D. Lb. Pastell, 
W. E. Bettoney, N. D. Lawson) 


When are TWO additives 
CHEAPER than one? 


There are many cases where the use of 
Du Pont Metal Deactivator in combina 
tion with other additives can result in 
substantially lower treating costs than 
the use of any single additive. This is 
true in stabilizing heating oils and die 
sel fuels as well as in stabilizing gaso 
lines. 
In Fuel Oils 
Although DMD has considerable sta- 
bilizing value when used alone in fuel 
oils to prevent the formation of copper 
mereaptides, it is of maximum value 
when used in combination with an anti 
oxidant and dispersant such as Du Pont 
Fuel Oil Additive No, 2. 
And, since DMD is compatible with 
all known fuel oil additives, many re- 
finers have obtained excellent results 





MID-CONTINENT REGIONAL MANAGER 





DonaLp W. Frison was recently ap- 
pointed manager of the Petroleum 
Mid-Continent 


Chemicals Division's 
region. 
Mr. Frison joined the Du Pont Com- 


from using it in conjunction with their 
own additives. It also helps to improve 
color stability in cases where color de- 
terioration is caused by copper con- 
tamination. 
In Gasolines 

The most common use of DMD is, of 
course, in motor gasolines. Surveys 
show that the great majority of all com- 
mercial gasolines contain significant 
amounts of copper. Therefore, since 
the Metal Deactivator can be used at 
a treating cost of less than % of a cent 
per barrel, many refiners now consider 
it cheap insurance to add DMD in com- 
bination with a regular antioxidant. 

And most of these refiners have 
found that the DMD enabled them to 
achieve their desired stability level 
with smaller amounts of antioxidants— 
thus reducing their total treating costs. 

Other Uses 

DuPont Metal Deactivator is also fre- 
quently used for stabilizing kerosene 
stocks that have been copper sweet- 


Petroleum Chemicals 


pany in 1947 and served as manager 
of the Mid-Continent Regional Labora- 
tory until 1951. He was then trans- 
ferred to the Wilmington office as tech- 
nical assistant to the director of sales. 
He later became assistant manager of 
sales promotion and then assistant 
manager of the Mid-Continent Region. 
Before joining Du Pont, he was en- 
gaged in CFR engine work and refined 
petroleum products analysis. 

During World War II, he was a pe- 
troleum officer in the United States 
Navy Bureau of Ships and was en- 
gaged in tanker loadings at the New 
York Petroleum Pool. 

Mr. Frison received his B.S. degree 
in chemistry from the John B. Stetson 
University in DeLand, Florida. He is a 
member of the Society of Automotive 
Engineers and the American Petroleum 
Institute. 











ened, In such cases, its color stabilizing 
properties are outstanding and it has 
been found to reduce carbon and coke 
formation in pot burners by as much 
as 50%, 

In addition, it promises to be of con- 
siderable value for stabilizing aviation 
gasolines and for overcoming the ten- 
dency to cause nozzle fouling in jet 
fuels. 

For full information on the prop- 
erties, advantages and uses of this 
versatile additive, ask any DuPont 
Petroleum Chemicals Division repre- 
sentative or regional office for a copy of 
our new Metal Deactivator booklet. 


“16 us eat OFF 


Better Things for Better Living 
. +» through Chemistry 


a. 














NEW YORK, N. Y.—1270 Ave. of the Americas Phone COlumbus 5-2342 


E. 1, DU PONT DE NEMOURS & COMPANY (INC.) 
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HE LIVELIEST issue in the relationship 

between major-company suppliers and job- 
bers is boiling up again. It’s the question of com- 
mercial account price-cutting. 

Last November, the National Oil Jobbers Coun- 
cil threatened to take its grievances to the federal 
government. The NOJC leaders were dissuaded 
from that temporarily. During a meeting of the 
API Jobber Advisory Committee, jobbers were 
urged to take up the complaints with individual 
suppliers, 

Major company representatives argued that a 
blanket indictment of all majors wouldn’t relieve 
the situation. 

The practice jobbers object to is this: Some 
suppliers sell product to commercial accounts 
cheaper than to jobbers who serve those accounts. 
As a result, the jobbers lose accounts to suppliers. 

The NOJC mandate to seek relief in Washing- 
ton is still in force if NOJC leaders decide to 
exercise it. Recent indications are that they are 
mulling that possibility over again. 

Several times since the first of the year, NOJC 
leaders have reiterated charges that suppliers are 


HE NATIONAL Oil Jobbers Council has 

tried out a “task force” meeting as proposed 
by John White, the chairman. Although no official 
appraisal has been made, a first impression is that 
the idea is a good one. (See story on p. 69.) 

A small group of NOJC leaders met in Wash- 
ington to discuss things that have happened since 
the general NOJC meeting in Washington last 
November. They found a lot to talk about. 

They talked about the wage-hour law, tax re- 
funds on destroyed product, the imports issue, the 
depletion allowance, controls over pricing of 
natural gas, competition from post exchanges, the 
“Detroit Case,” the $101 billion highway program 
and commercial account price-cutting. 

As Mr. White explained, the purpose is for the 
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editorially speaking =—¥] 


not doing anything to remedy the situation, Otis 
Ellis, NOJC general counsel, waved the Wash- 
ington threat last month. Telling his listeners of 
the mandate to go to the Justice Department, Mr. 
Ellis declared, “We're not going to sit back and 
watch jobbers drop off the vine because some 
stupid suppliers have too much product.” 

A foe of divorcement legislation, Mr. Ellis 
added, “I was never closer to changing my mind 
about divorcement than I am right now.” 

A group of NOJC leaders reported that they are 
discussing possible legislation to correct the prac- 
tice of selling commercial accounts below tank 
wagon prices. 

NOJC leaders have said that they don’t want 
to fall back on relief from Washington. It is ex- 
pected that they will try everything else before 
going that far. 

If the jobbers do take their case to the Justice 
Department, the resultant publicity probably will 
have some adverse effect on public opinion—at a 
time when favorable opinion is needed by the 
industry campaigning for a major change in the 
natural gas legislation. 


‘Task Force’ Plan Promises Benefits 


leaders to meet as “a sort of watchdog committee” 
to implement NOJC policy and to lay the ground- 
work for presenting NOJC membership a better 
understanding of current and future issues. The 
plan is to hold two such meetings between each 
of the semi-annual meetings. 

NOJC needs some more experience before it 
can determine whether the plan is worthwhile. 
Judging from the first meeting, these benefits seem 
likely: 

© Continuity is injected into NOJC business. 

e Through personal group contacts, the leaders 
can better shape their thinking and planning to 
changing conditions. 

© Members will get more enlightened guidance 
from the leaders. 


NOJC Revives Threat to Blow Whistle 


45 





Enjay for fast-paced sales 








IN PETROLEUM (Motor Oil and Gasoline Additives) 


IN CHEMICALS (Plastics) 


Rely on Enjay for top quality in your product, the kind 
that makes for growing demand and fast-paced selling. The 
Enjay Company supplies the petroleum, surface coating 
and chemical industries with a complete line of uniform, 
high quality petroleum chemicals backed by 35 years of 
proved results. You can also depend on Enjay for leader- 
ship in research and for expert technical assistance in 
developing new or improved products through chemistry. 
Next time, call Enjay for your chemical needs. 
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IN SURFACE COATINGS (Paint and Varnish) 


PETROLEUM SURFACE COATING CHEMICAL 


PARANOX 

PARATONE 
PARAFLOW 
PARAPOID 
PARADYNE 
PARATAC 

PETROHOL 


Methyl Ethyl Ketone 


Dewaxing Aid 
Ethyl Ether 
Isopropyl Ether 


Secondary Buty! Alcohol 
Secondary Butyl Acetate 
Isopropy! Acetate 


Acetone 
Methyl Ethyl Ketone 


Reference Fuels 


Naphthenic Acids 
1s0-Octy! Alcohol 

Decyl Alcohol 
Denatured Ethy! Alcohol 


Acetone 
Metny! Ethyl Ketone 


35 successful years 
of leadership 
in serving industry 


Enjay Company, inc. - 15 West Sist St., New York 19, N.Y. 
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PREMIUM GASOLINE SALES in 1950 were 28.1% of total gasoline sales. By 1958 premium will be 


BY HOLGER RIDDER 
NPN Automotive Editor 


The big news for oil marketers in the next few 
years will be premium gasoline. It’s due for an 
increasing larger slice of total! gasoline sales. 

Premium octane rating and auto engine com- 
pression ratios are climbing hand in hand. Pre- 
mium rated at 98 octane now is being marketed 
in some areas. At least one 1956 car will carry a 
10:1 compression ratio engine. 

Premium gasoline will average 100 octane by 
1965. Average compression ratio will be just short 
of 10:1, with some engines as high as 12:1. 

Increasing compression ratio means increasing 
demand for higher octane gasolines to meet their 
needs. In 1950, premium gasoline accounted for 
slightly more than 28% of total sales. This year 
it will be about 35%. By 1958 the figure will be 
37.5% and by 1965 it may go as high as 43%. 


THE SITUATION NOW 


DuPont's latest octane survey reports a 98 fuel 
sampled in the Dallas-Ft. Worth region. Esso 
Standard is marketing a premium on the East 
Coast reported to test 97 octane. 

Humble Oil in Texas reportedly will sell a 98 
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occupying 37.5% of the gasoline market as octanes and compression ratios continue to climb 


What's Ahead in Rising Gasoline Octanes 





this year, and a Mid-west independent is coming 
up with a 98-octane fuel. 

Almost 24% of all gasoline sampled by DuPont 
in January was 95 octane or higher. The year 
before only 11% hit 95 octane. 

On the East Coast almost 57% of all premium 
fuels sampled by DuPont were 95 octane or 
higher. Last year only 17% hit the mark. In the 
Midwest 6.2% were 95 or higher as against 2.5% 
a year ago. The survey showed 28% of the 
samples in the Southwest were 95, down from the 
30.5% in January of 1954. 

Regular-grade gasoline broke through a barrier, 
too. DuPont reports 4.5% of all samples taken 
were 90 octane or higher. There were none the 
year before. 

On the East Coast 30.4% of regular fuels were 
90 or over; in the Mid-west 11.7%; none reported 
in other areas. Highest regular fuel sampled rated 
92.5 in Boston 






IN FIVE YEARS 


Premium gasoline will climb to an average of 
97.5 octane by 1960. Regular will continue up, 
hitting a 91.5 average. The mean engine com- 
pression ratio will be 8.83:1. 





(Continued on p. 48) 
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(Continued from p. 47) 


That's a gain of 3.8 numbers for 
premium fuel in five years—0.7 num- 
bers a year. From 1948 to 1955, 
octanes rose 7.7 numbers or 1.3 num- 
bers a year. 

As octanes rise, each number is 
harder and costlier to produce. The 
rate of increase continues, but more 
slowly. The predicted average octane 
reflects this slowdown. 

With some refiners already at 98, 
someone can be expected to spring a 
100-octane fuel on the market by 
1958 or 1959. The refinery economics 
may not justify such a fuel, but from 
a marketing standpoint the prestige 
and advertising value of a “first” 
might be considered sufficient to war- 
rant the move. 

Though the East Coast traditionally 
has been the high-octane region, the 
first 100 octane fuel could appear any- 
where in the U. S, It may come from 
an independent refiner with equip- 
ment comparable to a major refinery, 
but on a smaller scale. By being first 
with 100-octane, he would gain at 
least a temporary advantage over his 
major competitors. 

The spread between East Coast and 
Midwest octane ratings will be wiped 
out by 1960, 

One refiner says more and more 
high-octane product is moving from 
Gulf Coast to Midwest. As the flow 
increases, Midwest refiners will be 
forced to up octanes to meet compe- 
tition. 

Standard of Indiana’s new Ultra- 
former (trade name for its catalytic 
reforming process) enables that com- 
pany to turn out 98-octane gasoline 
with ease and to go higher if neces- 
sary. Other refiners in the area will 
follow. Leonard Refineries at Alma, 





Virginia Octanes 


The octane rating of pre- 
mium-grade gasoline in Virginia 
goes from a high of 96.5 mini- 
mum to 90 minimum, with Esso 
Extra topping the list. For 
regular-grade fuel, the high 
minimum is 90.5 octanes, with 
Esso regular leading, and the 
low is 85. A new Virginia law 
now requires suppliers to list the 
minimum octane content of all 
gasoline sold for highway use. 
Companies say they deliberately 
kept filings low to provide a 
safe working margin and to 
minimize chances of an “octane 
race.” 











Mich., already has contracted for in- 
stallation of an Ultraformer. 

Not all cars will have a 10:1 en- 
gine in 1960. Compression ratios will 
range from about 8.25:1 to 10.75:1. 
Highest will be Cadillac, Packard, 
Chrysler and Buick. 

Except for Buick, these are not 
large-volume cars. So the average is 
cut to 8.83:1 by the big sellers like 
Ford, Chevrolet and Plymouth. 

Though Cadillac, Buick or Packard 
may bring out a 10:1 engine next 
year, it will take time for the others 
to follow. As with fuel octanes, the 
higher the compression ratio the 
harder it is to achieve the next step up. 


IN TEN YEARS 


Premium gasoline may push past 
the 100-octane mark by 1965, bring- 
ing the average to 100. If this hap- 
pens, a 12:1 engine probably will fol- 
low. This will bring the mean com- 
pression ratio to 9:43. 

The premium prediction represents 
only a 2.5 octane gain in five years— 
0.5 per year—reflecting another slow- 
down as octanes become more diffi- 
cult and costly. Similarly, compres- 
sion ratio gain is only 0.5—0.1 points 
per year average. 

Some refiners may go above the 
100-octane mark. But the consensus is 
that there is no economic incentive 
for a general trend above 100. 

The same reasoning may apply to 
introduction of the first 12:1 engines. 
It may come in something comparable 
to Cadillac’s Eldorado or Packard’s 
Caribbean—a special or sports car 
model. 


ECONOMICS 

What can be and what will be may 
be two different things. There is no 
doubt that someone can market a 
100-oct. premium in three or four 
years. Whether that will happen, and 
whether the average ever will hit 100 
as predicted, depends on many factors. 

Considered alone, premium gaso- 
line probably would have little diffi- 
culty averaging 100 oct. It will cost 
more to produce and may cost the 
customer more. But the car owner 
will get more for his fuel dollar. 

Whatever happens will depend al- 
most entirely on the proportion of pre- 
mium fuel sales to regular-grade. 
Last year, premium-grade accounted 
for 31.7% of all gasoline sales. In 
1955 it probably will rise sharply to 
34.8%. 

Premium fuel is being recommend- 
ed for more and more cars. In 1953 
about 8.9% of all cars produced 
needed premium grade fuels. In 1955 
it is estimated that premium fuel rec- 


ommendations will apply to 47.2% of 
all new cars. The number will be 
even higher in 1956, 

There is no indication General 
Motors will drop its policy of design- 
ing engines to utilize the highest oc- 
tane fuel available, sometimes pushing 
the engine requirement to the limit of 
current fuels. 

Projecting this trend indicates that 
by 1960 premium fuel will take 
38.4% of total gasoline sales and 43% 
by 1965. 

The growing premium demand 
gives refiners two alternatives for han- 
dling regular-grade gasoline: 

e Slow down quality improvement 
in order to keep a lid on prices and 
costs. 

© Keep up with premium at the 
present octane spread and boost prices 
to recover added costs. 

By keeping regular down to 90 or 
91 octane, refiners may be able to keep 
costs and prices about at present levels. 
But the gasoline will satisfy fewer and 
fewer cars as the percentage of en- 
gines requiring higher octane fuels 
grows. 

There is little choice left to the 
independent refiner. If he wants to 
stay competitive he must install equip- 
ment that will turn out product on the 
same quality level as the majors’. 

Some independents have been doing 
this and are sure to stay in the race. 
Leonard Refineries, Aurora (Detroit, 
Mich.) and other independents not 
only have kept pace but, in some cases, 
have forged ahead of the majors. 


BUT... 


The automotive gas turbine could 
change the whole picture. If it comes 
in the next 10 years, present fuel 
projections may be worthless. Pre- 
mium won't be rubbed out of the pic- 
ture, but future plans will have to be 
revised. 

Refiners may lower their octane 
sights. If the gas turbine is introduced 
in 1960, it might mean that plans for 
100-octane premium would be aban- 
doned. Obviously, the 100 average 
predicted for 1965 would not material- 
ize. The octane rise might be cut off 
at 97 or 98, except for those refiners 
who have gone to 100 already for 
prestige. 

Octanes then would remain stable 
during the transition from piston to 
turbine engines. 

Probably 20 or 25 years would pass 
before every vehicle would be tur- 
bine-powered, since 80 million ve- 
hicles are expected to be on the road 
by 1965. It would be just as long 
before octanes disappeared as a meas- 
urement of fuel quality. w 
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REP. BURLESON (D. Tex.) wants 
imports held to 10% of domes- 
tic oil demand. Coal will back 


him 


Should Imports Be Cut Back? 
Will U.S. Keep Gas Control? 


Congress will be thrashing out answers to these 
and other questions affecting oil marketers in 


the coming months. Here's the Capitol Hill picture . . . 





HE 84th Congress shook off the 

inertia of its early weeks and the 
impact of changing from Republican 
to Democratic command, and began 
to shape up as a dynamic one for oil 
marketers. 

Congressional action in 1955 
seemed likely to be heaviest and most 
interesting to oil men on these sub- 
jects: 

¢ Oil imports. Independent pro- 
ducers want the flow restricted but 
the rest of the industry doesn’t. 

e Natural gas regulation by fed- 
eral government. Industry wants this 
fuel subject to regular competitive 
forces, 

e The Administration’s controver- 
sial highway plan. NOJC says jobbers 
and Independent dealers should have 
a chance to do business on these roads. 

e Minimum wage increases and 
extension of Fair Labor Practices Act. 
Inclusion of “interstate commerce” 
angle would subject local jobbers to 
its provisions. 

e Anti-trust legislation. FTC now 
is required to prove “bad faith” and 
may have to switch burden of proof 
to prove “good faith.” 

¢ Competition of military post ex- 
change service stations. Expected to 
remain, as the Administration seeks to 
make military service more attractive. 


THE OUTLOOK 


All bets are off if 1955 brings 
World War III, or even a new Far 
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Eastern “police action” like the 
Korean War. 

Assuming the 
simmers down and things rock along 
status quo elsewhere in the uneasy 
international scene, two things to re- 
member are: 

—The 84th Congress will be acutely 
sensitive to “what’s good for 1956?”, a 
presidential election year. 

—Because there is no election this 
year, it will be in no great hurry to 
get done with its work. So, don’t look 
for much important legislation to clear 
either House or Senate before late 
spring or early summer. 

The National Oil Jobbers Council 
has cut out a large job for itself and 
General Counsel Otis H. Ellis on prob- 
lems touching oil jobbers. 


Far Eastern crisis 


IMPORTS 


Congress had barely seated itself 
when the legislative onslaught against 
residual fuel oil imports began. Eight 















REP. IKARD (D. Tex.) has bill 
to exempt natural gas pro- 
ducers from U. 5S. regulation 















REP. PRIEST (D. Tenn.) presides 
as Commerce committee head 
in first gas battle 
























REP. PATMAN (D. Tex.) leads 
House fight to d Robi 
Patman Act on “good faith” 
detense 




























REP. CELLER (D. N.Y.) has com- 
mittee on anti-monopoly, anti- 
trust probe 
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bills went to the House Ways and 
Means Committee proposing to hold 
residual inflow to 5% of domestic 
demand, Then, in late January, Rep. 
Omar Burleson (D., Tex.) tossed in a 
broader bill that threatened to provoke 
open warfare between Independent 
jobbers and the rest of the industry. 
Burleson’s bill, covering both crude 
and residual, proposed to hold imports 
to 10% of domestic demand. 

The National Coal Assn., which 
really wanted the 5% limitation on 
residual, agreed nevertheless to back 
Burleson’s 10% proposal. 

This was the background: 

The Ways and Means Committee 
was in the midst of hearings on H. R. 
1, by Chairman Jere Cooper (D., 
Tenn.), to carry out President Eisen- 
hower’s liberalized foreign trade pro- 
gram-—a three-year extension of the 
Reciprocal Trade Act and tariff cuts 
up to 15% during the three years. 

The Independent Petroleum Assn. 
of America and lesser independent 
groups, in testimony before the Ways 
and Means Committee, pulled out all 
the stops to back Burleson’s bill as 
an amendment to H. R. 1. 

This set the stage for Ellis to fol- 
low through on a threat he had voiced 
earlier, He marched up to Capitol Hill 
and told the committee that, if the 
nation indeed does have too much oil, 
then the depletion allowance should 
be reduced—on the theory that its 
incentive feature was no longer a 
necessity. Ellis added that he thinks 
there is not, in fact, too much oil. 

Standard Oil Co. (N. J.), Gulf Oil 
Corp. and The Texas Co., all big im- 
porters, had already testified in favor 
of H. R. 1 and against any oil import 
slowdown by legislation. 

On imports, it was NOJC and the 
major importers vs. IPAA and the 
other independents. On _ depletion, 
NOJC vs, the Independents and the 
majors, 


NATURAL GAS 


There was solidarity on another 
explosive issue. This was the develop- 
ing push to upset the Supreme Court's 
decision in the Phillips Case, which 
put Independent natural gas produc- 
tion and gathering under jurisdiction 
of the Federal Power Commission. 

Last month Reps. Frank Ikard and 
Walter Rogers (D. Tex.) introduced 
bills to exempt natural gas producers 
from federal regulation. 

Ellis was unhappy with the indus- 
try for “trying to ride two horses up 
Capitol Hill at the same time”—im- 
ports and gas—but pledged the job- 
bers to a “substantial contribution” in 
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behalf of a gas bill. 

The bulk of “whatever time we have 
left over from defending ourself on 
imports,” Ellis promised, will go into 
the gas battle, to be fought first in the 
House Interstate and Foreign Com- 
merce Committee under Chairman J. 
Percy Priest (D., Tenn.). 

NOJC’s pitch will be that, although 
the oil jobbers’ own financial interests 
will suffer in the long run by having 
“more of a competitive fuel made 
available to more people at lower 
prices,” natural gas prices should be 
subject to the same competitive forces 
as other products. And oil jobbers are 
aware that natural gas prices, freed 
from controls, might rise to the point 
of pricing gas out of competition with 
burning oil that is the backbone of 
many a jobber’s business. 


HIGHWAYS 


Oil jobbers and retailers greeted 
the Eisenhower Administration’s 10- 
year, $101-billion national highway 
program without enthusiasm. Their 
objections were based, principally, on 
recommendations by the Clay Com- 
mittee—which drew up the plan for 
the President—to credit states for toll 
roads built, building or planned if they 
would fit into the interstate system 
(most would) and to put heavy empha- 
sis on limited access free interstate 
roads. 

NOJC Chairman John H. White 
gave Ellis authority to take “whatever 
action you deem necessary in connec- 
tion with making known the position 
of jobbers”—that jobbers and Inde- 
pendent dealers should have an op- 
portunity to do business on public 
roads on a freely competitive basis. 

Strong Congressional opposition de- 
veloped to the Eisenhower-Clay plan, 
but it centered largely on the proposal 
to finance the U. S. share by bonds 
issued outside the public debt. 

Strong Congressional sentiment is 
apparent for the limited access high- 
way and, no matter what wrangles de- 
velop over financing, the jobbers face 
an uphill battle to “swell” their posi- 
tion and hold onto freely competitive 
roadside marketing rights. 


MINIMUM WAGES 


A new national minimum wage of 
at least 90¢, perhaps more, is in pros- 
pect. Broader coverage of the Fair 
Labor Practices Act is likely. NOJC 
is set to fight both, but from a political 
position likely to be unpopular with 
most Congressmen. 

Jobbers are apprehensive over La- 
bor Secretary James P. Mitchell's 
“shotgun approach” to broadening the 


act. Mitchell would have it cover 
everyone whose operations and activi- 
ties “affect” interstate commerce. Not 
many would be excluded, apparently, 
under this definition and almost cer- 
tainly no one connected with petro- 
leum jobbing, or even retailing. 


ANTI-TRUST 


Repercussions are heavy from the 
famous “Detroit Case.” There’s a lot 
of bipartisan steam behind a drive to 
amend the Robinson-Patman Act and 
undo the Supreme Court’s decision 
that good faith is a complete defense 
against price discrimination. Sen. 
Estes Kefauver (D., Tenn.), for him- 
self and 29 other Senators from both 
parties, introduced a bill holding that 
“unless the effect of discrimination 
may be substantially to lessen com- 
petition or tend to create a monopoly” 
good faith is all right as a defense. 

Rep. Wright Patman (D., Tex.) 
spearheads a drive for identical House 
legislation. 

At first glance the language seems 
mild, but the jobber viewpoint is that 
it would turn around the burden of 
proof. 

This would be a reverse twist on the 
present situation, in which the Fed- 
eral Trade Commission complains 
that, under the Supreme Court ruling, 
it is required to prove bad faith. Even 
if the defense could prove good faith, 
lawyers explain, it wouldn’t be an air- 
tight defense under the Kefauver- 
Patman bills. 

Jobbers fear that if the Kefauver- 
Patman-FTC view prevails, it will 
sound the death knell for them. Sup- 
pliers would be forced, in effect, to 
police their entire distribution. The 
supposition is that many suppliers, if 
not most, would turn to direct dis- 
tribution, forcing out the Independent 
jobber. 

Patman, as chairman of the House 
Small Business Committee, also set 
out to investigate relationships be- 
tween major oil companies and gaso- 
line retailers. 

Chairman Emantel Celler (D., 
N. Y.) of the House Judiciary Com- 
mittee plunged into a general anti- 
trust, anti-monopoly investigation that 
may run into 1956. This could delay 
action on good faith legislation. 

But Attorney General Herbert 
Brownell, Jr., is likely to get two im- 
portant pieces of anti-trust legislation 
he wants: An increase in penalty from 
the present $5,000 fine to $50,000, 
and a declaration that the U. S. Gov- 
ernment has standing as a_ person 
under the Clayton Act and is entitled 
to recover actual damages. 
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Liquid Fertilizers: 


special report = 


THE OUTLOOK FOR 1955 


@ Fertilizer suppliers offer more complete programs. 


@ More oil distributors join the ranks. 


m@ Competition expected to be keener. 


@ New equipment coming from manufacturers. 


EATING OIL distributors are 
getting into the liquid fertilizer 
business this year on a grand scale in 
an attempt to keep idle truck equip- 
ment and manpower working during 
the non-heat months and cut down 
summer overhead and turn in a profit. 
Some will start operations this 
month or next, whenever the grass- 
growing season begins in their area. 
The picture, based on a country- 
wide study by NATIONAL PETROLEUM 
News is this: 

@ Estimates put 2,000-3,000 dis- 
tributors as handling liquid fertilizers 
this year. One supplier sees as many 
as 5,000 in the field. 

@ Customer potential is large, up 
to 20% of the 25 million homeowners. 

@ More than a dozen fertilizer 
suppliers are lining up oil distributors. 

@ Not all areas are taking to liquid 
fertilizers as a summer sideline. There 
seems to be little interest in the idea 
in Florida, Texas, California and other 
year-round warm-weather areas where 
the heating oil distributor is a rare 
bird and where homeowners use other 
fuels. In contrast, more than 90 oil 
jobbers in Michigan have signed up 
with one supplier. 


BETTER “PACKAGES” 
Fertilizer suppliers generally are 
promoting their product in a com- 
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plete merchandising and advertising 
package for the oil distributors. They 
maintain that the 80% of the oil dis- 
tributors who didn’t make any money 
in spraying lawns last year didn’t use 
the correct approach in “selling” the 
homeowner. 

One supplier figures that distribu- 
tors handling his product will gross 
$7,000 a truck this year and go as 
high as $12,000-$14,000 next year, 
with a net of 30%. 

Some suppliers say liquid fertilizers 
need as much hard plugging from oil 
distributors to develop as was spent 
in building up oil sales. As a group, 
distributors say “Amen” to that. 


TREAD LIGHTLY 


Many distributors with liquid fer- 
tilizer experience behind them warn 
newcomers that they are risking their 
bread and butter business—heating 
oil sales—if something should happen 
to make a fertilizer customer unhappy. 

Some distributors took out addi- 
tional liability and property damage 
insurance last year for emergencies 
and are continuing the extra insurance 
this year. 

Other distributors think liquid fer- 
tilizer applications should be simpli- 
fied, that there is too much science 
still involved for the average heating 
oil distributor. 


NEWS 


And some distributors think it best 
to continue experiments with liquid 
fertilizers for another year. 


TRENDS 


Meter Sales-—Because oil distribu- 
tors generally deal in gallons—not 
square footage—some fertilizer sup- 
pliers see the day coming when all 
liquid fertilizers will be delivered by 
the gallon. They say delivery through 
a meter, perhaps one small enough to 
be attached to the spray nozzle, will: 

Show the customer by printed 
ticket that the job was done. 

Enable distributors to keep a 
close check on driver operations, 

More equipment manufacturers will 
offer meters that will handle liquid 
fertilizers. One company, Rockwell 
Manufacturing Co., Pittsburgh, has 
developed meters that will not corrode 
when used with liquid fertilizers. An- 
other company is conducting lab tests 
on a new model. 

Consumer Education— Sales 
ance of the homeowner must be over- 
come by pointing out the advantages 
of liquid, or foliar, feeding over dry 
feeding with these points being 
stressed: 

@ Liquid feeding is better for the 
lawn, with less chance of “burning” 
than with dry fertilizers. 

® Liquid fertilizer permits plants 


resist- 
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to absorb nutrients quicker, working 
through the leaves as well as roots. 
@ Liquid fertilizers, as applied by 
the oil distributors, involve no work 
for the homeowner and can be cheaper 
if the homeowner includes his own 
labor, fertilizer and equipment costs. 


Expansion—Some oil distributors 
are becoming jobbers for fertilizer 
suppliers, affording distributors addi- 
tional income. Some distributors are 
planning to sell ready-mixed liquid 
fertilizers to others, 


OUTSIDE FACTORS 
Fertilizer suppliers and oil distribu- 


tors agree On this point: There are out- 
side factors that can influence grass 


even after it has been sprayed. Among 
these are: 

—S§oil conditions: Is the soil in the 
right condition, not too much clay or 
sand, not too sour? One Midwest oil 
distributor is changing fertilizers this 
year because the product used last 
year did not contain enough nitrogen 
for the soil in his area. A fertilizer 
supplier who plans to concentrate in 
the Minnesota, Wisconsin, Iowa and 
Dakotas says his product is particu- 
larly suited for the soil in those areas. 

—Weather conditions: Is it too hot 
or too cold, too dry or too wet to 
spray lawns? Some fertilizer suppliers, 
in suggesting five or six applications a 
year, omit July and August from the 
spraying months. Another point to 


keep in mind: If a water shortage 
should develop in your area, city water 
to fill your tank wagon and mix your 
fertilizer may be denied by the water 
conservation program, and your cus- 
tomers may not be able to water their 
lawns after liquid fertilizer has been 
applied, even if your operation has 
access to wells and river water. 

—Grass seed: Is the proper type for 
the general region and for the particu- 
lar job on hand being used by the 
customer? 

One fertilizer supplier says: “Results 
of spraying lawns are not always im- 
mediately apparent because of these 
variables. There are technical prob- 
lems involved that are on a horticul- 
tural level.” 


Oil distributors planning liquid fertilizer operations 
for the first time this year raised a number of questions. 
Here are the answers to some of them. 


SUPPLY | 
What about fertilizer 


suppliers? 


Many more suppliers — both 
large and small companies—are 
in the field this year and are 
offering three types of product: 

Water-soluble powders. 
Liquid concentrates. 
-Crystals, 








The smaller companies are offering 
liquid concentrates and crystals and 
the larger companies, including some 
of the giants of the chemical industry, 
are selling water-soluble powders. 
Large or small, they offer merchandis- 
ing and advertising programs, some 
more complete than others, for the 
benefit of oil distributors. 


Typical Program—Fertilene Corp. 
of America has retained a turf expert 
as technical consultant who has com- 
piled a handbook of information on 
such topics as: 

@ Advantages of liquid over dry 
fertilizers. 

@ Complete “what-to” and “how- 
to” information on the choice of truck, 
conversion, spraying techniques, equip- 
ment to use, mixing, etc. 

@ What grasses grow best in cer- 
tain regions of the country and how 
to fertilize and water them. 
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@ Effect of fertilizer solution on 
truck equipment. 

@ Advertising on truck. 

Fertilene is one of the companies 
offering oil distributors free hose and 
spray nozzle. It will also supply truck 
advertising, advertising mats for the 
distributor’s use, invoice _ stuffers, 
direct-mail pieces, lawn service con- 
tracts, publicity releases and radio and 
television scripts for advertising pur- 
poses. 

The company also co-operates with 
oil distributors in advertising, paying 
up to half the costs provided they do 
not exceed 10% of the value of the 
product purchased by the oil distribu- 
tor. (Other companies have similar 
agreements, some paying 5% of the 
value of the product bought, others 
allowing $10 advertising costs per ton 
of product.) 

Advertising Fertilene opens its 
own advertising campaign for the 
homeowners with a full-page ad in the 
April 18 issue of Life to list its deal- 
ers. It is planning to run ads in the 
Saturday Evening Post, Look, Better 
Homes and Gardens, Good House- 
keeping, House and Garden, and 
House Beautiful. It is also going in 
for TV advertising. 


Soil Tests—-Another supplier, Liqui- 
lawn, Inc., is offering dealers what it 
calls a “ready-made” market for its 
product by doing free soil tests for 
homeowners. Results of the tests are 
returned to the homeowner, his name 


goes on the local distributor’s list, and 
the latter then calls to sell him the 
idea of lawn service, including spread- 
ing lime, if it’s needed. 

Guarantees—B. Needham, exclusive 
sales agent for Union Carbide and 
Chemical Co.’s ferrous ammonium 
sulfate product, guarantees that this 
unbranded powder fertilizer — avail- 
able to distributors under their own 
brand name—will result in better, 
greener lawns. When used in con- 
junction with Union Carbide’s non- 
toxic weed killer, the lawn will be free 
from weeds, he adds. 

The guarantee, he says, is based on 
experiments at the Boyce Thompson 
Institute, Yonkers, N. Y., a non-profit 
horticultural experimental station, to 
which Union Carbide has given $2- 
million grant for a study of all fer- 
tilizers and their effects on grass. 

The total annual supply of the fer- 
tilizer is limited because it’s a_ by- 
product of ingredients made by Union 
Carbide that go into the manufacture 
of stainless steel. As a result, Need- 
ham is signing up oil distributors in 
certain key areas for one year, but it 
is not requiring any minimum pur- 
chase, 

Ready-Mixed Solution — Nitro- 
Green, headed by B. W. Smith, presi- 
dent of Range Oil Supply Co., Min- 
neapotis jobber, plans to sell its liquid 
fertilizer ready-to-use in transport lots 
of 4,000 gal. from its new mixing 
plant in Minneapolis that is to start 
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Supplier or Sales Agent Trade Name 


American Liquid Fertilizer 
Co., Marietta, Ohio 


Carbola Chemical Co., 
Natural Bridge, N. Y. 


Liqua-Vita 


Carbola 
20 Plant Food 


Plant Food 
Fertilene Corp. of America, 


New York City Fertilene 


Charles Lilly, Seattle, Wash. Marina 

Liquilawn, Inc., New York 
City’ 

Monsanto Chemical Co., 
St. Louis, Mo 

Na-Churs Plant Food Co., 
Marion, Ohio 

B. Needham & Co., New 
York City. 


Liquilawn 
Folium 


Na-Churs 


use his own 
trade name 


Nitro-Green, Minneapolis, 
Minn. Nitro-Green 

Nutritional Concentrates, 
Inc., New Lexington, 
Ohio.* 

Palmer & Co., Seattle, 
Wash. 

Ra-Pid-Gro Corp., Dans- 
ville, N. Y. 


Fertileze 
Flying Fish 
Ra-Pid-Gro 


Smith Equipment & Supply 


Co., Chicago. Fertil-Ade 


Veritas Co., Medway, Mass Virilium 


* Has issued franchise to Super Lawn, 
of potash. 


*Varies depending on soil conditions 





SUPPLIERS—AND WHAT THEY OFFER* 


Triple 


DuPont, Wilmington, Del. DuPont Soluble 


Distributor can 


Swift & Co., Chicago, Ill. Instant Vigoro 


‘Refers to percentages of nitrogen, phosphate and potash found in basic material 
*On acre basis, product supplies 60 Ib. of nitrogen, 40 Ib. of phosphate, and 20 Ib 
* Will supply other fertilizer mixes under jobber’s own name 


* This list does not necessarily include all suppliers 


Chemical 
Compo- 
sition! 


Fertilizer-Water 
Ratio Mix 


Type of 
Product 


Liquid 15-10-15 


Crystal 20-20-20 1 Ib. to 50 gal 


Powder 19-22-16 1 Ib. to 20 gal 


Liquid 15-10-5 gal. to 100 gal 
or 
gal. to 1000 gal 
Liquid -6-5 gal. to 10 gal 


Liquid -8-4 gal. to 100 gal 


Powder 20-20 1 Ib. to 12 gal 


Liquid 20-10 
Contains 5 Ib. to 20 gal 
13 basic 
food ele 
ments for 
grass 


Powder 


Ready-mixed 
by supplier 


Powder 


Powder 20-10-20 1 lb. to 8 gal 


Liquid 15-3-3 1 gal. to 35 gal 
23-21-17 1 Ib. to 22-42 gal 


depending on use 


Powder 


10-8-6 2.5 gal. to 250 gal 
19-28-14 1.5 lbs. to 25 gal 
12-8-4 1 gal. to 100 gal 


Liquid 
Powder 
Liquid 








operations this month. The liquid can 
be applied directly from the transports 
or pumped into storage tanks at a 
distributor’s bulk plant for later use. 

Nitro-Green is also leasing hose and 
spray equipment to distributors for 
$100 annually. 

Insecticides and Weed Killers—The 
Fertil-Ade program for oil distributors 
has been expanded to include sprays 
to kill plant insects, soil insects, broad- 
leaf weeds and crab grass. Realizing 
that the toxic quality of its broad-leaf 
weed killer can cause damage to other 
areas, the Smith Equipment & Supply 
Co. of Chicago, manufacturers of 
Fertil-Ade, has developed a covered 
spraying apparatus to keep weed killer 
from being carried by the wind. 


Competition—Swift & Co., also of 
Chicago, admits that it may be com- 
peting against itself with its two fer- 
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tilizer products, Instant Vigoro and 
Golden Vigoro. Instant Vigoro, a dry 
fertilizer, is being pushed by its sales 
department among oil distributors. 
Golden Vigoro will be sold in grocery, 
feed and hardware stores for direct 
application to lawns by the home- 
owner. One application of Golden 
Vigoro is said to last all season. 


EQUIPMENT 








What equipment 
is needed? 


The regular oil tank truck will 
do, ranging from 800 to 1,600 
and even 2,000 gal., depending 
on the size of your operation. 
Some distributors use old equip- 
ment that they won't have to re- 
convert to oil use next winter. 
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Preparing Trucks—Use a detergent 
to clean out the oil residue in the 
tank. Then have the tank steam 
cleaned and flushed. Heating oil hose 
—too heavy for easy lawn spraying 

should be replaced with a %%4-in. 
heavy-duty rubber hose. The usual 
length is 200 ft. Some plan to use 
plastic hose. Make whatever valve and 
pipe changes necessary if you decide 
to by-pass your meter. Some distribu- 
tors use the pump on the truck but a 
few have mounted auxiliary gas-driven 
engines On the catwalk. Pumping 
pressures will vary from 30 to 90 Ib., 
with fertilizer suppliers making their 
own recommendations, 


Cost—Heavy-duty hose, costing less 
than $1 per ft., will be the main item 
of expense if no “extras” are included 
and if your fertilizer supplier does 
not offer free hose and free nozzle as 
introductory offers. 

Extra equipment may include an 
auxiliary pump, about $85; a meter 
that will handle liquid fertilizers, up- 
wards of $250; repainting the truck, 
$200 plus; and signs for the truck, 
varies with the size. 

Some oil distributors say city water 
lines are too small to fill the tank with 
any speed. They have installed 2-in. 
lines and gate valves to fill tanks 
faster. William Field, president of 
Copeland Oil Co., Plattsburg, N. Y., 
says a larger line and gate valves cost 
him an additional $150. He also had a 
larger city water meter installed, but 





Big or Small Companies 


Many of the smaller fertilizer 
suppliers seem to be offering a 
more complete “package” to the 
oil distributor, 

The small fellows say: We 
can do this because we are not 
top-heavy in an organizational 
way. We can get our officers 
together on short notice, toss the 
question around, come up with 
the answer, and put it into op 
eration Often in less than a day 

They don’t have to refer it to 
a group of committees, wait for 
reports from each committee, 
and then get to work 

Say the big boys: We may be 
top-heavy organization-wise, but 
when we put a product on the 
market we have to be certain 
that it is good. If there is any 
trouble—and this is no reflection 
on other companies—all our 
products will get a black eye and 
so will the company. 
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PLUGGING lawn service can be done in a simple manner by screwing new sign to 
truck over the fuel oil service advertisement instead of repainting truck 


adds that if the distributor has to buy 
his own meter, it may cost him $200. 

Water rates may also be higher. 
Field says it costs him $1 for the first 
3,000 cu. ft. and 75 cents for each 
additional 1,000 cu, ft. because of a 
local water conservation program. 

Training—Oil distributors see no 
problem in training drivers to spray 
the right amount of liquid fertilizer on 
a lawn. All that is involved is to get 
the driver to pace himself correctly 
so that a uniform amount is spread 
over the grass. Practicing two or three 
times in the company yard with water 
will get the drivers in the swing of the 
pace, 


How will truck equipment 
stand up? 

Fertilizer suppliers say their 
product is neutral as far as acid- 
ity or alkalinity is concerned. 
Water, they add, will rust metal 
and so they advise daily or peri- 
odic flushing of equipment. 


Many oil distributors report no 
problems with truck equipment last 
year but a few of them say they had 
trouble with: 

~Tanks: Rust spots developed, 
with one distributor contending that 
rusting was “a problem.” Another 
found his oil strainer clogged with a 
fine metallic substance after he put 
his truck back into oil service, 

—~Pumps: Usually broke down 
while pumping liquid fertilizers. Fer- 
tilizer suppliers says that pumps de- 
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pend on oil for lubrication and don’t 
get it when pumping water. Back 
pressure is also a problem here be- 
cause many pumps are geared to han- 
dle oil through a larger hose. 

Meters: A few distributors who 
used the regular oil meter on their 
trucks say the meter “froze” when 
used with liquid fertilizers. Meters, 
like pumps, depend on heating oil for 
lubrication. 


Equipment manufacturers real- 
ize that liquid fertilizers are 
causing problems, and they are 
attempting to solve them. They 
also advise oil distributors that 
their equipment, when made to 
handle heating oils, should not be 
used for other work. Here’s what 
a few of them say: 


John A. Scott, sales engineer, 
Standard Steel Works, N. Kansas City, 
Mo.: “To the best of our knowledge, 
the use of standard steel tanks either 
for transportation or storage of ferti- 
lizer has been unsatisfactory. We are 
confident that specialized tanks will be 
necessary, and that the business of 
switching a truck tank from liquid 
fertilizer service to oil service will be 
discontinued.” 

R. C, Wyth, general manager, Vik- 
ing Pump Co., Cedar Falls, lowa: “We 
are now making a field survey in an 
effort to learn of any problems that 
have not been called to our attention.” 
A report from Viking’s engineering 
department says, in part: “Some of the 
other liquid fertilizers, such as aqua 


ammonia and some of the nitrogen 
solutions, in addition to being corro- 
sive to bronze, are corrosive to iron 
and steel in varying degrees of sever- 
ity. . . . The best material recom- 
mendation for equipment to handle 
these liquid fertilizers . . . is a copper- 
free aluminum or stainless steel.” 


John Krapp, of Ever-Tite Coupling 
Co., Inc., New York City: “We sell 
various style couplings for liquid fer- 
tilizers depending upon the chemical 
properties of each particular fertilizer. 
For handling certain fertilizers, it is 
necessary to manufacture the metal 
products through which they pass of 
aluminum; on others it is necessary to 
use stainless steel. Products that are 
usually supplied for handling petro- 
leum products are, in a large per- 
centage of cases, unsatisfactory for 
handling any kind of liquid fertilizers. 


A. F. Woods, sales manager, Mar- 
low Pumps, Ridgewood, N. J.: Pow- 





What About The Majors? 


Right now they say they are 
not interested in having their 
salaried tank wagon drivers who 
deliver heating oil spray lawns. 
They add: “We are interested in 
pushing gasoline sales.” 

But will it remain that way? 
Indications are that it won’t be- 
cause: 

@ Equipment manufacturers 
say oil companies have asked 
them how tanks, meters, pumps, 
etc., will stand up under liquid 
fertilizers. 

®@ Fertilizer suppliers say field 
representatives of some of the 
majors are keeping close watch 
on their jobbers who'll be out 
spraying lawns this year. 

Majors say they’ve gotten 
queries from jobbers and _ re- 
sellers on liquid fertilizers and 
have given them what informa- 
tion they have. Some companies, 
such as Socony-Vacuum Oil Co. 
and Coastal Oil, an Independent 
heating oil marketer in New 
Jersey, have carried articles on 
liquid fertilizers in their jobber 
publications. 

Sun Oil Co. has a complete 
information package on liquid 
fertilizers to send to all its oil 
jobbers, tell them something 
about the work involved, what 
to do, reprints from NPN ar- 
ticles on the subject, information 
on suppliers, and some of the 
latter’s promotion material. 
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der can play hob with rotary pumps 
whereas centrifugal pumps can handle 
anything up to and including solids.” 


Wentworth Smith, vice president, 
Neptune Meter Co., New York City: 
“We have had reports that liquid fer- 
tilizers are mighty corrosive.” 

Walter Sieger, sales manager of the 
same company: “We are doing re- 
search on what it takes to handle liquid 
fertilizers.” 





PROMOTION| 








Is it hard to get customers? 


Some distributors say they had 
no particular problem, that re- 
sponse to advertising, especially 
in Sunday papers, was excellent. 
Others had poor response to 
newspaper and direct-mail ad- 
vertising and say it takes personal 
contact or personalized business 
letters. Most of them started by 
contacting their oil accounts. 
Here’s what they did: 


Copeland Oil Co., Plattsburg, N. Y.: 
“Customer acceptance in our area was 
good. On advertising, we found that 
personalized business letters to our 
own fuel oil accounts and to those in 
certain professions—doctors and law- 
yers who want nice lawns—brought 
results. A continuing ad in the news- 
papers also helped some.” 

Lewis Oil Co., Pt. Washington, 
N. Y.: “We lined up nearly 100 cus- 
tomers by sending out business letters 
and pictures to our oil accounts and 
by carrying a story on liquid fertilizers 
in our house organ, The Lewis 


, 


Weather Vane.” 


John Devlin, manager, Martin Fuel 
Co., Philadelphia: “Although we 
mailed folders, we didn’t get too much 
response because the idea of spraying 
lawns was too new. We had to go 
around and talk to people we found 
working On their lawns on nights and 
on weekends. In that way, we got 
more than 100 customers to whom we 
gave three treatments. As far as we 
can tell, they were satisfied.” 

Macdonald Lawn Service, Portland, 
Ore.: This subsidiary of Macdonald 
Oil Co. handled about 200 jobs but 
didn’t make any money because ex- 
penses for preparing and distributing 
advertising material were too high. 

Willis Winters, Allied Oil Co., 
Cleveland: “We relied on direct-mail 
advertising with either a return card 
or a request to telephone for further 


information. Results showed it was 
more profitable to sell via telephone 
once a response had been received to 
the direct-mail ad. It saved the costs 
of a door-to-door campaign. We found 
it was a lot easier to sell a man—who 
usually buys the fertilizer—than a 
woman.” 


William Schierholz, Jr., The Fuel 
Oil Co. of St. Louis: “Direct mail 
brought the best results. But a selling 
job is required after prospects are 
found from the direct-mail campaign. 
This means personal solicitation by 
company salesmen of each inquiry 
and personal follow-up when the first 
application is made.” 

Because hot and dry weather last 
summer and fall in St. Louis plus a 
water shortage caused lawns to “burn” 
and made liquid fertilizer operations 
impossible, Schierholz says the com- 
pany “had to cancel a flock of orders 
for fertilizing well into September and 
October.” 

Miles Schermerhorn, The Schermer- 
horn Co., LaSalle, Ill: “We fertilized 
about 30 lawns on an experimental 
basis last year and the people were 
sold. I think, on the basis of our ex- 
perience, that there’s a real market in 
fertilizer for the fuel oil jobber. Peo- 
ple are spending more money on their 
lawns every year and taking greater 
pride in their appearance. The best 
salesman is the man whose lawn has 
been sprayed, is happy with the re- 
sults, and then talks about it to his 
friends and neighbors.” 

Other Prospects—Although most of 
the business will be spraying home 
lawns, sOme distributors have taken 
on commercial accounts. Here are a 
few examples: 

Diesel Oil Sales Co., Seattle: 
Sprayed the hay field on the “hobby” 
farm of one of its accounts. 


Olympia Oil & Wood Products Co., 
Olympia, Wash.: Did business with 
state institutions. 


C. Tab Murphy, Elma, Wash.: 
Sprayed the local football field. 


What are distributors 
planning this year? 

Most of those in business last 
year plan to continue this year, 
some adding trucks to their liquid 
fertilizer service. A few are 
thinking of giving it up while 
others think liquid fertilizers 
need more study, experiment and 
promotion. Here are some of the 
plans: 


Hudson Fuel Co., Yonkers: Plans 
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to convert two more trucks, giving it 
a liquid fertilizer fleet of three. 


Martin Fuel Co., Philadelphia: 
Hopes to convert one more truck, 
giving it a total of two. Has already 
begun soliciting its last year’s custom- 
ers and heating oil accounts. Is send- 
ing personalized business letters to 
others, using the local telephone di- 
rectory for names. 


Lewis Oil Co., Pt. Washington, 
N. Y.: Is considering placing car cards 
in Long Island Rail Road trains to 
advertise its service. Is also plugging 
its fertilizer service in calendars sent 
to its oil accounts with “teaser” re- 
minders to get the lawn fertilized. 


Macdonald Lawn Service, Portland, 
Ore.: Expects to get big promotion 
campaign going by mid-April. Listing 
in telephone directory under Fertiliz- 
ers has already brought in several 
calls. Also plans window displays in 
his business-district office to develop 
drop-in business. 


Allied Oil Co., Cleveland: To con- 
vert four more trucks to spray opera- 
tions to give it a fleet of five trucks, 
out of a total of 13 used for home oil 
delivery. 

To reach garden fans in the Greater 
Cleveland area, Allied plans to take 
part in the local Home and Flower 
Show this spring. It will follow this 
with a direct-mail campaign to its 
1954 customers and oil accounts, in- 
dustries and institutions, with special 
emphasis put on getting apartment 
house jobs. 

Allied plans to hire a full-time fer- 
tilizer sales promotion man, who will 
be responsible for following up po- 
tential big contracts, both private and 
commercial. It will use newspaper ad- 
vertising and probably some radio and 
rV spot announcements. In the dis- 
cussion stage are neighborhood and 
civic lawn contests to be sponsored 
by local organizations. 


The Fuel Oil Co., St. Louis: Al- 
though the program last year returned 
no profit, Schierholz is going to con- 
tinue this year, adding sprays that will 
kill insects, weeds and crab grass to 
his lawn-spraying business. “Liquid 
fertilizers,” he says, “are basically a 
good idea but’s it’s a mistake for any- 
one to think it will develop into a 
comparable business with his heating 
oil distribution. It’s a fair supplement 
to the fuel oil business but it’s not a 
big money maker.” 


Gaseteria, Inc., Indianapolis: Is add- 
ing a crab grass killer to its program 
this year, getting it from a source 
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other than its fertilizer supplier, who 
also handles a crab-grass killer. 


The Schermerhorn Co., LaSalle, Il.: 
Will send out direct-mail pieces this 
month with heating oil statements and 
then follow up with personal calls. 
Although liquid fertilizers did not 
turn in a profit last year, the company 
expects to show a good profit this year, 
but the program’s main purpose is to 
keep drivers working during the sum- 
mer season. 


Still Experimenting—Russell Burns, 
general manager of Home Fuel Oil 
Co. of Ridgewood, N. J.: “We will 
continue experiments this year. We 


SINGLE-HEAD sprayer has a tachometer 
to help operator gage his speed 


plan to make our own fertilizer that 
will be able to make grass grow and 
at the same time take care of crab 
grass, dandelions and weeds.” 

Burns said Home Fuel tried out 
three types of water-soluble powder 
fertilizers last year, spraying lawns 
of company officers, employes and 
friends, Results indicated that further 
experiment was needed. “We found 
something definitely lacking. Grass re- 
sponds quickly at first, then seems to 
go backwards,” Burns says. 


Undecided—-A West Coast distribu- 
tor will decide this month whether to 
continue or not, He reports unfavor- 
able customer acceptance of the lawn- 
spraying last year, “They're used to 
buying it dry and spreading it around, 
and it takes time to educate them to 
the values of liquid fertilizers,” he 
says. 


What about service 
contracts? 

Some fertilizer suppliers say 
service contracts give a distribu- 
tor an idea of what his potential 
is, They also say that a one-shot 
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application won't do a lawn any 
good, and oil distributors agree 
on that point. Lawns should have 
three to six or more applications 
a year. Some distributors prefer 
oral agreements with their cus- 
tomers, Here are some of the 
reactions: 


Hudson Fuel Oil Co., Yonkers: 
“Cost-conscious homeowners are 
more inclined to buy separate spray 
jobs at $7-$8 a shot than sign up for 
five or seven sprays that could cost 
upwards of $35 in a lump sum.” 


Allied Oil Co., Cleveland: Recom- 


mends that customers have three lawn 
sprays a year—spring, mid-summer 
and fall. If they sign up for that num- 
ber, they get a 10% discount, bringing 
the cost of the three sprays to $30. 
Also plans to push four and five sprays 
per season five or six weeks apart if 
customer is financially able to pay. 

Copeland Oil Co., Plattsburg, N. Y.: 
Plans to handle accounts on a contract 
basis this year. 

Martin Fuel Co., Philadelphia: To 
continue oral agreements this year, 
hoping to sell a maximum of six sprays 

(Continued on p. 58) 





WHERE TO GET ADDITIONAL INFORMATION 


Additional information on fertilizers 
may be obtained from various state 
offices and bureaus. Here’s a list com- 
piled by the National Fertilizer Assn., 
Washington, D. C. 


ENGLAND 


Me. Chief, Div. of Inspection, 
Dept. of Agriculture, Augusta. 
Control Supervisor, Concord. 
Chemist, Experiment Station, 
Burlington, 

Chief, Fertilizer Lab., Am- 
herst 

Director, Dept. of Agriculture 
and Conservation, Providence. 
Chemist in Charge, Experi 
ment Station, New Haven. 


MIDDLE ATLANTIC 
N. ¥. Director of Food Control, 

Albany 

N. J. State Chemist, New Bruns- 
wick, 

Pa. Secretary, Bureau of Foods 
and Chemicals, Dept. of Ag- 
riculture, Harrisburg. 


State Chemist, Dover. 

State Chemist, College Park. 
Commissioner of Agriculture, 
Charleston. 


SOUTHERN 


Va. Commissioner of Agriculture, 
Richmond. 
Commissioner of Agriculture, 
Raleigh 
Head, Dept. of Fertilizer In 
spection and Analysis, Clem 
son, 
Commissioner of Agriculture, 
Atlanta 
Commissioner of Agriculture, 
lallahassee. 
Commissioner of Agriculture, 
Montgomery. 
Commissioner of Agriculture, 
Jackson. 
Supt., Div. of Feeds, Seeds & 
Fertilizers, Nashville. 
Supervisor, Fertilizer Inspec 
tion, College of Agriculture, 
Columbia, 
Chief Chemist, State Plant 
Board, Little Rock. 


La. Commissioner of Agriculture, 
Baton Rouge. 
State Chemist, Agricultural 
Experiment Station, College 
Station. 
Head, Seed, Feed & Fertilizer 
Div., Oklahoma City. 


MIDWEST 


Ohio Chief, Division of Plant In- 
dustry, Columbus. 
State Chemist, Lafayette. 
Supt., Div. of Food and Dair 
ies, Chicago. 
Head, Feed & Fertilizer Dept., 
Lexington. 
Chief Chemist, State Dept. of 
Agriculture, Lansing. 
State Chemist, State Dept. of 
Agriculture, Madison. 
State Chemist, Dept. of Agri- 
culture, Dairy & Food, St. 
Paul. 
Sec., Dept. of Agriculture, 
Des Moines. 
Sec., State Bd. of Agriculture, 
Topeka. 
Director, Dept. of Agriculture 
& Inspection, Lincoln. 
Sec. of Agriculture, Pierre. 
State Food Commissioner and 
Chemist, Bismark. 


Commissioner of Agriculture, 
Helena. 

Commissioner of Agriculture, 
Cheyenne. 

Commissioner of Agriculture, 
Boise. 

Commissioner of Agriculture, 
Denver. 

State Chemist, Dept. of Agri- 
culture, Salt Lake City. 
State Dept. of Agriculture, 
Reno. 

State Chemist, Tucson. 
Deputy in Charge, Feed and 
Fertilizer Control Office, State 
College. 

Chief, Bureau of Chemistry, 
Dept. of Agriculture, Sacra- 
mento, 

Director, Dept. of Agricul- 
ture, Salem. 
Director of 
Olympia. 


Agriculture, 
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Independent jobbers like the way Ashland Topflite HD Motor Oil increases 

engine life and cuts maintenance costs. Road-tested Topflite Super HD 

Motor Oil with its detergent action delivers top performance in any 

weather with any load. Ready to work anywhere: in passenger cars, diesel PRODUCTS 
trucks, power shovels, diesel power plants. It gives better performance, 

gives you more profit! Contact the Ashland office nearest you. 


ASHLAND OIL & REFINING COMPANY 


Home Office: Ashland, Kentucky 


ALTON, ILL. — 2616 E. Broadway, BUFFALO, N.Y.— 800 Ellicott Square, CHICAGO, ILL 122 S$. Michigan 
Ave.; CINCINNATI, 0. — 1402 Fed. Reserve Bank; CLEVELAND, 0 Standard Bidg , DETROIT, MICH PO 
Box 6025; EVANSVILLE, IND. — 2500 Broadway; FINDLAY, 0 PO. Box 210, LOUISVILLE, KY 

3005 Dumesnil; NASHVILLE, TENN 5 E. Main; PADUCAH, KY; PITTSBURGH. PA Til Park Bidg 
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(Continued from p. 56) 


and a minimum of four to customers. 


Rates—In general, rates are com- 
petitive in the East and Midwest but 
tend to be higher and varied on the 
West Coast. Fertilizer suppliers usually 
suggest rates to be charged. 

Price wars are a possibility in areas 
where there is competition among oil 
distributors handling different brands 
and where tree-spraying outfits are 
“eyeing” lawns, as on the West Coast. 

Here’s a table that indicates prices 


New TUNG-SOL All-Glass Sealed Beam 


in the East and Midwest: 


Sq. ft. Lawns 


1,000 ae $4.00 
2,000 $5.00 6.00 
3,000 7.00 8.00 
4,000 8.50 10.00 


Gardens 


For larger areas, the rates are fig- 
ured on this basis: 

For each additional 1,000 sq. ft. 
of lawn or garden, $1.50 and $2 re- 
spectively. 

Compared to these are rates being 
charged for lawns on the West Coast: 


VISION-AID sso. 


IMPROVED BEAM PROVIDES 
BETTER VISIBILITY 


any see! fadiates an pre of stray 
Veggies uncontrolled light causes beck reflecnon (rom fog 
i ee ot dust in the au, dus blocking viibdny wm bed 


Vinvom aid Piepfione ems emus et sey hehe slinost none 
vers can see better wm a4 
pe B eee further mm ae < ther highs yA 
ermeying 60 ery 


VISION-AID HEADLAMP is the most power: 
ful and the safest headlamp ever developed. 


Light output has been increased by a the 
the 


lower beam wattage from 35 to 40 an 
upper beam from 45 to 50 watts. 





| the lawn is done, 


| ers—say because 


VISION-AID HEADLAMP provides 23 per 
cent more light on the low beam and 26 per 
cent more light on the high beam. 


VISION-AID HEADLAMP projects the pass- 
ing beam up to 80 feet farther ahead, but more 
to the right, at the same time reducing the 
amount of light directed toward an approach- 
ing vehicle. 


VISION-AID HEADLAMP produces less un- 
controlled light, thereby reducing the light 
reflected back at the driver from fog, rain, dust 
or snow encountered in bad weather. 


Be the frst in your community to offer this 
new and safer Jreadiamp to your customers 
Order Tung-So!l VISION.AID HEAD 
LAMPS from your jobber today 














Co. C 


Has a $5 
min., a $9 
average, 
and a $24 
max. Will 
do 40x100- 
ft. lot, 
$2 per each - with 
500 sq. ft. house, for 
$10 rather 
than figure 
13.25 square 
footage. 


Sq. ft. Co. A 


Up to 2,000 
2,000-2,500 


$7.50 
10.00 


2,500-3,000 12.00 


Over 3,000 


5,000-6,000 


Another West Coaster sells by the 
gallon, offering 100 gal. for $5. But 
others there who use the square foot- 
age method contend that when the 
charge is by the gallon, the charge 
will be different each time a customer’s 
lawn is done because conditions may 
vary and it’s hard to tell to the last 
gallon just how much a lawn should 


| take. They say that the square footage 


charge gives the same total each time 
which is better for 
customer relations. 





PROBLEMS 


Can liquid fertilizers 
“burn” lawns? 
Lawn-burning has been a prob- 
lem, but jobbers can avoid it. 
Fertilizer suppliers say that if 
their products are mixed and 
sprayed according to directions, 
there will be no burned lawns. 











Suppliers handling the organic-type 
(fish base) fertilizers—as compared to 
the inorganic or chemical-base fertiliz- 
their product is 
organic in nature, it will not burn 
lawns. A supplier of inorganics says 
his product will not burn lawns be- 
cause it contains no nitrogen. 

Oil distributors, looking back on 
last year’s experience, say it’s possible 
to burn lawns, depending on weather 


| conditions—too hot or too dry—when 


lawns are sprayed. 

A government specialist says the 
time of day may be one of the most 
important factors in applying liquid 
fertilizers. Early in the day or late in 
the afternoon are the best times to 
spray in order to avoid the danger of 
burning lawns, he says. Around noon 
on a sunny day is the worst time, in 


| his opinion. 


Will there be Complaints? 


A few distributors report re- 
ceiving complaints on the work 
they did. Here are some of their 
experiences: 


Home Fuel Oil Co. of Ridgewood, 
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N. J.: Spray killed tulips at an officer's 
home and also stained the stucco. 

Says Russell Burns, general man- 
ager of the company: “We had one 
fellow call us up two days after we 
sprayed his lawn to tell us what a 
fine job we did. Two weeks later, he 
called up to report brown spots all 
over his lawn. 

“We investigated and found that 
when we sprayed his lawn in the hot 
weather, we caused a fungus growth 
to get started. We then treated the 
lawn to kill the fungus.” 

Martin Fuel Co., Philadelphia: 
“One of our customers reported that 
the spray killed some of his rose 
bushes. We were able to show him 
that the bushes died from a mildew 
condition brought about by the humid 
weather we were having.” 

Hudson Fuel Co., Yonkers: “We 
found that you can spray lawns and 
kill evergreens with the same spray.” 


Should I spray 
weed killer, too? 


This also involves the question 
of using fungicides in conjunc- 
tion with liquid fertilizers. There 
is no general agreement on the 
answer among fertilizer suppliers 
who do not have a combination 
fertilizer and weed-killer pro- 
gram, One supplier recommends 
the use of weed killers separately 
five or six weeks before the first 
application of liquid fertilizers. 
Here’s what they say: 


Ed Frank, president of the Fertilene 
Corp. of America, New York City: 
“Our turf experts do not think that 
results will be satisfactory if grass is 
sprayed with liquid fertilizer and weed 
killer at the same time. We are work- 
ing on that problem.” 


Joe Coopersmith, general sales man- 
ager of Liquilawn, Inc., New York 
City: “I am against the use of weed 
killer and fungicides by untrained 
men. Weed killers and the like can 
contaminate the hose line and are 
known to have a toxic effect on 
humans.” 


Joseph Phalon, New York sales rep- 


resentative of Monsanto Chemical Co., | 


St. Louis: “Weed-killer spray has been 
known to kill fields two miles away. 
In some states, it can’t be used with- 
out special permission of the local 
county agent.” 

William Field of Copeland Oil Co.: 
“Weed killers are extremely difficult 
to get out of the tank, with some 
residue remaining for a long time.” 


Thomas B. Reilly, president of 
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Ra-Pid-Gro Corp., Dansville, N. Y.: 
“I can see no special problems when 
our product is used with fungicides or 
weed killers.” 

B. Needham, of B. Needham and 
Co., sales agent for Union Carbide’s 
product: “Union Carbide has devel- 
oped a non-toxic weed killer that will 
work in conjunction with Carbide’s 
powder fertilizer.” 

H. T. Koenig, sales manager for 
Carbola Chemical Co., Natural Bridge, 
N. Y.: “While not recommending the 
use of weed killers and fungicides with 
liquid fertilizers, I do recommend 
using insecticides for spraying flowers 
in connection with liquid fertilizers.” 


Instructions—The Smith Equipment 
& Supply Co. of Chicago, Fertil-Ade 
manufacturers and one of the pioneers 
in the liquid fertilizer business as it 
effects oil distributors, suggests a sec- 
ond truck, equipped with a centrifugal 
pump for the higher pressure required, 
be used for weed-killer and crab grass- 
killer operations. It says the truck can 
be decontaminated and put to other 
use. 

To decontaminate tank and hose 
lines, Smith Equipment suggests: 







’ 





CARTRIDGE DESIGN 
| Saves Time—Reduces Spillage— 
Increases Safety. Permits removal 
of pump elements without break- 
ing piping. Enables quick changes 
in field with minimum loss in 
pumping service. 


boats; 


HIGH PUMPING EFFICIENCY 


Quick Installation 
in Limited Space 


From above 
tank trucks, cars, tractors; from docks to tugs or 
from airport 


1. Drain tank of weed killer solu- 
tion. 

2. Half fill it with water. 

3. Add 1 qt. household ammonia 
and 2 Ib. of tri-sodium phosphate. 

4. Wash inside of tank by running 
pumps and jetting hose stream back 
into tank for 15 min. 

5. Empty tank and flush with plain 
water. 

6. Next solution in tank should 
contain insect killer and fertilizer and 
be applied only on grass. 


‘PROFIT | 


What'll my payout be? 

Fertilizer suppliers quite natu- 
rally want dealers to make a 
profit and have geared their pro- 
grams to assure dealers that there 
is a profit to be made. Some oil 
distributors report making money 
in the operation last year and 
have expanded their operations 
this year to tring in additional 
revenue. A few oil distributors, 
including some companies that 








keep their tank wagon drivers 
say 


active all year, they'll 










SERIES VERTICALS 
Centrifugals 7HAT PRIME /| 


@ Combines centrifugal pump perform- 
ance with self-priming advantages. 

@ Safety — Dependability — Economy 
— Better Performance. 

e Simple to install. Suction and dis- 
charge for standard 2” pipe. 

@ Unit requires little more space than 
motor itself. 


FOR TRANSFER PUMPING 


AND REFUELING SERVICE 


ground or underground tanks to 


relueling pits to aircraft 


Equipped with an explosion-proof Class 1, Group 
D motor. 


Bulletin 4-PP-11. 


| 7k GORMAN-RUPP Co., mansrieio, on1o 
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be satisfied if liquid fertilizers 
give them a chance to cut down 
summer expenses. 


One supplier paints this payout pic- 
ture: 

® $425 can be your weekly gross 
per truck. 

@ $161 can be your weekly net per 
truck. 

@ $90 can be your total equipment 
investment, 

Weekly—This supplier figures that 
a single truck can do 50 spray jobs 
per 5-day week, or 10 jobs in an 8-hr, 
day. It says the average job—a lawn 
4,000 sq. ft.—takes 20-30 minutes, 
leaving 3 hr. a day for traveling, filling 
tanks and flushing equipment. 


The supplier figures weekly ex- 
penses this way: 
$100 for labor. 
—$114 for product ($2.28 per job). 
—$50 for promotion, maintenance 
and miscellaneous, 


—~$264 total expenses subtracted 
from $425 gross leaves $161 net profit 
per truck per week, or a little under 
38% net. 

This supplier says conversion costs 
can be higher than the $90 given, but 
a8 a One-time expense, this cost is not 
included in the weekly tabulation. 

A distributor, reporting on his first 
year’s operation, says he handled 20 
lawns a day—they were small, be- 
tween 1,000 and 1,500 sq. ft.—at $4 


each, giving him a $400 weekly gross. 


NOW YOU CAN PUMP MORE, FASTER with 


50% LESS EFFORT... 


with an 


OPACO 2-WAY SEALED HAND PUMP 


YOU CAN PUMP LIKE THIS... 





NOT LIKE THIS... 




















Compare Opaco with other single-acting piston-type 
. » find out just how easy hand pumping 


hand pumps . 
can be— easier by 50%! 


Unnecessary, trouble-causing exposed parts have 

been engineered out. Mechanical Shaft Seal (shown in 
circle) eliminates packing leaks—no gland nuts, 

. gives added safety when 
Linkage and moving parts 


no replacement of packing . . 
handling inflammables. 


are totally enclosed -—~ Weather Sealed .. . 


to exposure or deterioration. 


Models for handling petroleum products, 
alcohol and other liquids on 


FARM, INDUSTRY AND FOR GENERAL USE 





not subject 









WRITE FOR BULLETIN NO, 








One of the 
THE OPACO 


A 


FAC RY 


Divi 








800 TODAY 











Red Jacket Manufacturing Co. \ntosacner 





World's Largest Manufacturer's of Submersible Pumps 
SION 
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Costs for the same period were $110 
for product, $100 for labor, and $75 
for miscellaneous, totaling $285. The 
net profit of $115 weekly equals a net 
of 28.7%. 

Daily—Another distributor, going 
into business for the first time this 
spring, sizes up his costs and profits 
this way: 

He estimates the average 4,000 sq. 
ft. lawn will take one-half hour to 
spray, giving him 16 jobs per 8-hr. 
day. Each job will take about 100 gal. 
and he plans to use a 1,600-gal. truck. 

At $2 per 1,000 sq. ft., each job 
will mean a gross of $8, or $128 a 
day. 

His daily costs are: 


Material (16 gal. @ $2.05) $32.80 
Labor (8 hr. @ $1.80) 14.40 
Truck costs 15.60 
Salesman’s commission 32.00 
Total $94.80 


Net profit is $33.20 per day, or 
nearly 26%. 

Square Footage—Figuring on the 
basis of 1,000 sq. ft., another distribu- 
tor comes up with these figures: 


Average gross $1.91 
Costs: product $.32 
labor as 
gas, oil OS 
Total direct costs $1.21 


from which he pays sales expense, 
truck maintenance, and extra account- 
ing costs. 

On a daily basis, he figures 12 jobs, 
each 6,000 sq. ft., per truck will mean 
a daily gross of $138. Costs come to 
$23.04 for product, $23.44 for labor, 
and $3.72 for gas and oil. That leaves 
$87.50 per truck from which to deduct 
other overhead items. 

(Continued on p. 62) 








Soil Tests: Yes or No? 


Soil tests, according to some 
oil distributors and fertilizer 
suppliers, don’t mean a thing. 

They say that the usual way 
of making a soil test is to dig up 
only a very small part of the 
grass or garden and have it 
analyzed. But two feet away 
from the spot where the sample 
was taken—even two inches 
away—soil of a different char- 
acter often can be found. Vari- 
ations in soil can be found all 
over an area, but such variations 
can’t be brought out unless the 
entire area is tested. And that 
can be expensive and time-con- 
suming. 
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AN EXTRA-PROFIT PACKAGE for service stations 
is nearly always welcome—and one containing so 
many valuable merchandising advantages as the Day- 
ton Thorobred Franchise is rare indeed. You not only 
get a leading-quality product in Dayton’s complete 
line of passenger tires, but everything you need to 
help you sell it as well! 

Just take a look at the unique features of the Day- 
ton Franchise package, and you'll understand how 
more and more stations, from small outlets to super 
service stations, are realizing new, bigger profits than 
ever before, the easy Dayton way. Call, wire, or write 
today if you want to build a small business into a 


FOR PROFITABLE 
1 TIRE MERCHANDISING 





bigger one, or to*¥€ap the utmost return in amy size 


operation. Dayton offers you all these sales features in 
one big package for profitable tire merchandising: 


Sensible, Competitive Pricing 
Complete High-Quality Line 

Written Service Guarantees 
Aggressive Advertising and Promotion 
Attention-Getting Sales Aids 
On-the-Spot Sales Training 

Helpful TBA Field Merchandisers 
Experienced Management Counsel 


Dayton is one of the leading suppliers of Private Brand Products to 
the Petroleum Industry, currently serving over 100,000 stations. 


1905 - ie 


we Jon Je ae 


) 
(/ YEARS OF PROGRESS 


A COMPLETE LINE OF THOROBRED PASSENGER AND TRUCK TIRES » DAYTON RUBBER COMPANY, DAYTON 1, OHIO 
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Seasonally, with five trucks in op- 
eration, he estimates: 

~~$105,000 gross. 

—~$38,000 for product, 
and oil. 

—~$31,000 for sales 
extra maintenance of 
debts, etc. 


labor, gas 


promotion, 
trucks, bad 


recommending that oil distributors 
charge $12 for spraying 4,000 sq. ft. 
with 100 gal. of his fertilizer solution. 
The cost to the distributor is $6.70 
per 100 gal., and this includes cost of 
product, transportation, and advertis- 
ing, leaving a gross profit of $5.30 per 
application. 


What else is there to know? 


your oil accounts, An unsatisfied 
fertilizer customer may go else- 
where for his oil next winter. 
Too many such customers, and 
distributors may lose all around. 
It's wise to check with local 
nurserymen, state colleges, hor- 
ticulturists, and county agents 
for added information on liquid 
fertilizers. 


—~$15,000 for advertising budget. 

This leaves him a $21,000 profit, or 
a net of 20%. 

Per Job—One fertilizer supplier is 


You can’t know enough about 
liquid fertilizers, especially if the 
bulk of your customers are also 


It’s also a good idea to see if your 
state has any special laws that apply 
to liquid fertilizers (see list of state 
contacts). This is what happened to 
one distributor in Washington, D. C., 
last year: 

After heavy advertising expense and 
getting good response from Virginia 
homeowners, he found that Virginia’s 
laws prevented him from selling liquid 
fertilizer. The state requires that fer- 
tilizers contain certain whole percent- 
ages of elements, ruling out the sale 
of any mixed fertilizer that contains 
fractions of a percent of these ele- 
ments. A powder or liquid concentrate 
that met specifications before it was 
mixed with water could not meet the 
requirements after it was diluted with 
water. 

Special permission had to be ob- 
tained before the distributor was al- 
lowed to proceed. The state now has 
set up a definite procedure for liquid 
fertilizer distribution. = 


ANOTHER VALENTINE INSTALLATION 


Mel 





One State's Regulations 


Regulations in Virginia re- 
quire oil distributors in the 
liquid fertilizer business to regis- 
ter the specialty grade of fer- 
tilizer used to make the diluted 
solution and post a $1,000 bond. 
In addition, tank wagon drivers 
are required to have with them 
at all times statements showing: 

@ Grade of fertilizer regis- 
tered with Dept. of Agriculture. 

@ Dilution: pounds of ferti- 
lizer to gallons of water. 

Every purchaser must be given 
a receipt showing the grade of 
fertilizer registered, its dilution, 
the gallons of diluted fertilizer 
applied per 1,000 sq. ft., and the 
name and address of the seller. 

Distributors must furnish the 
Dept. of Agriculture a copy of 
each delivery receipt within five 
days of each application. Regu- 
lations also permit state inspec- 
tors to collect samples of liquid 
fertilizers and have them ana- 
lyzed to see if they conform to 
| the dilution statement. 


ALL STEEL PORTABLE SERVICE STATION 10’ X 25’* 


*UNIT PICTURED ABOVE NOT STANDARD AS DESCRIBED BELOW. 


LOCATION ron ) 7 
com, eS FF 
and set 


STORAGE 800M IPT s Ve 
on your 


y —ad__ 
2TTOM SHELF 12-24" ‘| WG ~ i 
| 
LECTRICAL OUTLET: $5,000.00 
| PROvwED TO SulT CUSTOMER in most 


parts of 


3 romeo _— -#-7 — — —j jus. 


When your unit leaves our factory on our truck, it is erected d 
foundation. All you heave te do is connect up your services! ane GE SO et 0-geer 


Standard unit contains 2 restrooms, includ in h—"INSTANT 1 . 
i 7 steel Ravine o8 saves want oF - gn Page (in rigid — it) and b ag 
@ you more equate service for outside pumps, etc. Wali é 

approx. 4” of fire-proof insulation, 3 floors: steel, qlesveed, "grease-preet “tet” — 


PARTIAL LIST OF SATISFIED CUSTOMERS 


Gaseteria, Inc., Indiana; Hoosier Petro inc., indiana; D Rock, Okiah ; Clark 
Retin 1, Wisconsin; MeCall’s terviee Stations, Kansas; Ritz Olt, Mlssourl. Plus mony many 
more. s have t e—So 

Ts Valentine Unite! more an on me now hove as many as | 


LET US HELP PLAN YOUR 1955 EXPANSION 
Write Us Today For Full Details! No Obligation: 


VALENTINE MANUFACTURING, INC. 
P. O. BOX 667 WICHITA, KANSAS | 


4 
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What the Turbo-Prop Will Mean to Oil 


GRADUAL changeover to turbo- 
A prop aircraft on the part of the 
commercial airlines will provide oil 
marketers and refiners with increas- 
ing demand for new fuels during the 
next five years. 

The shift isn’t just around the cor- 
ner—it’s here. Trans-Canada Airlines 
put into service last month a fleet of 
Viscount turbo-prop transport planes. 
Capital Airlines plans to replace a few 
of its conventional airliners with turbo- 
prop craft this spring and by August, 
1956, will have 60 in operation. 

Turbo-prop engines—a kind of half- 
way mark between conventional gaso- 
line engines and the advanced turbo- 
jet—are powered by two fuels: kero- 
sine, and JP-4, a wide-cut gasoline. 
Progressive demand for these two 
fuels will mean: 


FOR MARKETERS 


e New dispensing equipment and 
procedures to handle the new fuels. 

@ Possible expansion or modifica- 
tion of current storage facilities in air- 
port areas. 

e A gradually decreasing airline 
demand for avgas. 


FOR REFINERS 


© A possible plant expansion to 
meet increased consumption of kero- 
sine and JP-4. 

© A ready outlet for kerosine and 
poor gasoline fractions and a chance 
to reduce cost of manufacturing high 
octane gas. 

e A chance for small refiners to 
build @ considerable volume of busi- 
ness in wide-boiling-range fuels. 

© A gradually decreasing airline 
demand for avgas. 

The switch to turbo-prop, say avia- 
tion men, begins the transition to the 
Jet Age for commercial planes. By 
1960, they predict, the jet will have 
arrived. 

They estimate that in that year 
about 0.2% of total oil product de- 
mand will be jet fuel, and by 1965 the 
proportion will reach 0.3%. 

But commercial turbo-prop flight 
today is new enough to be highly flexi- 
ble. Engineers currently are weighing 
the respective merits of JP-4 and 
kerosine, but neither can be said to 
hold a clear-cut edge over the other. 
JP-4 is efficient, clean, apparently less 
hazardous in the air, and easier for 
restarting after a blow-out in flight. 
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TRANS-CANADA Vickers Viscount—first turbo-prop transport on the continent 





Kerosine is cheaper, less hazardous 
under airport and crash conditions, 
and has a lower vapor loss. Trans- 
Canada is burning JP-4, Capital ex- 
pects to use kerosine. 


MARKETING CHANGES 


The demand for turbine fuels will 
be felt not only by oil marketers in 
major airport zones, but all along a 
turbo-prop airline’s regular routes. 
C. A. Weise, Douglas Aircraft’s chief 
engineer, explains that if the fuel 
chosen for an airline is already laid 
down in large supply along the line’s 
routes, the reliability of the over-all 
operation is enhanced by reduction of 
out-of-service time. This includes 
emergency and alternate fields as well 
as at main airports. 

So, marketers in airport areas can 
expect to increase or modify their fa- 
cilities during the next five years to 
meet the changing fuel situation. They 
will have to adapt to new dispensing 
and transport techniques, which will 
vary with the fuel being handled. They 
may have to install more storage tanks, 
and thoroughgoing tank-cleaning jobs 
will be needed in the event that exist- 
ing storage tanks are converted to a 
new fuel. 

During the coming years, marketers 
should be able to learn much from 
Imperial Oil and Shell Oil, which have 
contracted to supply Trans-Canada 
and Capital. Both have begun exten- 
sive measures to handle the new busi- 
ness, including large-scale addition of 
storage tanks and truck transports, 








REFINING CHANGES 


Authorities don’t agree on the ques- 
tion of whether current refining facili- 
ties are sufficient to meet demand for 
the new fuels. Paul E. Lamoureux, a 
Trans-Canada man, feels that with 
present refining equipment and avail- 
able crudes, the quantity of suitable 
aviation kerosine produced falls short 
of the foreseeable demand by turbine 
aircraft. 

Experts from one of the major 
oil companies, on the other hand, 
believe that with a normal production 
increase, refiners can meet it easily. 

In any event, turbine fuel demands 
should create at least one favorable 
effect on refiners. Lamoureux declares 
that if refiners had a ready outlet for 
poor gasoline fraction—as provided 
by wide-cut turbine fuels like JP-4— 
production of high-knock gasoline at 
lower cost would be facilitated. He 
also points out that wide-boiling-range 
fuels can be produced by the smallest 
refiner capable of making motor gaso- 
line and heating oils. 

Which fuel will eventually win the 
broadest acceptance is the big question 
for oil men, Proved performance will 
weigh heavily and will mean more as 
use of turbine-engine planes becomes 
widespread. Cost will also play a part 
in the decision. Last year, for example, 
JP-4 was running about 0.5¢ a gal. 
above kerosine. With a large volume 
user like an airline, where fuel cost 
constitutes about 40% of operating 
cost, that differential could be a de- 
ciding factor in the choice. J 
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Over 390,000 Gasoline Pumps 


give accurate measurement because 
of this METER- 


It is manufactured exclusively by Erie Meter Systems, Inc. 
from basic materials through highest precision standards 
of machining, assembly and testing. This l-inch positive 
displacement, double-acting, horizontal, piston type meter 
has proved its reliability in over 390,000 gasoline pumps. 


You can be sure of sustained meter accuracy in whatever 
model of Erie gasoline pump or dispenser you purchase, 


Cut away ' 2 
ERIE 1-inch Pos- 
itive Displace- — 
ment eter 
shows its rugged 
simplicity 


Manufactures this 
meter to highest 


precision standards 


ERIE METER SYSTEMS, INC, c:ic,ps.u.s. a. 


finst TO MOTORIZE GASOLINE PUMPs 
> 


FIRST WITH M.P SYSTEMS 
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GROWING NUMBER of kerosine fires .. . 


HIRTEEN lives lost in kerosine- 

fed fires in one 80-hour period 
last month. This has prompted New 
York City officials to propose banning 
the sale and use of portable kerosine 
heaters by Jan. 1, 1957. 

Oil marketers, faced with a drop 
of kerosine sales as a result, offer no 
objection because they say they'll 
favor any law that will save lives. 

They make this point: Basically the 
portable kerosine stove is a safe piece 
of equipment, having been given many 
tests by the National Board of Fire 
Underwriters before being given its 
approval. Fire department officials 
agree on that point. 

The trouble lies in the care, use and 
maintenance the stove gets once in 
consumers’ hands and the manner in 
which its fuel is stored and handled, 
marketers contend. Again fire depart- 
ment spokesmen agree. 

Until the city law is passed and 
reaches its effective date, the fire de- 
partment is stepping up its city-wide 
drive to educate users in the proper 
care and operation of such stoves. 

Marketers Co-operate—The fire de- 
partment says it’s getting full co-oper- 
ation from the oil industry in this 
campaign. Marketers have passed on 
safety information to their dealers and 
have stressed the importance of carry- 


ing the words down to the consumer 
level. They have also given radio and 
television time to messages of safety. 
Department’s Program—Fifteen fire 
companies are now assigned to give 
street lectures for a three-hour periods 
seven days a week. Earlier this winter, 
five companies were working two 
hours daily for three days a week. 


PROBLEMS 


The ban would affect between 300,- 
000-400,000 people living in cold 
water flats that lack any central heat- 
ing facilities. The city also plans to 
make it mandatory that tenement 
owners provide central heating facili- 
ties. In specifying central heat, fire 
and housing officials say the use of 
space heaters using other fuels also 
creates safety problems. 

Other Heaters Out—-Gas space 
heaters, they say, could result in 
monoxide gas poisoning if used with- 
out flues. And flues would be difficult 
to install. Electrical space heaters 
would be too expensive to install and 
operate. There is doubt that wiring 
systems in these tenements could 
carry the additional load. 


ACTION ELSEWHERE 
Other cities have tackled the prob- 
lem. Here are some examples: 
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SPURS education. Even so, New York asks .. . 


Ban on Small Oil Heaters By 1957 


Baltimore: Banned kerosine heaters 
and similar equipment in 1946, and 
required landlords to install legal and 
adequate heating systems and flues in 
all dwellings within a two-year period 
Number of fires dropped from 475 in 
1944, when 23 died, to 102 fires last 
year, when two died 

Washington: Banned portable kero- 
sine stoves on June 1, 1952 and speci 
fied how other stoves and space heaters 
should be installed, with emphasis on 
safety features. In 13 years before the 
ban, city had 2,638 kerosine fires that 
claimed 68 lives. In first year under 
ban, city had no deaths in 140 fires 

Cleveland: No specific ban on kero 
sine stoves but does prohibit space 
heaters of all kinds in bathrooms, bed 
rooms, and other rooms used for 
Despite this ban, seven 
deaths in past two months have been 
laid to faulty space heaters of non- 
kerosine type. City admits law is diffi 
cult to enforce. 

Detroit: Requires space heaters be 
inspected when purchased. Permit 
costs $3, with $2 paid for another per 
mit if drum storage for fuel is neces 
sary. Had 118 kerosine fires last year 
but no loss of life. No loss of life in 
1953 and only two died in 1952. City 
Officials have “thought” of banning 
space heaters but no action yet. & 


sleeping 


65 












SINGLE POST FREE WHEEL SINGLE POST DRIVE ON SINGLE POST FRAME LIFT 
Passenger car and light truck lift, lifting 


pads and self-storing adapters. Full hy- 
dravlic, capacity 8,000 pounds. 


Passenger car lift full and semi-hydraulic, Passenger car lift full and semi-hydraulic, 
lifting capacity 8,000 pounds. lifting capacity 8,000 pounds. 


SF 


TWO POST FREE WHEEL TWO POST FREE WHEEL 





























TWO POST FREE WHEEL 


Recessed saddle with cover plates and 





Rotating eccentric, Rail on top of floor ond Concentric short rails on top of floor. Full 
recessed saddie with cover. Full hydrav- hydraulic. Capacity 16,000 te 20,000 rotating eccentric rail on top of floor. 
lic, capacity 16,000 to 20,000 pounds. pounds. Full hydraulic, 16,000 to 20,000 pounds. 
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TWO POST FREE WHEEL RECESSED TWO POST FREE WHEEL TWO PQ 
Recessed saddie with cover plates and Recessed saddie with cover plates and Recess 
rotating eccentric rail flush with floor. rotating eccentric rail flush with floor. 
Full hydraulic, capacity 16,000 te 20,000 Full hydraulic, 24,000 to 30,000 pounds 

capacity. 


pounds. 


service requirements, 
Ore in extra service . 










less maintenance, ‘++ Saves you a lot m 
THE Way 

N 
SALISBURY, uti COMPANY 


: TORONTO, CANADA 




















STATION-ENGINEERED 
PRODUCTS 
include 


Complete line of 
single and double 
computing dispens- 
ing units, remote 
multi-pump systems, 
truck and bus high- 
gallonage pumps. 


COMPRESSORS 


Two-stage (high 
and low-pressure) 
and single-stage. 
Tank-mounted; 
quiet, smooth-run- 
ning, completely 


‘ @utomatic, 


Horizontal Type 
Vertical Type 


HOSE REELS 


Retriever reels for 
air, water, oil, 
greases; Enclosed- 
type or open. in- 
stalled on wall, 
floor, ceiling or on 
an island, 


DISPENSING 
EQUIPMENT 


High boys, tank 
units, dispensers for 
oil, gasoline, kero- 
sene, alcohol, and 
greases. 


| 





Briefs 


Richards Oil Co. of Minneapolis is 
seeking a permit to build a terminal 
on the Minnesota River near Savage, 
Minn., and to dredge nearby sections 
of the river. Two 25,000-bbl. storage 
tanks will be added to the 5,000-bbI. 
tank already on the site. A blending 
plant for heavy fuel oils recently went 
into operation on the 132-acre 
location. 

* 

Texaco-Cities Service Pipe Line Co. 
will lay an eight-inch products line 
over the 45 miles from West Tulsa to 
Cushing, Okla. Connection will be 
made at Cushing with a six-inch line 
to Ponca City. There is a hook-up at 
Ponca City with Cherokee Pipe Line 
Co. system serving Oklahoma City and 
Wichita, Kan. 

- 

A staff of 100 persons will serve in 
the research laboratory Ohio Oil Co. 
is planning for the Denver area. 

«© 

Taylor Oil Co. of Sioux Falls, 
S. D.—now a Socony-Vacuum dis- 
tributor—is supplying 19 service sta- 
tions in the Sioux Falls area formerly 
served directly by Socony. Jobber Jess 
Taylor’s company, which formerly 
handled Sinclair products, now is one 
of South Dakota’s largest jobberships. 

a 


Seneca Petroleum Co., Chicago in- 
dependent distributor, has been ab- 
sorbed by Pure Fuel Oil Co., whole- 
sale and retail sales division for light 
and heavy fuels of Pure Oil Co. 
Seneca will continue refining asphalts 
and in asphalt road construction. 
Seneca has been a fuel oil retailer for 
25 years. Pure Fuel Oil was formed 
last October. 

* 

Two 60,000-b/d stills will replace 
crude distillation facilities at Sinclair 
Refining’s 115,000-b/d Marcus Hook, 
Pa., refinery, with completion set for 
mid-1956. A 24,000-b/d catalytic re- 
former was to begin Operations at the 
Houston plant the first of this month. 
Houston also will get a unit for con- 
tinuous manufacture of lube oil addi- 
tives, part of a $3.5 million program 
to improve atmospheric conditions 
there. 

. 

Gulf Oil is installing a 68,000-b/d 
fluid catalytic cracking unit and a 
100,000-b/d crude topping and vac- 
uum unit for West Texas crude at its 
Porth Arthur plant. Several older re- 
fining structures will be shut down, so 
thermal cracking virtually will be 
eliminated when the project is fin- 
ished within the next year. 
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A $25-million slice of Standard Oil 
of California’s $300 million capital 
and exploration budget for 1955 will 
pay for new marketing facilities. Two- 
thirds of the funds will go for crude 
exploration and development and 
much of the remainder will be de- 
voted to refinery additions. 

. 

Western States Refining Co., Salt 
Lake Valley’s lone independent re- 
finery, has acquired 32 new service 
stations—24 formerly belonged to Ute 
Petroleum Co., Gulf Oil jobber in 
northern Utah, and eight Idaho sta- 
tions were purchased from Sam 
Bennion, Idaho Falls. Twenty-four 
other stations once grouped into a 
mutual buying syndicate have been 
affiliated with Western's wholly-owned 
Beeline Oil Co. Company stations now 
claim 75% of Western's total 3,500- 
b/d output. 


Vote Due on Merger 
Of Sunray, Mid-Continent 


Stockholders are expected to vote 
late next month on the proposed 
merger of Sunray Oil Corp. and Mid- 
Continent Petroleum Corp. 

If the merger goes through, the two 
companies’ refining, pipe line and 
marketing activities will be incorpo- 
rated into a new firm—D-X Oil Co. 
Headquarters for these operations are 
expected to remain in the present Mid- 
Continent Building in downtown 
Tulsa, Okla. 

Exploration and producing divisions 
will be combined in Sunray’s new gen- 
eral office at Tulsa and operated by 
Sunray Mid-Continent Oil Co. 

Officials say the merger will see the 
D-X marketing flag raised in “many 
additional communities” in the Mid- 
west and Mid-south. This will be part 
of a large-scale building and modern- 
ization program now being planned. 

If the consolidation is approved, the 
new company will have resources of 
$458 million, crude oil productive ca- 
pacity of 90,000 b/d and two major 
refineries with a total capacity of 100,- 
000 b/d. It will own more than 2,700 
bulk plants and service stations and 
have a network of about 6,000 inde- 
pendent jobbers and dealers through 
whom to market D-X products, 

C. H. Wright, Sunray chairman, 
will be chairman and chief executive 
officer of Sunray Mid-Continent. Pres- 
ident R. W. McDowell of Mid-Con- 
tinent will be vice chairman of Sunray 
Mid-Continent and president of D-X 
Oil Co. President W. C. Whaley of 
Sunray will be president of Sunray 
Mid-Continent. Each will be a direc- 
tor of Sunray Mid-Continent. 
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@ St. Mary's Square Garage, a 
modern five-level underground 
structure in a hillside, eases 
parking in downtown San 
Francisco. Capacity 1,025 cars. 
Lube facilities on fourth level. 
A picturesque park on roof. 
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“We are indeed pleased with the Aro over- 


head reels and supply pump system in operation at 
St. Mary's Square Garage,” says S, E. Onorato, execu- 
tive vice-president and general mgr. “We find them 
highly efficient as we can dispense motor oil, trans- 
mission fluid, gear oil and chassis lubricants with 
minimum time and effort. 

“Outstanding display appeal of this Aro 
installation not only enhances our lubrication depart- 
ment but affords splendid sales promotion.” 


. . ARO has the 
modern answer to help you profit more! 


Whatever your lube service needs . 


THE ARO EQUIPMENT CORPORATION 
Bryan and Cleveland, Ohio 


Aro Equipment of California, Los Angeles, Calif. 
Aro Equipment of Canede, Ltd., Toronto 1, Ontario 
Offices in all principal cities 


Also... Air Tools... 
Aircraft Products ... 
Grease Fittings 
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NOJC ‘Watchdogs’ Set Battle Line 


Members of the new National Oil 
Jobbers Council “interim task force” 
set a course for rough waters at their 
first meeting. On top of the “action” 
list are: 

—A cure for the commercial ac- 
counts problem. 

—An end to government gas con- 
trols, 

—-A try to stall off imports restric- 
tions with a threatened attack on the 
depletion allowance. 

It’s a tough schedule for Chairman 
John White and his NOJC “watchdog 
committee,” which will meet regu- 
larly between semi-annual meetings 
of the organization to weld NOJC 
committees into more effective work- 
ing units. (See p. 45 for editorial on 
NOJC interim committee.) 

NOJC would rather not resort to 
legislation as a solution to the com- 
mercial accounts headache that has 
suppliers selling product to commer- 
cial purchases at prices lower than 
they sell to jobbers. But a legislative 
campaign is a possibility, since sup- 
pliers have been unable to offer a 
“suitable remedy.” 

Support of any end to government 
natural gas controls is “a matter of 
principle” with NOJC, says the in- 
terim committee. And the organiza- 
tion does not intend to exploit that 
position in the oil imports controversy 

‘Deal’ Ahead? But there are 
rumblings that residual oil imports 
may have to be traded off, basically 
to the coal industry, to insure passage 
of a gas exemption bill. If it comes to 
that, “NOJC could be convinced to 
revise some of its principles and start 
voting pocketbook logic also.” 

A point of confusion for many job- 
bers is the “inconsistency” of seeking 
an end to government controls on gas 
but backing a lid on imports, a posi- 
tion taken by some segments of the 
oil industry. 

The jobber group has asked the 
House Ways and Means Committee 
for a spot in the trade program argu- 
ment. But NOJC will hold up its ap- 
pearance until it hears what domestic 
oil and coal operators have to say. 

If domestic producers go down the 
line for imports restrictions, NOJC 
will counter with an attempt to cut 
the depletion allowance. The logic is 
that excessive oil reserves—the al- 
leged reason for regulating imports 
would mean less incentive for finding 
more oil. 

This stand also applies to “any sort 
of so-called voluntary import restric- 
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tion program sponsored by the gov- 
ernment. We don’t want a repetition 
of the 1947-48 fuel oil shortages.” 

Toll Roads——NOJC will go around 
again on toll roads. The interim group 
says jobbers “are scared to death over 
the implications posed” by toll and 
limited-access road features in the 
proposed program for spending $101 
billion on highway development over 
the next 10 years. 


Jobbers “will insist that equal op- 
portunity” to share in business sites 
be spelled out in roads legislation. If 
that assurance isn’t given, NOJC may 
propose banning all business from 
limited-access roads in favor of shop- 
ping areas reached by service roads. 

(Estimates are that relocation of 
most of the 40,000-mile interstate 
highway system would affect 40,000 
service stations. ) i 
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HUNTER Tune-in Wheel Balancer .<. 


he HUNTER TRU-UP 
TIRE ROUNDER 


Rounds Front 
and Rear tires 
ON-THE-CAR 








@ Increases tire life 
@ Eliminates tire thump 

@ Soves front end parts 

@ Increases driving comfort 
@ Makes driving sofer 







The Hunter Tru-Up Tire Rounder is automatic after initial setting 
Produces a smooth, like-new surface on treads of passenger car and 
ee i ee ve ees me ae i ie ee 


Tru-Up removes only the amount of rubber necessary for roundness 


Fast and Easy to Use Portable—Handles Rear Tires 


THE HUNTER TRU-UP CONTACT YOUR JOBBER OR MAIL THIS COUPON 


IS A REAL MONEYMAKER 


The Hunter Tru-Up will pay for itself in days. By truing 
one tire you can make $2.50 of more in five to ten 
minutes. Rounding stops vibration that can’t be corrected 
by wheel balancing alone. Complete your wheel 
balancing department with a Tru-Up. 


a 
§ TO HUNTER ENGINEERING COMPANY 
§ Hunter Avenue and Ladue Road 


NPN 35 
: St. Lowis 24, Missouri 


8 Please send more information on the Hunter Tru-Up 
H Tire Rounder 


Ili|) HUNTER Engineering Company 


Hunter Avenue and Ladue Road 


). St. Levis 24, Missouri 4 State 
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Canfield Solvent Refined base stocks and motor 
oils are only refined from carefully selected paraf- 
fine base crudes . . . crudes selected for their ex- 
ceptionally high lubricating oil content. 


Double Chore 


Every step in the Canfield Solvent Refining process 
is carefully double checked to make absolutely 
certain that every drop of Canfield Solvent Refined 
neutral, bright stock and motor oil is always uni- 
form... always of superior high quality. 


This exacting quality control is your assurance of 
greater customer satisfaction . . . of increased sales 
and profits. 


Write, wire or phone today for the complete 
quality story. 


ot, ten HHos 


CANFIELD OIL COMPANY 


General Offices: Cleveland 27, Ohio 
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—¥J industry news 


Tide Water Launches 
‘Clean’ Gasoline in West 


Tide Water Associated is using a 
new sales pitch to entice smog-con- 
scious Californians to its premium 
pumps—*clean” gasoline, with sulfur 
and nitrogen compounds removed. 

Tide Water probably will get the 
most attention for no-sulfur claims 
about its new “Concentrated” pre- 
mium gasoline in the Los Angeles 
area, where sulfur has been branded 
as a cause of smog. 

In offering the new “clean” prod- 
uct to motorists in its western sales 
area, where refiners working with 
California crudes always have had 
trouble with high sulfur content, Tide 
Water advances these arguments: 

© The gasoline keeps the inside of 
the engine comparatively clean. 

@ Exhaust won’t eat holes in the 
muffler and tailpipe or corrode the 
rear bumper. 

In the printed promotion of the new 
product, there are numerous refer- 
ences to “ordinary” or “dirty” gaso- 
line, and the harm it does to the inside 
of an engine. 

How It’s Made—The “New Flying 
A. Ethyl” is a product of a just-com- 
pleted Hydrobon Platformer combina- 
tion at Tide Water’s Avon refinery. 
The company says it’s the first of its 
kind on the Pacific Coast. 

Air Pollution—-Nowhere in the pro- 
motion matter is there any claim that 
this kind of gasoline will stop smog. 
In fact, following a showing of a 
dealer film to promote the new prod- 
uct, H. Y. Hyde, vice president for 
manufacturing, in answer to a ques- 
tion said that it could not prevent air 
pollution from unburned gasoline. 

Then he added this significant com- 
ment: “But the sulfur and nitrogen 
compounds are principal contami- 
nants. We're doing a job in cleaning 
up the air which, frankly, we think 
everyone will have to do.” 
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“| don’t care if it is more artistic. 
Put ‘em back in the case!” 
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No chatter! No pounding! 


Just easy fuel flow 
on every fill 





ee 


MILVACO nozzle valves make 
hardworking fuel pumps last longer 


PARE the delicate mechanisms in modern gaso- 

line or fuel oil pumps from chattering and 
pounding and you automatically add years of 
service life. These features of the Model U-14-5R 
work for you on every drop pumped: (1) Non- 
slip, positive seating assures accurate metering. 
(2) Precision machining eliminates side thrust on 
stem. (3) Reversible Permadisc* design eliminates 
disc distortion. (4) Non-chattering action at any 
flow rate. (5) Rugged, die cast body is built 


Model P-2032R FOR BULK DE- 
LIVERY — Quick, positive clo- 
sure. Dual poppets. Balanced 
dash pot control. Three-speed 


hold cpen notches. Milvaloy or 
brass tube. 





Model P-2010 FOR BULK STA- 
TIONS—tLarge capacity. Heavy- 
duty type. Full capacity flow. 
Dual poppets and two stage 
fulcrum dual lever. For gasoline 
or fuel oil. 


Model 2760 FOR UNDERWING 
FUELING — Approved and used 


for hard usage. 


Hardworking fuel oil pumps last longer when 


you treat ’em right — 
valves and you’ll be money ahead! 


treat ’em to Milvaco 
*Trademark 


Investigate the weight-saving advantages 


of Milvaloy 


@ This modern alloy is 1/3 
the weight of bronze — 
a Milvaco exclusive. 


@ Logical metal for any 
products to be flown, 
lifted or moved — more 
pounds in the payload. 


@ Chemically resistant — 
lasts longer. Non- 
sparking. 


Meets exacting require- 
ments of oil industry. Pre- 
ferred for years by major 
oil companies. 


Get complete facts on the complete line — 


write for new Catalog BI55 


MILWAUKEE VALVE COMPANY 


A Subsidiary of A-P Controls Corporation 
, 2379 South Burrell Street * Milwaukee 7, Wisconsin 


by major airlines. Ends over- 
wing fueling hazards. 100 mesh 
strainer removable for cleaning 
without detaching hose nozzle. 


QUALITY VALVES AND FITTINGS FOR THE OIL INDUSTRY 
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make money in Purolator’s 


4th Annual National 
OIL FILTER CHECK TIME 


st. 


Without question, Purolator’s Spring Filter 
Check Time is the most powerful, most con- 
centrated, sales drive the industry has ever 
seen! And every dealer knows it! 





Inaugurated, Spring 1952—barely 
3 years ago—it is today filterdom’s pace-setter 


—the best liked, hardest-selling program on - 
the books: One whole month—and more—de- 
voted to quick stock turnover, big filter profits! 








April 1st—marks the start of Purolator’s 4th 
Spring Filter-Check Time. This year, it is sure 
to be bigger than ever before. More powerful 
magazine advertising! More powerful sales and 
merchandising helps! More powerful aid all 
along the line! 








Besides, Purolator has sold motorists the habit 
of regular filter check. More motorists than 
ever will be ready for a spring filter change. 


What can the supplier do to help CASH IN? 





“Purolator” and “Micronic,” Reg. U. 8. Pat. Off. 





Have your men check every dealer's 
stock. Make sure he can sell every car that 
calls. Remember: there’s a Purolator refill 
engineered to fit every make and model on 
the road. 








y % Same time—have your men check every 
dealer’s Purolator Filter Check material. 
See that he has everything. Make sure, 
too, that all dealers know about Purolator’ s 
powerful 2-page, 2-color ad in the April 9th 
issue of the Saturday Evening Post. 





PurOlator 


Void est OF FILE RR 


PUROLATOR PRODUCTS, INC., Rahway, New Jersey and Toronto, Ontario, Canada. 





NOW E double 


Sell Westinghouse 


F stat 


SIMPLE 2¥ MINUTE “GLARE TEST” SELLS CUSTOMERS 2 LAMPS! 


ORDINARY HEADLAMP’S LOW BEAM: Card held to NEW WESTINGHOUSE SAFE-T-BEAM: Same card held 

side of unshielded headlamp shows the upper streaks of to side of shielded headlamp shows no stray upper light. 

light that now hit fog . . . blind you with glary reflections. Exclusive Westinghouse “GLARE SHIELD” gives driv- 
_ Customers see this test—want new SAFE-T-BEAMS, ers greatest foul weather See-Ability ever. 


LONGER BEAMS, TOO! SEE UP TO 80 FEET FARTHER ON CLEAR NIGHTS 
WITH LOW BEAM ALONEL 


Plus 2/2 Minute Sales Kit! 


Complete sales package! Even includes Everything you need to make double 
special card to convince customers with sales .. . double profit . . . with SAFE- 
2Y%, minute glare test! Displays, stream- T-BEAM! Ask your distributor for 
ers, sales leaflets, merchandising ideas! Westinghouse SAFE-T-BEAMS today! 
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Profit-in 2% Minutes! 
SAFE-T-BEAM 


the only headlamp with the 


~ "2-BEAM GLARE SHIELD” 


PROFIT-BUILDING EXCLUSIVE! 
New Westinghouse “Glare Shield” Gives Best See- 
Ability in Fog, Rain, Snow—with High Beam or Low! 


Cuts off the stray light that rises up from ordinary 


beams and reflects glare back in your eyes from fog, 
rain. Exclusive! Works with high beam as well as low 
the on/y new headlamp that gives you glare protection 
for country driving where you need it most. 


YOU OWN . 
TYPICAL NEW HEADLAMP of other 
SALES EXCLUSIVE! manufacturers! No glare shield over 


ONLY SAFE-T-BEAMS high beam. Notice stray upper light 
SHIELD HIGH still present. 
BEAM TOO! 


you CAN BE SURE...1F ITS 


+ Sheet 


NEW SAFE-T-BEAM HIGH BEAM! Only 
Westinghouse gives the same glare cut- 
off for high as well as /ow beam. Safer, 
surer See-Ability in the country in 
all weather! 


Westinghouse 
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Brief but Significant 





®@ Texas legislators are considering a 
bill to cancel the present oil company 
exemption to the state’s chain store tax 
law, Oil companies owning and op- 
erating service stations now pay only 
an “exception” tax of $5 for the first 
station and $10 for each additional 
one. 

SIGNIFICANCE; The bill would levy 
an annual tax of $826 on each station 
over 50 owned and operated by one 
company. 


@ Bills in the Connecticut and Georgia 
legislatures would prohibit service sta- 
tions and restaurants on limited-access 
highways, toll roads and parkways 
authorized in the future. 
SIGNIFICANCE: The bills would per- 
mit private business to furnish the 
services on adjoining or intersecting 
roads, with signs on the limited-access 
roads marking service areas. 


@ President K. C. Baker has acquired 
sole ownership of J. D. Streett & Co., 
Inc,, marketer of private-brand Zephyr 
oil products in the Central Mississippi 
Valley. Streett also operates 18 barges 
on inland waterways. 
SIGNIFICANCE; The reorganization 
kills recurrent rumors that Streett 
would be sold to a major company. 


® General Motors has sold 259 heavy 
duty tractors with Twin-Hydra-matic 
drive to five for-hire trucking firms. 
SIGNIFICANCE: Truckers are follow- 
ing the passenger car trend to auto- 
matic transmissions, though no oil 
companies or oil transporters have yet 
placed orders, 


@ Military jet fuel requirements will 
increase 20% for the 1956 fiscal year 
(beginning July 1) while over-all re- 
quirements will climb 7%. Motor gas- 
oline will drop 20%. 
SIGNIFICANCE: The jet fuel gain 
will be an advantage to small refiners 
who have limited facilities for making 
aviation gasoline. 


@ Western Oil & Fuel Co, denies that 
it will be purchased by another oil 
company or that it has sold its one- 
third interest in Waterway Terminals, 
Chicago. 


SIGNIFICANCE: Rumors of West- 


ern’s sale have been making the rounds 
for two years. 
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® Union Oil Co. of California has 
announced a $5 million program to 
extract oil from shale amid growing 
indications that the federal govern- 
ment will close its shale oil plant at 
Rifle, Colo. 

SIGNIFICANCE: Union figures shale 
oil as a source of liquid fuel can be 
made competitive with domestic pe- 
troleum. 


@ Two new booklets on motor oil 
prepared by American Petroleum In- 
stitute’s Division of Marketing are 
now in their third print order of 50,- 
000. Called “How to Sell Motor Oil” 
and “Know Your Motor Oil,” the 
booklets are aimed for use at stations. 
SIGNIFICANCE: API uncovered un- 
expectedly wide interest by dealers in 
oil selling, with 1,500 orders in from 
individual stations (although API did 
not encourage small orders). 


@ Three-fourths of all Pacific Coast 
markets have a keen interest in the 
annual Mobilgas Economy Run—and 
a concern for economical operation of 
their own cars—a survey reveals. 
SIGNIFICANCE: The survey indicates 
many prospective auto buyers favor 
economy over the high horsepower 
now being offered by most manufac- 
turers. 


@ After recent cold spells, Lewis Oil 
Co. of Port Washington, N. Y., sent 
mailings to its budget plan customers 
explaining that heating oil deliveries 
might run over budget estimates for 
the year. 

SIGNIFICANCE: If the season con- 
tinues colder than last year, customer 
ill-will may be generated if heating 
oil marketers send out bills in the 
spring instead of refunds—unless cus- 
tomers have been warned, 


@ Three electric power specialists ad- 
vise “more penetrating” research by 
the electric utility industry into its 
own demand. They say there will be 
an acute shortage of conventional 
energy sources in 20 to 50 years, and 
that oil and gas production should 
reach their peak in about 10 years. 
SIGNIFICANCE: The specialists want 
the power industry to set up a research 
organization, with partial support 
coming from fuel suppliers and equip- 
ment makers, 








@ House Merchant Marine Committee 
expects a report soon from the Mari- 
time Commission on the progress of 
experiments for converting reserve 
fleet vessels to gas turbine engines— 
which will burn jet fuel, gasoline, 
kerosine or other fuels. 
SIGNIFICANCE: Gas turbine equip- 
ment should be installed on an experi- 
mental ship by the end of this year. 


@ Oil Heat Assn. of Maryland has re- 
newed its bonus offer to plumbers in 
Baltimore and surrounding towns for 
installation of oil-fired summer-winter 
hot water hook-ups to stimulate com- 
petition with natural gas (NPN, Dec., 
1954). 

SIGNIFICANCE: The plan is being 
reinstituted because of “numerous re- 
quests.” 


@ Bureau of Mines will begin July 1 
to study the feasibility of sending low- 
grade Rocky Mountain coal by pipe 
line to industrial areas. Raw coal 
would be crushed into quarter-inch 
pieces and suspended in water for pipe 
line shipment. 

SIGNIFICANCE: Low-cost pipe line 
coal would mean tougher competition 
for industrial fuel oil. 


@ The one-year service station stock 
loss study begun last Nov. 15 at 50 
Texas stations is progressing better 
and more smoothly than expected, say 
suppliers, jobbers, consignees and 
dealers who are sponsoring it. 
SIGNIFICANCE: The study will give 
a measure of how big evaporation 
losses are at the station level. 


@ Shell Oil Co. and Murphy Corp. 
will build a 16-in. pipe line to carry 
Williston Basin crude 450 miles south 
from eastern Montana to eastern 
Wyoming. The line will connect with 
the Western and Platte lines for ship- 
ment to Shell’s Chicago and St. Louis 
area refining centers. 

SIGNIFICANCE: Shell has postponed 
indefinitely plans to build a refinery in 
the Minneapolis-St. Paul area to proc- 
ess Williston crude. 


@ Standard Oil of Ohio has earmarked 
$48 million for capital expenditures 
this year. 

SIGNIFICANCE: This is the highest 
capital spending figure in Sohio’s his- 
tory. 
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This tag will tie your batteries to 


U.S. Peerless’ Rubber Separators’ 


national advertising 


If you are a maker or merchandiser of bat- 
teries equipped with U.S. Peerless Rubber 
Separators, then be sure to hook one of these 
tags on each battery. The tag will remind 
your customers instantly of the U.S. Peerless 
Rubber Separator ads that appear in The 
Saturday Evening Post. These ads tell mil- 
lions of motorists that Peerless-equipped bat- 
teries are the finest on the market. SO HOOK 
UP TO THESE ADS WITH THIS TAG! 


U> 
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BATTERY SEPARATOR SALES DEPARTMENT 


pric® 


Send for your 


free supply of 
these tags 


@ The tag slips on quickly and easily to the 
battery post. 

@ The tag dresses up the battery. 

@ It can also be used as a price tag. 

@ It gives the salesman more ammunition 
to sell premium grade batteries. 

Write today for your free supply of these 

tags. And read the U. S. Peerless Rubber 

Separator ad in the March 5 issue of The 

Saturday Evening Post. 


UNITED STATES RUBBER COMPANY 


+ ROCKEFELLER CENTER, NEW YORK 20, N.Y. 
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More Cars | 





are factory-equinped 


Over 150 leading manufacturers of cars, trucks, buses, tractors and engines 
now specify FRAM Filters for use on some or all of their products. In addi- i PRAM 
tion, millions of vehicles have been FRAM equipped by their owners. n y 


Result: More than 30,000,000 engines are protected by Fram! offers ALL 


Is it any wonder, then, why so many TBA managers are capitalizing on 


what they call the Fram market? these 


How about you? Investigate Fram for your TBA line NOW! Ask us for 


facts and figures. advantages 


FRAM CORPORATION, Providence 16,R.1!. Fram Canada Ltd., Stratford, Ontario 
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and trucks 








Motorists prefer FRAM more than 2 to /! 

F Ram is standard equipment on more cars and trucks! 

FRaM is custom-engineered for most every engine! 

FRaM is backed by the industry’s strongest, broadest, 

most liberal, unconditional money-back guarantee . . . the only 

guarantee of its kind! OIL * AIR + FUEL * WATER 
Fram Cartridges are protected by work-saving, 


sales-making metal! 


FRAM gives you the most effective advertising- 
merchandising program in oil filter history! 
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Which of these new lube oil additives 


is best for you? 


| 
| 


Du Pont offers ‘v0 polymeric additives designed to increase 
your motor oil sales by keeping engines really clean. 


Facu of these new DuPont lube oil 
additives offers an outstanding opportu- 
nity to increase motor oil sales by adver- 
tising the superior qualities it gives to 
your products, Which one will prove 
more profitable to you depends on indi- 
vidual needs, 
What they do 

As combination detergents and viscosity 
index improvers, these additives overcome 
the sludge problem created by low-power, 
low-temperature, stop-and-go driving con- 
ditions. At the same time, they add to the 
all-around superior performance of the 
oil, Thus, engines operating on multi- 
grade oils treated with one of the new 


E. |. DU PONT DE NEMOURS & COMPANY (INC.) 


Petroleum Chemicals Division * Wilmington 98, Delaware 


8O 


Du Pont polymeric additives and an anti- 
oxidant remain virtually sludge-free and 
operate more efficiently, even after many 
thousand miles of low-duty driving. 
Broad market potential 

With LOA 564 or 565 you can build a 
lube oil that eliminates the harmful ef- 
fects of low-duty dtiving. And, since the 
average motorist drives under these con- 
ditions most of the time, your product 
will have a strong appeal to the majority 
of people. 

Taxi, bus and urban delivery truck 
fleets also represent a big demand for 
motor oils that keep engines clean. With 
LOA 564 and 565 you can manufacture 


Petroleum 


NEW YORK, N.Y 


CHICAGO, ILL 
TULSA, OKLA 


Regional 
Offices: 


8 So. Michigan Ave 

1811 Se. Baltimore Ave 
HOUSTON, TEXAS 
LOS ANGELES, CALIF 


such oils at a lower treating cost than 
with conventional additives. 

Any of our regional offices will be hap- 
py to furnish samples for testing in your 
own motor oils, 


tous Par orf 
Better Things for Better Living 
- « through Chemistry 


Chemicals 


1270 Ave. of the Americas Phone COlumbus 5-234? 
Phone RAndolph 6-8630 

Phone Tulsa 5-5578 
705 Bank of Commerce Bidg Phone Blackstone 1151 


612 So. Flower St Phone MAdison 5-1691 
Richy t W , Ont 


Ner ng 
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JOHN DOE 
12345 SIXTH STREET 
YOUR TOWN PA 


The STANDARD GOHIO) OIL Co. (onie 











PLASTIC CREDIT CARD has IBM master holes in 


bottom half and customer’s name above 


IMPRINTER-PERFORATOR cuts identifica- 
tion holes on invoice from card 


stations —fe] 


CARD AND INVOICE go into the imprinter together. Throw of the lever cuts 
IBM holes from card and imprints name. Plan wes unveiled in February 


Sohio Launches IBM Credit Card System 


Simplan system combines invoicing and customer 


identification for IBM processing in one operation when 


sale is completed at the pump island 


TANDARD Oil of Ohio is in- 

stalling in its stations a new 
credit card plan designed to tie in 
with its IBM accounting system. 

Called Simplan, the new system is 
built around a device that perforates 
individual invoices at the time of sale 
from IBM _ customer identification 
holes in the customer’s plastic card. 

In one operation the device punches 
the identification holes and imprints 
both the customer’s and dealer’s names 
on the invoice. Only the amount of 
the sale is punched at the accounting 
office. 

The vinyl plastic credit cards serve 
as a master copy for imprinting and 
IBM perforation. The imprinting of 
the customer’s name and address is 
done from raised letters in the upper 
half of the card. The holes that guide 


the perforator are in the lower half. 
The dealer’s name and address are im- 
printed from a metal plate mounted 
inside the machine. 

Sohio became the first company to 
adopt the Simplan system when it 
was introduced in the company’s 
Akron division last month. 

It is manufactured by Bobrich 
Products Corp. New York City. 

The company is installing imprinter- 
perforator units in all of its stations 
on a rental basis. 

Advantages claimed for the Sohio 
system are: 

1. Fewer errors in transcription of 
customer’s name and account number 

2. Prompt billing. 

3. Issuing a perforated credit card 
is less costly than issuing books of 
pre-punched invoices. 
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4. The credit cards are 
claimed to be less expensive than the 
metal plates used by some companies 
And the new method produces a per- 
forated invoice ready for IBM proc- 
essing 

5. Customer surveys show that the 
one-piece plastic card will be preferred 
over check-book or metal plate styles 

Other Plans—British-American Oil 
Co., Toronto, was the first to depart 
from the use of conventional credit 
cards by adopting the check-book style 
in 1949, Others now using it are: Gen 
eral Petroleum, Continental, Sun, 
Ashland, Crown Central, Reliance, 
Supertest, Trinidad and Pure 

Standard of California began at 
taching metal plates to credit cards for 
imprinting the invoice in 1951. Metal 
plates are now used by Standard of 
Indiana, Phillips, Humble, Esso Stand 
ard, Imperial, Champlain, Standard 
of Kentucky, American Oil, Pan-Am 
Southern, Tide Water Associated 
(West Coast Div.) and Richfield Oil 
Corp. « 
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BRIGHT INTERIOR, featuring double the light output of other Ohio oil stations, lures night-time drivers. 
Aluminum division bars in windows help accent bright look and illuminated plastic sign acts as flag 


Chrome Puts Sparkle in Ohio Oil Station 


Ohio Oil Co. has its eye on chrome—a top customer- The experiment doesn’t stop with chrome plating 
appeal feature in many fields for years. which covers nearly everything in the station from pump 

And the company has decked out a station with it at nozzles to lifts. The outlet—located on a busy inter- 
Findlay, Ohig. section in Findlay—is being used as a testing site for 

The station equipment has been dressed up in chrome many new innovations in service station equipment, 
for public view as an experiment in attractiveness—and some of which are shown on these pages. 
an expensive one at that. But, say officials, “should the A piece of equipment that passes the test—proving 
chrome hold up and prove economical as well as a __ itself better in day-by-day operation than present equip- 
substitute for paint, it might turn out to be a pro- ment—probably will be recommended to the company’s 
gressive step in station design.” dealers, with or without chrome plating 
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BOOTS of colored plastic on chrome LADY fills thermos bottle from special TRANSPORTS unload at rear of station. 
hose nozzles reduce paint marring spout on polished-aluminum water cooler The station uses remote pumping 
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ANOTHER BID to catch the customer's eye is made with 
this chrome-plated auto vacuum cleaner 


» 
t 


& 
A sa 
ay Sad: 

CHROME also covers this single-post, frame-contact hoist LUBE OILS and greases come from chrome-bonded overhead 

and a double-post unit — installed to compare service hose reels. The car is on the double-post chrome lift 





PLAN to brighten station with chrome even extends 
to funnel used to drain crankcase oil 


NEW IDEA being tested at the Findlay station is this overhead door 
at rear of wash bay, designed to speed service 
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Market Forecast 
A Yearbook Highlight 


Would you like to know what 
the future holds for your busi- 
ness?—~ have answers to ques- 
tions like these? 

© What will be the de- 
mand in 10 years for gaso- 
line? Kerosine? Distillate? 

Residual? LP-gas? Lube 

oils? 

© How many cars will 
be on the road in 10 years? 

© What kind of fuel will 
they require? 

@ What will these cars 
need in TBA? 

© How many service 

stations will there be in 10 

years? 


Well, you won't have to con- 
sult your horoscope or cross the 
palm of a crystal gazer, You can 
get the facts from NPN’s Statis- 
tical and Reference Yearbook of 
Oil and TBA Marketing’, com- 
ing out in May. An exclusive 
10-year forecast will be one fea- 
ture of this year-round reference 
book that will contain hundreds 
of marketing facts and figures. 

Here's just a sample of the 
kind of information you'll get. 

—~A table of degree day nor- 
mals for 68 cities. 

-A list of names, addresses 
and officers of all important 
marketing associations. 

—Cost comparisons and com- 
petitive trends of coal, fuel oil 
and natural gas, 

~—Comparative sales figures, 
premium vs, regular gasoline. 

-~~Motor oil ratios. 

—List of lube oil refiners. 

TBA ratios, 

~A list of TBA manufactur- 
ers and supplier personnel. 

—A list of oil marketing and 
refining company personnel 

——-An estimate of national 
passenger car sales potential. 

~—~Battery date codes. 

—~Data on car breakdowns. 


*The Statistical and Reference 
Yearbook of Oil and TBA Marketing 
will be sent free to all subscribers 
as an extra issue. It will be available 
to non-subscribers from Readers’ 
Service Department, National Petrol- 
eum News, 330 West 42nd Street, 
New York 36, New York. Price $1.00 
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SERVICING new and used cars on a fleet basis gives Houston dealer Joe Grubaugh 
a sideline that has grown into a solid portion of his volume and profits. 


How Dealer Makes Sideline Pay 


IL MARKETERS can give their 

service stations a boost in the 
tough competitive days ahead with a 
sideline that a Houston dealer has 
built into a steady profitmaker. 

Joe Grubaugh, a Conoco dealer 
who washes, lubricates and services 
cars for new and used car dealers, 
looks for substantial increases in the 
business when the auto “selling sea- 
son” begins in earnest next month. 

He now has “working agreements” 
with three of Houston’s new car deal- 
ers and several used car lots. The 
extra business these agreements bring 
in has enabled him to: 

—Boost his gasoline gallonage by 
at least 12,000 gal. monthly. 

Increase his income from service 
work by about $250 to $300 per 
month. 

—Provide service work for his em- 
ployes during lax periods, when there 
is no regular-customer work to be 
done, 

All of this extra gasoline and serv- 
ice work business is handled without 
the need for extra employes or equip- 
ment, 

His station currently washes and 
lubricates 20 to 25 new and used cars 
each week. In addition, the station gets 
10 to 20 used cars from the used car 
lots to wash. Generally, the used car 
lots pass up the lubrication. 

Profit in Gasoline—But where Gru- 
baugh figures he really makes his 
money is on gasoline. 


He gets all of the gasoline business 
of the new car dealers. This “extra” 
12,000 gal. monthly, tied in with the 
14,000 gal. regular business, gives 
Grubaugh a monthly average of 26,- 
000 gal. 

Despite the fact he gives a 2¢ gal. 
discount to the dealers, he figures he 
still makes plenty off them on gaso- 
line, 

“It’s clean money,” he says. “They 
don’t expect us to check their water, 
their batteries, wipe their windshields, 
sweep out their cars, and all of those 
extra services you have to give in- 
dividuals. 

“It takes time to do these little 
extras. And when you are paying a 
man $1 or more an hour, every min- 
ute saved counts.” 

Grubaugh does not polish cars for 
the dealers. Most of those selling used 
cars don’t think it is worth $10 to 
polish one, he says, and he won’t do 
it for less, 

In fact, he prefers to let other sta- 
tions get the polish business, because 
he believes he loses money at $10 
per job. 

But as for washing and lubrication, 
he charges the car dealers the same 
price as he does individual customers. 

“They seldom squawk about it. 
They are willing to pay standard rates 
for the good service we give them. 
And the beautiful part of it is that 
they don’t expect me to work on their 


(Continued on p. 87) 
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On how -Truck 
Event of the Year — 


HOODS UP SHOWDOWN! 


A new type short-stroke engine design is revolutionizing 


truck performance. Ford, and only Ford has it in every model! 


It’s the automotive news of the year! First the 
car industry goes short-stroke V-8. Now the truck 
industry begins to follow suit. Small wonder! 
This new engine design increases piston ring life 
up to 53% . saves up to 1 gallon of gas in 7 


. wore 
BBL Tr, 


Short Stroke power to roll the heaviest loads on long or 
short hauls with amazing speed and economy. New Ford 
F-800 Bic Jos with 170-h.p., Short Stroke Cargo King 
V-8. Max. GCW—48,000 Ibs. Max. GVW—22,000 Ibs. 
Power Steering at worth-while extra cost. 
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. reduces engine friction as much as 33% for 
more usable power... gives longer engine life. 


Ford—pioneer in V-8 truck power—has had 
Short Stroke V-8’s on the road for three years. 
Today, only Ford offers an “on-the-job” 
tested, money-saving Short Stroke engine 

in any truck model you choose . . . with 4 
Short Stroke V-8’s and a Short Stroke Six. 


Look under the hood! Be sure your next 
truck doesn’t have an old-type, long-stroke 
engine that may be outdated before it earns 
its keep. Get the facts at your Ford Dealer’s 
Hoods Up Showdown .. . now! 


FORD 
Triple Economy 


TRUC 


THE 
MONEV MAKERS 
FOR GSE 








| Be 
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Designed 2" lower in overall height. Lighter in weight, yet *Standard 6000 Gallon 
has added strength. Built for extra rugged durability. Meets Single Bulkheads 
1.C.C. and state regulations. 3 Compertment Trenspert 


FRAZIER BRINGS YOU 


NOW peep Dished HEADS 


NOTICE ALL THE FEATURES INCLUDED AT THE LOW PRICE SHOWN ABOVE: 


* 6000 gallons plus calibration * Streamlined skirting 
Frazier tandem . 
18,000 Ib. Standard Forge Axles 
Spoke Type steel wheels with 7.5 rims 
10.00x20 12 ply Ist line tires 
161) "x6" air brakes 1 Basket type tire carrier 


Telescope landing supports 


* Twelve months warranty 


* Painted any one color 


All lines 3” with 2” gate valves Sealed catwalk with full length overturn rails 


SPRINGFIELD BODY & TRAILER CO. 


WAYCROSS & WARE COUNTY AIRPORT + P.O. BOX 921 * PHONE 4410 * WAYCROSS, GEORGIA 
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(Continued from p. 84) 
cars except in our spare time,” Gru- 
baugh says. 

Business for the Asking — Gru- 
baugh’s station is located in a more 
or less business neighborhood. He is 
fortunate in that he is located near 
the three new-car and several used- 
car dealers. 

But there are also other service sta- 
tions in the area. Grubaugh, however, 
has been able to gather in most of 
the business because he’s gone out 
after it. 

He took over the Conoco outlet in 
July, 1945. At the time, most service 
stations in Houston were closing at 6 
p.m., because of the difficulty in get- 
ting station help. 

Grubaugh says he realized that if 
he was going to be successful, he 
would have to stay open later and 
cater to those who would need gaso- 
line when other stations were closed. 

The station was only doing 6,000 
gal. per month when he took it over. 

By staying open (he says he tried 
to close at 10 p.m., but often stayed 
open as late at 2 and 3 a.m.), he dou- 
bled his gallonage the first month. 

But that was about the limit, he 
soon learned. 

There was little neighborhood busi- 
ness. About all he could depend on 
was “passing through” traffic, doctors, 
etc., who had heard that he was stay- 
ing open late. 

Soliciting Begins—This was when 
he chose to go after the car dealer 
business. 

He first approached the sales man- 
agers Of the various dealers, asking 
them for their service work and gaso- 
line business. 

He didn’t get too much business at 
first, partly because of the car short- 
age at the time. But he realized that 
by giving top service to these compa- 
nies, he could keep them later, after 
the end of the war. 

Today, he is not only on “first name 
terms” with the sales managers of the 
car dealer companies, but also with 
the owners of the companies. 

One of the car dealer companies at 
one time installed gasoline pumps, 
and started doing its own service work. 

Grubaugh says he told this company 
at the time that he could do the work 
cheaper, and it would be easier for 
the company to farm it out to him. 
But the company tried it, anyway. 

“But they didn’t try it long,” Gru- 
baugh says. “They soon found that they 
had to tie up a high-priced man on 
the pumps, and they couldn't watch 
their wash and grease labor like | 
can. After a couple of months, I had 
all of their business back again.” @& 
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SPECIAL 
GREASE? 








use ONE Lithium Base Grease 
for ALL Jobs ! 


Oil jobbers, service station owners, fleet oper- 


ators and industrial lubrication engineers are 
discovering the advantages of a single lithium 
base multi-purpose grease . . . a single grease 
that lubricates in the presence of moisture and at 
temperatures ranging from Arctic cold to the 
highest effective lubricating temperatures 

One lithium base grease does all jobs 
inventory is simplified and more profitable oper- 
ation is the inevitable result. 

Contact your supplier for information about 


lithium base grease, or write Foote for details. 


LITHIUM HYDROXIDE 
FOR INDUSTRY 





FOOTE MINERAL COMPANY 
434 Eighteen W. Chelten Bidg., Phila. 44, Pa. 


RESEARCH LABORATORIES: Berwyn, Pa 
PLANTS: Exton, Pa.; Kings Mountain, N.C., Sunbright, Vo 
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What the Regulation 


of Gas Supply Means to 
25,000,000 American Families 


HE FIVE THOUSAND producers of 

natural gas—large and small—believe 
that the free competitive system which has 
increased your gas supplies and kept rates 
low is the best for consumers, for the in- 
dustry, and the economy. 

They believe the proposal to abandon 
competition and clamp bureaucratic con- 
trols on gas production will hurt consumers, 
damage the industry, and benefit no one. 

Here are some answers to questions you 
as a consumer may have on this vital issue. 


What Is This Regulation? 


Sixteen years after a 1938 law was passed, a new 
interpretation of some of its words now forces the 
Federal Power Commission to do what it has eleven 
times refused to do—try to fix the price that an 
interstate pipeline pays the 5000 competing produc- 
ers who find the gas and get it from the ground. 


Will This Regulation Reduce 
Our Gas Bills? 


Hardly. Only about 10% of the average gas bill goes 


88 


to the producer who finds the gas and sells it. The 
other 90% pays for constructing, maintaining and 
operating the long-distance pipelines and local dis- 
tribution systems—already regulated. 


How Will Regulation Affect Supply? 


It will reduce the supply. Most natural gas is pro- 
duced by “wildcatters’”’ and other independents. 
They are used to keen competition and big risks. 
But put them under Federal controls—with permits, 
endless forms, licenses, hearings and suits—and the 
work of exploration is sure to suffer. Three new pipe- 
line projects to bring gas to more consumers have 
been suspended since regulation took effect. 


Hasn’t Gas Always Been Regulated? 


Gas distribution, yes. It makes sense to have only 
one pipeline bring gas to a community—and one 
gas company distribute it in the community. Both 
do a good, efficient job for you, and as monopolies 
they are naturally regulated. 

But there’s no monopoly in finding gas. Far from 
it. Gas production is risky and keenly competitive. 
There are five thousand large and small producers 
looking for gas—and finding it in only one out of 
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every nine exploratory wells they drill. They com- 
pete vigorously to sell their gas. A single pipeline 
may buy from 200 or more producers. 


Is Gas Different from Coal or Oil 
—or Grain? 


It isn’t. And if there’s price-fixing for natural gas at 
the well so can there be next for coal at the mine or 
oil at the well—or lumber in the forest, or grain on 
the farm. 


How Did The Consumer Fare 
Before This Regulation? 


Here’s the record. In the past 16 years natural gas 
production has increased 200% and the price the 
consumer paid for gas has risen only 1/11th as much 
as the general cost of living. 


Do Only A Few Big Companies 


Produce Gas? 


No. The largest 37 companies produce less than half 
the nation’s gas. No single company produces more 
than 5%. The small producers do more exploratory 
drilling than do all the big companies combined. And 
none of the producers has any monopoly, any exclu- 
sive franchise, or any protection. 


What Is The Natural Gas and Oil 


Resources Committee? 


It is made up of companies and individuals con- 
cerned with natural gas. It includes a great many 
large and small gas and oil producers. All believe 
there is no more reason for OPA-like price-fixing on 


gas than on steel, coal, autos, meat, or shoes, which 
could be next. All believe that free competition is 
better for all of us than a price-controlled economy, 
which has historically led to stagnation, scarcity and 
rationing. 


What Can I Do? 


You can reason out the issues, reach your own con- 
clusions, and make those conclusions known to your 
friends and neighbors. 





Under free competition 
without federal regulation— 


@ Natural gas became plentiful—out- 
put rose two hundred per cent in the 
past sixteen years. 


Natural gas stayed reasonable—and 
gas prices to the consumer rose only 
one-eleventh as much as living costs 
in the past sixteen years. 


Natural gas has helped create thou- 
sands of jobs in industry and now 
supplies one-fourth of the nation’s 
energy resources. 


We 


controls threaten all this progress. 


.cumbersome federal 


FOR MORE FACTS WRITE 
FOR THIS BOOKLET NOW! 


You have the right to know the facts about 
this new government regulation 
control of free, competitive 
producers. Send today 

for the booklet, 

“Natural Gas—A Key 
Resource in Jeopardy.” 


a peacetime 





NATURAL GAS 








NATURAL GAS AND OIL RESOURCES COMMITT 


Room 5401, 350 Fifth Avenue, New York 1, N. Y. 


March, 1955 * NATIONAL PETROLEUM NEWS 





OFFER MOTORISTS COMPLETE TIRE SAFETY 
AND EARN EXTRA PROFITS 





Protection Against Blowouts. 
Hood's patented Blowout 
Shield allows air to escape 
slowly if tire is bruised, Driver 
gets a harmless warning in- 
stead of a dangerous blowout. 





~ 


Protection Against Skids. 

Zigzag center ribs and flex- 
ible grip-block in outer ribs 
grip the road from every angle, 
assure full traction and skid 
resistance for the life of the tire 
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WITH THE 


HOOD SAFETY-SEAL “400” 


Protection Against Flats. 
Hood's Puncture Guard Seal- 
ant grips puncturing objects to 
revent loss of air. When ob- 
ject is removed, hole is sealed 
instantly and permanently. 


Bonus Mileage and Comfort. 
The new Hood tread is wider 
than equipment-type tubeless 
tires, puts more rubber on the 
road for extra mileage. Road 
hum and squeal are hushed. 


PUNCTURE-SEALING 
TUBELESS TIRE 


|) ge new Hood Safety-Seal “400” is more than just 
a tubeless tire. It’s a premium puncture-sealing 
tubeless that gives the motorist complete tire safety. Car 
owners need and will buy these extra safety features. 
Your dealers can sell the Safety-Seal “400” at a firm 
price and at a good profit. 


A PRACTICAL, PROFIT-MAKING FRANCHISE 


The Safety-Seal “400” is only one of the profit-build- 


ing advantages of a Hood tire franchise that includes: 
identification . . . seasonal display services . . . training 
aids for both sales and service . . . demonstration kits 
and other selling helps... newspaper mats, radio spots, 
product literature ... a protected territory ... anda 


complete line of passenger car, truck and farm tires. 

The Hood Tire Franchise for petroleum marketing 
is practical. It’s designed for profit! For complete infor- 
mation, write Dept. NH-3, Hood Rubber Co., a Divi- 
sion of The B. F. Goodrich Co., Akron, Ohio. 
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By Marvin Reid 


Price Wars Rage 

Retail price wars in the Southwest 
have cost suppliers, their distributors 
in the field, and service station opera- 
tors a great deal of money over the 
past year and a half. 

But money may not be the only 
loss. Management-dealer _ relations 
have also deteriorated. While price 
wars have not caused all the troubles, 
they have served to bring many of 
them to a head. 

This is especially true in Texas, 
where there is now a big statewide 
dealer organization. 

This group—Texas Service Station 
Dealers Assn.—is young, but it is 
growing in membership month by 
month. And as it grows, it seems to 
become more vocal. 

Right or wrong, the heads of the 
association have made some very un- 
favorable remarks about suppliers in 
general, and two in particular. They 
blame the suppliers for all of their 
price troubles, and they don’t mind 
airing their opinions loudly. 

Coercion Charged—In some cases, 
the dealers have gone so far as to 
charge that certain suppliers have 
tried to force dealers to lower their 
pump postings. 

They now claim that one of these 
majors is attempting to convert all of 
its dealer-operated stations to agent- 
operated ones, so that it can “better 
control prices” at the retail level. They 
charge that this company was unable 
to do this with its stations leased to 
independent dealers. 

So far, the companies have chosen 
to ignore the charges, or at least not to 
comment on them publicly. 

But consignees and jobbers of one 
major supposed to be converting dealer 


contracts to agent contracts say there 
is nothing to the charge—except, 
perhaps, in isolated cases. They say 
that, as far as they know, no such 
move is being made by the company 
on a statewide basis. 

Maybe the dealers are wrong in 
most of their charges. But even if 
they are, it seems that the good will 
being built up among dealers through 
supplier and jobber educational and 
training programs is being torn down 
by price wars. 

Dual Objectives — Besides their 
gripes about who is at fault in the 
price wars, the dealers say there are 
two things they desire above all else 
from their suppliers. 

One is a “decent” margin. And 
most seem to believe anything under 
5¢ gal. should be termed “indecent.” 

The other is longer leases. Most 
dealers are still working on One-year 
contracts, regardless of length of 
service. Most of them think they 
should have at least three- to five-year 
pacts with their suppliers. 

In addition, the dealers’ leaders say 
relations would be much smoother be- 
tween suppliers and dealers if field 
representatives would “pat the dealers 
on the back and ask them to do this 
or do that, instead of ordering them 
around.” 

Other Wars—Texas is not the only 
state in the Southwest pestered with 
retail price wars. Arkansas marketers 
say they are having their share of 
them. In mid-January, wars were re- 
ported in progress at Little Rock, 
Conway and Ft. Smith, plus several 
other smaller cities. Marketers in the 
state generally blame “cut-rate pri- 
vate branders” for the troubles. 

Louisiana, Oklahoma and New 
Mexico were in better shape. Louisi- 
ana marketers, in fact, said they didn’t 
know of a single retail price battle 
going on in the state. 


Wage and Hour Check 


Field men of the Labor Depart- 
ment’s Wage and Hour Division are 
busy in Louisiana again, checking oil 
marketers for possible violations of 
the Fair Labor Standards Act, accord- 
ing to Robert K. Butcher, executive 
secretary of the Louisiana Oil Mar- 
keters Assn. 

Butcher says there has been con- 
siderable investigation, but few actual 
charges lodged against marketers. In 
Texas, where Wage and Hour troubles 
first started several years ago, mar- 
keters report little Federal activity, 
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Humble on TV 


One of the best-guarded oil mar- 
keting secrets in the Southwest was 
Humble Oil’s plan for the closed- 
circuit television program announcing 
its 1955 premium gasoline. Word 
didn’t get out, even among advertis- 
ing agencies, until about four days 
before the program. 


First Aid Classes 

The Texas Co. kicked off a two-day 
First Aid Instructors’ school in Hous- 
ton in January for the company’s 
operating personnel. After the Hous- 
ton school, others were scheduled to 
be presented in Odessa, Port Arthur 
and Wichita Falls, Tex.; Tulsa, Okla.; 
Wichita, Kan.; Centralia and Joliet, 
Ill.; New Orleans, La.; Haddonfield, 
N. J.; Casper, Wyo.; Lewistown, 
Mont.; and Long Beach, Calif. 

The meetings were set by C. A. 
Miller, in charge of safety for Texaco. 


By Leonard Castle 


Jobber Clubs Grow 


Typical of the many local oil men’s 
clubs springing up in various parts of 
the Midwest is the Winona (Minn.) 
Petroleum Credit Assn., headed by 
Independent jobber Harold Doerer. 

The Winona club was founded last 
August and now has a membership of 
12 out of 14 marketers in the city, 
including jobbers and major company 
consignees. 

Although the main purpose of the 
association is to keep a tight rein on 
credits, it also has its social side. 
Monthly meetings provide an oppor- 
tunity for the various competitors to 
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become better acquainted and to dis- 
cuss their mutual marketing problems. 

Membership dues of $10 a year are 
used to hire a Winona oil company 
secretary to keep records and mail out 
monthly lists of delinquent accounts. 

Each marketer turns in a monthly 
list of accounts that have become 
delinquent. There is no specific time 
limit for an account to enter this clas- 
sification—it depends upon the judg- 
ment of the oil man. An account might 
become delinquent in a month if the 
debtor had a poor credit record. An- 
other might not become delinquent 
for three, four, or five months. 

No Sale——-But the point of the plan 
is that no member of the association 
will sell to a delinquent account, even 
for cash, The customer must make a 
satisfactory arrangement with his sup- 
plier before he can obtain oil from any 
other distributor, 

Before adopting this rule, the asso- 
ciation was careful to investigate its 
legality. In doing this they asked for 
an Opinion from J, W. Clark, com- 
missioner of the Minnesota Depart- 
ment of Business Development. Clark 
replied as follows: 

“Just a word of assurance that the 
oil distributors of Winona are well 
within their rights in establishing any 
credit basis which they desire with 
their customers. You are not required 
to sell to any one, and those to whom 
you do sell can be sold on either a 
cash basis or such credit terms as you 
wish to apply. Here’s hoping that you 
sell a lot of your product—and get 
paid for it all.” 

Expansion——-Another new club, the 
Meeker County Oil Men’s Club, was 
organized recently at Litchfield, Minn., 
and anticipates a future membership 
of 150. Additional clubs are planned 
at Worthington and Alexandria, 
Minn., and LaMoure, N. D. 

H. F. Horning, secretary of the 
Northwest Petroleum Assn., a strong 
advocate of local clubs, recently sent 
this message to his membership: 

“A local or county oil men’s club 
will eliminate the great majority of 
your problems. And it will bring you 
benefits numbering in the hundreds, if 
you'll use it right. Every town, or at 
least every county, badly needs a club, 

“We will drop all else and help you 
form it. It will put dollars in your 
pocket and remove edges from your 
nerves, It will make you friends you 
never had before, and you'll have fun 
to boot.” 


Convention Switch 


The Hutchinson Petroleum Club, 
composed of more than 70 jobbers, 
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dealers and major company repre- 
sentatives, was largely responsible for 
shifting the 40th annual convention of 
the Kansas Oil Men’s Assn. from 
Wichita to Hutchinson this year. It 
was the first time in the 40-year his- 
tory of the Kansas jobber association 
that it had met outside Wichita. 

According to Paul Nethercot of the 
Nethercot Oil Co., president, the club 
plans to expand throughout Reno 
County and also is helping to organize 
new clubs in the surrounding area. 
Other leaders include William Oswald 
of OK Service and B. D. Egbert of 
Egbert, Ine. 


Oil and the A’‘s 


Harold E. Purdy, regional manager 
of Standard Oil Co. (Ind.) at Kansas 
City, was one of the civic leaders who 
played an important role in getting 
the Philadelphia Athletics, American 
League baseball team, transferred to 
Kansas City. 

After the major league franchise 
was obtained, Purdy was named chair- 
man of Kansas City’s Baseball Pro- 
motion Committee. His job is to sell 
the Kansas City Athletics by forming 
fan clubs and promoting ticket sales 
in the surrounding territory of west- 
ern Missouri, Kansas, Oklahoma and 
southern Iowa. He ties this work in 
with his regular oil company duties as 
he travels the territory. Purdy is con- 
fident the new Athletics will draw 
1,500,000 fans this year. 

In promoting Kansas City baseball, 
Purdy follows in the footsteps of an- 
other Indiana Standard executive, the 
late J. W. Wilson, who was known for 
years as the Number One Kansas City 
Blues fan. Wilson died suddenly last 
November, just as the negotiations 
for transfer of the Athletics were be- 
ing conducted. He had dreamed for 
years of Kansas City’s becoming a 
major league town, and was so con- 
fident of success this time that he had 
already ordered a season's box for the 
Athletics’ games. 


NPN Chart Circulates 


Some 2,000 reprints of a chart in 
NATIONAL PETROLEUM NEWS show- 
ing how tank wagon drivers can make 
emergency furnace repairs (see NPN, 
Feb., 1955, p. 91) were distributed at 
the Minneapolis convention of the 
Northwest Petroleum Assn. Jan. 27-28. 

NPN rushed the reprints to Min- 
neapolis by air express even before 
the February issue came off the 
presses. The chart was designed by 
Fred Meyer, Grand Rapids, Minn. 
jobber, who is convinced that the oil 
industry's principal answer to the 


threat of natural gas is better service 
for its customers. 

The chart has attracted national— 
and even international—interest since 
NPN first told about it in the Oct. 20 
issue. 

After that issue appeared, more 
than 500 requests for copies were re- 
ceived by Meyer and H. F. Horning, 
association secretary. 

One of the requests came from Dr. 
Skischally of Georg Oest & Cie of 
Freudenstadt, Germany, who wrote: 

“From the October 20, 1954, edition 
of the NATIONAL PETROLEUM NEws 
we have learned that you devised a 
chart explaining simply how an oil 
furnace operates, what makes it go 
wrong, and the remedy. 

“Facing the same problem in our 
own organization, we would appreciate 
your help. Would you be so kind as to 
mail us one or two samples of your 
chart?” 


By William Kearns 


Expansion in Georgia 

The Arkansas Fuel Oil Corp., one 
of three major Cities Service operat- 
ing companies, has announced the 
creation of a Southeastern regional 
sales office in Atlanta, with J. C. 
Taylor, former Georgia division man- 
ager, aS special representative. 

“The purpose in creating the south- 
eastern region,” according to J. A. 
Welch, vice president and general 
sales manager of Arkansas Fuel, “is to 
intensify our business efforts.” 

Specifically, Mr. Taylor will be 
in charge of soliciting new business 
and of broadening the scope of op- 
erations. 

“Sales efforts will be directed to- 
ward acquiring more volume for our 
light oils, motor and industrial oils, 
greases and TBA items, among large 
commercial and governing bodies of 
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dia WHITE 3000 


ORDINARY TRUCKS will do? 


WRIGHT 
COAL: FUEL OIL: come ai 


J 


we! 


. “ 

Here is the White Model 3022 which replaced two ordinary : Ay) LZ f t th tp / 
trucks for Wright Coal & Fuel Co., indianapolis. The 2100 r OO 1/ (A C, ° 
gallon 2-compartment tank equals combined capacity of both 

the trucks replaced. A 





SMART truck operators have a really modern WHITE 3022 PREVIOUS TRUCKS 


way to keep delivery costs under control and 
speed deliveries. 

It's the White 3000, of course! This pioneer 
Indianapolis firm replaced two small trucks 
with one modern White 3000 engineered to 
his exact needs. 





¥ PAYLOAD 2100 GALLONS MUCH LESS 





y WHEELBASE 127A" MUCH LONGER 





Results: Better service to customers, fewer 
refueling return trips, lower operating cost. 

And President Charles P. Wright knows he 
can depend on White mechanical features—he’s 
used Whites in his business for years. 

Why not have your White Representative 
help you streamline your fleet this modern way 
—with the White 3000? 


POWER 


WHITE MUSTANG 


LESS POWER 





FRONT AXLE 


WHITE 116D 


LIGHTER 
CONSTRUCTION 





REAR AXLE 


WHITE 89C 
6.17 to 1 RATIO 


LOWER RATING 





NOTHING LIKE IT! 


Patented Power Lift 














THE WHITE MOTOR COMPANY 


/ land 1, Ohi 
Clevelan Ohio TRANSPORT, TOO! 


For fuel oil and all other 
petroleum services requir- 
ing tank trailers, the White 
3000 has exclusive ad- 
vantages in payload and 
economy you will want to 
hear about. Ask your White 
Representative today. 


FOR MORE THAN 50 YEARS THE GREATEST NAME IN TRUCKS 
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cities, states and federal agencies, 

“The territory will comprise the 
states of Georgia, Tennessee, Ala- 
bama, Kentucky and the Carolinas.” 

Long Service—Taylor is an Arkan- 
sas Fuel veteran who was first em- 
ployed by the Gay Oil Co. of Little 
Rock in 1929. In 1933 he was trans- 
ferred to the Georgia division as spe- 
cial representative. 

He was promoted to division man- 
ager in 1935, 

His assistant special representative 


in the new southeastern office will be 
Jack S. Helton, formerly district man- 
ager in Nashville, Tenn. Helton has 
been with the company since 1950. 

E. Gerald Estes, formerly assistant 
manager of the Louisiana division, 
succeeds Taylor as Georgia division 
manager. 

The Arkansas Fuel Oil Corp.’s mar- 
keting Operations cover 11 southern 
states from east Texas to the Atlantic 
Coast and from the Gulf of Mexico to 
Kentucky. Company headquarters are 


C0) SPRING-MATIC 
LOADERS solve loading 


problems 
over, 
daily— 
Easily! 
Speedily! 


Dependably! 


the world 


MODEL 450-A 
SIZE 
3°’ and 4"' 


Economically! 


Multiple loading with OILCO SPRING-MATIC LOADERS at a large distri- 
bution plant. Three loading platforms, loading from both sides speedily 
and efficiently, handle twelve transports simultaneously. 

Write for Bulletin A-4 


OIL EQUIPMENT MANUFACTURING CO. 


1100 VERMONT AVE., LOUISVILLE 11, KY 











in Shreveport, La., and its Florida 
operations are handled by the Orange 
State Oil Co., a wholly owned sub- 
sidiary in Miami. 


Florida Gas Sales 

Gasoline sales in Florida, spurred 
by increased automobile registrations, 
expanding population, and more 
tourists, have gained 41% since 1950. 
Last year’s sales through 11 months 
were a little short of a billion gal. 
The increase in the past two years has 
been 16%. More gasoline was sold in 
Florida in any 2'/2-month period last 
year than during 1925. Percentage- 
wise, some of the smaller counties 
have gained much more than the 
larger counties, such as Dade and 
Pinellas, which rank high in tourist 
traffic. 


By Cornelius Brodersen 


Turnpike Gallonage Drops 


Although 2.5 million more vehicles 
used the New Jersey Turnpike in 1954 
than in 1953, gallonage on that toll 
road dropped 9.9%, the Turnpike Au- 
thority reveals in its annual report. 
The decline in gallonage was laid to 
the current price war in New Jersey. 
Cities Service stations on the toll road 
kept prices uniform during the year, 
but outlets on adjoining roads offered 
cheaper gasoline, with the result that 
motorists filled up their tanks either 
before going on the turnpike or after 
leaving it. 

Turnpike concessions, the report 
adds, paid $1,826,777 to the TA, com- 
pared to $1,853,880 paid last year. 

Since the turnpike opened, late in 
1951, the state has received $1.6 mil- 


lion on gasoline taxes. 


Jersey Tax Unchanged 


New Jersey plans no boost in motor 
fuel taxes this year, relying on in- 
creased gallonage to up the revenue 
from this tax source. Gov. Robert B. 
Meyner estimates that state will get 
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$64 million in gasoline taxes between 
July 1, 1955 and June 30, 1956. Last 
year, he estimated the state would 
collect $42.5 million by June 30, 1955, 
but the current rate of collections in- 
dicates the total may reach $47.5 
million. 


Tax Hike Faces Fight 


The proposal to hike gasoline taxes 
50% in New York State—from 4¢ to 
6¢ a gal., effective April 1--is being 
opposed by the Gasoline Retailers 
Assn. of New York State and the New 
York Petroleum Industries Commit- 
tee. Currently, directors of the Empire 
State Petroleum Assn. are being polled 
for their reactions, 

Gov. Averell Harriman says the 
higher tax will mean a $61.9 million 
yield, but Alan L. Feinman, president 
of the retailers, maintains the boost 
will cut gallonage in the state by 10%. 

“The proposed increase will give 
every state bordering New York a 
gasoline tax rate advantage that will 
draw motorists from our stations,” 
says Feinman. 

E. D. Cray, executive secretary of 
the NYPIC, predicts that truck and 
bus operators will defeat the plan. 
Originally, he says, the tax boost was 
tied to a $750 million road bond issue 
that was to take effect only if the bond 
plan was approved by voters in the 
November election. 

Gov. Harriman’s program also in- 
cludes upping the state tax on diesel 
fuel from 6¢ to 9¢ a gal. 


Inspection Trouble Ahead? 


The Inter-City Gasoline Dealers 
Assn., Inc., of New York City, sees 
trouble ahead in the city when pleas- 
ure cars are brought to official inspec- 
tion stations beginning May 1 for the 
state’s inspection sticker. 

It thinks there won’t be enough of- 
ficial stations to handle the rush, 
estimating that 90% of the service 
stations in the city will not be eligible 
to qualify as inspection stations under 
present regulations of the Bureau of 
Motor Vehicles. BMV states that in- 
spection stations in cities of more than 
100,000 population, Richmond Coun- 
ty excepted, must have 900 sq. ft. of 
clear space in which to work. For 
Richmond, the space requirement is 
600 sq. ft. 

Most city garages, the association 
says, are storage areas and few do any 
repair work. The dealers hope to con- 
vince BMV that some changes are 
necessary in the space requirements 
so that more service stations will 
qualify. 


Amendment Backed 


The Fuel Oil Distributors Assn. of 
New Jersey is plugging to have the 
Hours of Service Law of 1936 
amended. The law now states that all 
commercial vehicle operators must 
have their drivers keep logs to show 
that drivers and helpers do not work 
more than 12 hours a day. 

The amendment, introduced in the 
Assembly by Majority Leader W. O. 
Barnes, Jr., would exempt commercial 
vehicle owners from the responsibility 


+eFor instance— 
this portion of a com- 
pletely co-ordinated 
Alvey - Ferguson Conveying 


system for handling oil drums and 


barrels. 


of keeping such logs if they confine 
their operations to a 15-mile radius 
from their office or garage 


Gulf Drivers End Strike 


A five-day strike by 150 drivers for 
the Gulf Oil Corp. in Philadelphia 
ended when the management and 
Local 646, Oil Workers International 
Union (CIO) agreed to a 6% pay in 
crease for certain employees; over- 
time pay for Sunday work; a four-hour 
pay guarantee for emergency calls; 


Given the problem of moving a large refinery’s drums and barrels 
more efficiently and economically, Aley-Ferguson engineered an A-F 
Apron Conveying System throughout the filling area—with A-F Air 
Operated Deflectors stationed strategically to divert selected drums onto 
various sections of an A-F Gravity Conveying System to storage and 
shipping docks. Other A-F Conveyors bring the empties from the 


receiving dock to storage and filling. 


Perhaps A-F can help you lower your handling costs. For a discussion 


of latest product-handling methods, write 


without obligation—today 


+++ Write today 


THE ALVEY-FERGUSON CO. 


Disney Street — CINCINNATI 9, OHIO 
WEST COAST PLANT=-760 N. Georgia Street, AZUSA, CALIFORNIA 


The Original 
Since 1901 
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and job protection provisions for regu- 
lar driver-salesmen. OWIU dropped 
its demands for a general 5% wage 
hike. The strike tied up operations at 
Gulf’s bulk plants at Girard Point 
and Glenside. 


Sun Trial Resumes 


Another phase of the government’s 
prosecution of Sun Oil Co. on exclu- 
sive dealing charges will open in Fed- 
eral Court, Philadelphia, on March 
15, when the government will present 
testimony on the company’s Operations 
in the New York and Central mar- 
keting regions. Testimony concern- 
ing Sun’s Western marketing area will 
also go into the record before Sun 
begins its defense. 


Price Wars Continue 


Gasoline price wars along the East 
Coast show no sign of ending. Condi- 
tions remain unsettled, with weekly 
price fluctuations being reported from 
Boston and Springfield in Massachu- 
setts, Providence, R. I., Hartford, 
Conn., and throughout New Jersey. 


Baltimore Tops in Survey 


Baltimore tops Du Pont’s January 
octane rating survey with a premium- 
grade average of 95.5. It replaces 
Dallas, Ft. Worth and Little Rock, 
which reported an octane average of 
95,3 in the October survey. Philadel- 
phia continues to lead in the regular- 
grade rating with an average of 90.3. 
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| Bulk Plant Fire Losses can be 
minimized by the installation 
of Morrison Escapement and 


PROTECT YOUR BULK PLANT NOW. 


Details furnished on request. Y 
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By Don Sweeney 


Dealers Map Drives 


California dealer groups have sched- 
uled at least four separate member- 
ship drives for this spring. Three of 
these are being carried on by local 
organizations. The fourth is that of 
the California Gasoline Retailers, 
which has the bulk of its members in 
the San Joaquin Valley and the Oak- 
land-Alameda area. 

Why does a dealer join a dealer 
group? What appeals does he react to? 
What benefits does he seek? 

Here are two differing opinions of 
men who might be called “experts” on 
dealer group recruiting. Both are 
leaders. Both are dealers themselves. 

Dealer A—‘I think a dealer joins 
an association for the same reasons 
men in any similar lines of work like 
to join trade organizations. First, they 
enjoy each other’s company. They like 
to swap stories about their work. They 
like to get the other guy’s opinions on 
how business has been and is going 
to be. They like to find out about 
other companies’ leases and deals. 

“In other words, they like to meet 
other dealers and keep up with what’s 
going on.” 

Dealer B—‘“‘The only time most 
men in the service station business 
care about a dealer association is 
when under-the-canopy price cutting 
or trading stamps or some other kind 
of giveaway is hurting his business. 
“A guy who’s working 60 or 70 














hours a week on his job doesn’t have 
any time to sit around in long-winded 
meetings. He won't even go to a meet- 
ing if he can avoid it. 

“But when he sees business going 
down the street to another outfit and 
his ex-customers tell him he ought to 
give ‘discounts’ too, then he wants to 
have somebody round up all the other 
guys who are getting hurt and get 
something done. Mind you, he doesn’t 
want to do the rounding up himself. 
He’s looking for another guy to do it! 

“Then, if he’s getting hurt bad 
enough, he'll come to a few meetings, 
maybe pop off a few times about how 
there ought to be a law, and vote for 
all the resolutions. 

“After a month or so the price cut- 
ting will stop, and gradually attend- 
ance at meetings will dwindle. The 
real rub comes when you send out the 
bills for dues. They drop out in a 
hurry, then. 

“As far as these big issues go, like 
over-building and divorcement, the 
dealer doesn’t care until some major 
starts another new station right across 
the street from him. 

“If I went out and talked to a 
prospective member about ‘divorce- 
ment’ he probably wouldn’t know 
what I was talking about, in the first 
place, and wouldn’t care anyway. 

“But if I happen to hit him right 
after his supplier’s ‘merchandiser’ has 
been in to ‘read him off’ about not 
selling enough tires or oil, then I can 
sign him up in a hurry. I just tell him 
we're out to get a law that would 
keep the majors from telling him how 
to run his station, and he’s in!” 

War Refugees When asked at 
what time they first joined a dealer 
association, Dealer A and Dealer B 
both said it was during a local price 
war. 

But Dealer B added one significant 
comment: 

“I’m in this thing for divorcement. 
But if we can’t get that, then I’m for 
calling in that union guy from Seattle.” 

He was referring to Dave Beck, 
president of the AFL Teamsters union. 


New Service Stations 

Tide Water Associated Oil Co. an- 
nounced recently that it plans “a sub- 
stantial number” of new service sta- 
tions for the Southern California area. 
The company is taking no chances, 
apparently, of anyone’s misunder- 
standing its action in closing down its 
small Los Angeles refinery. 

The station expansion program 
should reaffirm the company’s faith in 
the area, 

There are good reasons why Tide 
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Water Associated—and a lot of other 
oil marketers—are interested in this 
part of the West. 

The research department of the Los 
Angeles Chamber of Commerce re- 
ports that one dollar of every $20 
spent in service stations in the u. &. 
is spent in Los Angeles County. 

With more than 2,400,000 cars and 
trucks in the Los Angeles metropolitan 
area, the Chamber feels it has the 
biggest single concentration of vehicles 
anywhere. 


Bright Future—And the story today 
is small, the Chamber's researchers 
report, to what it’s going to be: 

They estimate the population of 
Southern California in 1960 will be 
close to 9 million people and 11.2 
million in 1970. Los Angeles will have 
6.2 million in 1960 and 7.3 million 
in 1970. 

But more significant than 
numbers are the percentages. Between 
1940 and 1960 the Southern Califor- 
nia and Los Angeles metropolitan 


gross 


“Pump liquid materials safely, 


efficiently, economically with 


BLACKMER HAND PUMPS" 


Now you can 
get Blackmer 
quality in both 
rotary and 
piston type 
hand pumps 


The same Blackmer quality control that has brought 


you high quality rotary pumps for dispensing, trans- 


ferring and refueling jobs is built into the new 


Blackmer Fluidmaster hand pump. The Blackmer 


name on any pump is your assurance of top per- 


formance. 





THE FLO. MASTER 


INDUSTRIAL, HAND AND TRUCK PUMPS, STRAINERS, PRESSURE CONTROL VALVES 
BLACKMER PUMP COMPANY, GRAND RAPIDS 9, MICHIGAN 


DIVISION SALES OFFICES 
NEW YORK « ATLANTA «+ CHICAGO « GRAND RAPIDS « DALLAS « WASHINGTON « SAN FRANCISCO 


See Yellow pages for your local sales representative 
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A customer sees your firm in your 





uniforms 
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Make sure they stay neat, even in wet weather— 
Order uniforms made with ORLON 


Rainy days can’t spoil your uniforms’ smart appearance 
and the impression they make on your customers— with 
“Orlon”’ on the job! “Orlon”’ acrylic fiber helps give uni- 
forms a lasting neatness that stormy weather and all- 
around hard wear leave practically wrinkle-free. Men on 
the job report these uniforms can really “take it,”’ that 
they give long, hard service. ““Orlon’”’ helps give them 
added resistance to battery acid, too! 

And their upkeep costs less because they are washable! 


Above: Washable uniform of 90% “Orlen” and 10% rayon by the Lion Uniform Co. 


ACRYLIC FIBER 


Yes, thanks to “‘Orlon’’, regular-weight, year-round uni- 
forms now can be washed at home, require little or no 
ironing. This makes it easier for the men at the pumps to 
look their best every day. For complete information, 
check your regular supplier 

or write for descriptive 

folder. Du Pont Company, 

Room 2522, Nemours Bldg., ne cger 


Sey BETTER THINGS FOR BETTER LIVING 
Wilmington 98, Delaware. _ . « THROUGH CHEMISTRY 


Du Pont mokes fibers, not fabrics or garments 


“Orton” is Du Pont's registered trade-mark for its acrylic fiber 
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== regions 


area population will have more than 
doubled. 

Lumping the 11 western states pop- 
ulation-wise, the researchers found 
that Southern California has today 
32.7% of that region’s people. Los 
Angeles has 24%. 

By 1960 Southern California will 
have 34.3% of the 11 western states’ 
people. 

Marketing executives, puzzling over 
the western market, would do well to 
have special maps drawn for their 
office walls. The Mercator projection 
could be abandoned and the areas 
scaled to population size, rather than 
distances. This would put Los Angeles 
in the whole area occupied by Califor- 
nia, and most of Arizona and Nevada. 

Should be a real aid to clear think- 
ing about the ever-present oil market- 
ing problem how much money 
should be put where? 


Union's Credit Plan 


Union Oil Co. of California has 
what it believes is the world’s largest 
credit card accounting system under 
one roof. The installation is in its 
Central Territory Marketing Office, 
San Francisco. 

A total of 475,000 credit card ac- 
counts are handled in the giant office, 
and its importance to the company 
can be gaged by the fact that these 
accounts represent about $100 million 
worth of sales. 

Each day about 80,000 invoices 
flood into the office. Handling them 
is almost entirely mechanized, with 
the data on the original invoices from 
service stations being transferred to 
key-punched cards. These are handled 
by IBM machines at the rate of 2,400 
per hour. 

Union officials surveyed a _ large 
number of credit card systems before 
consolidating credit work in San Fran- 
cisco in 1953. They watched sales 
while grappling with the tremendous 
clerical problems such a credit sys- 
tem presents. 


Natural Gas 


Just completed is a natural gasoline 
plant 25 miles south of Fort Morgan, 
Colo., to extract liquid petroleum 
products from natural gas from three 
Adams and Washington County oil 
fields. The plant was built by eight 
companies operating the Little Beaver, 
Badger Creek and Bob Cat fields. 

Western States Refining Co. of Salt 
Lake City is building another natural 
gas extraction plant at Farmington, 
N. M. It will produce about 500 b/d 
of liquid products. 8 








Arrangements have been made through the undersigned for the sale of these securities 
privately for investment. They have not been and are not being offered for sale 
to the public. This announcement appears as a4 matter of record only. 


$7,500,000 


General Gas Corporation 


4% Sinking Fund Notes 
Due January 15, 1970 


Kidder, Peabody & Co. 


January 28, 1955. 

















FILL-RITE 
Double Acting HAND PUMP 


Before you buy—check these Features 


IDEAL PERFORMANCE— 
Double acting for steady flow and high capacity. High vacuum for 
self priming. 


LONG LIFE— 
Corrosion-resistant all metal construction. Aluminum housing, 
stainless steel shaft, brass valves. 


SERVICEABILITY— 

Built-in strainer to insure clean fuel. Easily disassembled to clean 
strainer. You do not disturb piping—just remove cover bolts and 
shaft pin. Pump flow can be reversed by removing pin in shaft and 
rotating piston 180°—no need to disassemble pump. 


SMOOTH EXTERIOR— 
Smooth fines give the pump eye appeal and allow easy exterior 
cleaning. 


LOW COST— 
The simple design and quality workman- 


ship provide low initial cost and low 
long-range operating costs 


Call your FILL-RITE distributor or write 
direct to factory for literature and prices 


OSSIAN ENGINEERING 
COMPANY, INC. 
OSSIAN, INDIANA 
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BUTLER gives you 


This 1000-gallon truck tank has a 49x46-inch open 


rear compartment that will carry four full barrels 

NW! or an equivalent load of other products. You can 

use it to carry extra merchandise on your routes 

ad CARGO —a big sales help. Or, you can use it for those 

Saves the cost of owning a separate dozens of odd pick-up jobs you must do. The But- 
pick-up truck! ler Cargo truck tank has double bulkheads, fits 


an 84-inch CA truck, has cabinets on both sides. 


Here’s a new addition to the popular routemaster 
line—a 1500-gallon tank that will fit an 84-inch 


} CA truck. The big capacity saves miles of back- 
tracking. The shorter truck saves money and is 

NEW. ROU T E M A ST E R easier to maneuver in congested areas and in your 
SHORT 15 bulk plant. 1000 and 1200-gallon sizes to fit 

84-inch CA trucks and a 1500-gallon size to fit 

—dgives you 1500 gallons on an 102-inch CA trucks are also available. All Route- 

84-inch CA truck! master truck tanks have double bulkheads, full 


width bucket box, enclosed side cabinets and hose 
tubes opening into both cabinets and bucket box. 
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--- with NEW truck tanks that are route-matched to 
reduce time and miles on your routes. 





tf The 1000-gallon, 5-compartment Scotsman is an ideal general 

purpose tank. Its 1000-gallon capacity, short length (84”C.A.) 

e SCOTSMAN and trim design save weight and dollars, and make the Scots- 

Vv 200, yet get every necessar man easy to handle. Yet, the Scotsman has double bulkheads, 

Save $ ry d 3 7 Y plenty of space for barrels, packages and TBA items—and 
quality feature! many other quality features. 


Get the free booklet on how Butler Route-Matched truck tanks can 
cut backtracking, save miles and help you deliver more gallons a day. 
Call your Butier representative or send coupon today! 


loa taomstaens tanned iamesiaetioetetaentien tient onesteneteneieeetenteeteeteetieteeteteetentetetetey 


BUTLER MANUFACTURING COMPANY 


7454 East 13th $1, Kansas City 26, Missouri 
954 Sixth Ave., $.6., Minneapolis 14, Minnesota 
913 Avenue W, Ensley, Birmingh 8, Aleb 


Dept. 54, Richmend, California 





Short 15 and other Routemaster models 


Manufacturers of Oll Equipment © Steel Buildings 
Farm Equipment * Dry Cleaners Equipment 
Special Products 


Nome 
Address 
Firm 
Factories at Kansas City, Mo. « Galesburg, Ill. « Minneapolis, Minn. City 
Richmond, Calif. + Birmingham, Ala. + Houston, Texas 


| 
| 
| 
| 
| 
| Send me free booklet and information on the 
| 
| 
| 
! 
| 
| 
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is for 
Faster-Selling 
petroleum products 


Sify Yoo of Sailor Made Sachaging 
CONTINENTAL (, CAN COMPANY 


Eastern Division: 100 E. 42nd St., New York 17 
Central Division: 135 So. La Salle St., Chicago 3 
Pacific Division: Russ Building, San Francisco 4 


102 








Few packages can match the sales appeal of Continental's 
“F” style cans. Their sturdy, easy-to-use construction 

is a selling point in itself, When our master lithographers 
add color and design, your polishes, waxes, etc. 


are groomed for success in heaviest competition. 


As for deliveries, you name the date. Tailor-Made Package 
Service guarantees all the “F” style cans you need, in sizes 
from four-ounce (spout top) to gallon, at your convenience. 
Continental research and engineering services are 
available to help you with any problem, large or small. 


Why not see what “F"’ style cans can do for your 
petroleum product? Simply phone your nearest Continental 


office. It will be a pleasure to talk with you. 
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Jobber Uses Mortgage to Cut Credit Loss 


N INDEPENDENT oil jobber- 

ship in rural Nebraska has cut 
credit losses to the bone despite the 
fact that its farmer customers must 
buy their oil on credit because of their 
seasonal income. 

The tool Nebraska-lowa Oil Co., 
Blair, Neb., uses to keep the lid on 
loss is a chattel mortgage that the 
farmers must sign on their machinery 
if their accounts are more than 90 
days old. 

The company has more than 6,000 
farm accounts in east-central Ne- 
braska and west-central Iowa, supplied 
from 21 bulk plants. Yet the com- 
pany’s loss on charge sales last year 
was .00041%; in 1953 it lost .00017% 
and in 1952 the loss was .00068%. 

The dollar loss in 1954 was $5,139; 
in 1953 it lost $2,619 and in 1952, 
$739. This was on the sale of about 
4 million gal. of product to farm cus- 
tomers. 

This record is the result of careful 
planning on the part of Nebraska- 
Iowa’s three top officials—Clarence 
Hoppel, president and treasurer, A. W. 
(Art) Johnson, executive vice presi- 
dent, and Roy I. Anderson, vice 
president in charge of credit. 


THE PREPARATION 


The groundwork is laid during Jan- 
uary and February, when farm deliv- 
eries are at their lowest point. During 
those months, Hoppel and Johnson 
drive into the countryside calling on 
prospective customers, and old ac- 
counts as well. 

First they tell about the service 
Nebraska-lowa is prepared to provide 
its farm customers: 

The company operates 24 farm 
trucks from the 21 bulk plants. This 
means that every farmer in the com- 
pany’s marketing territory is close to 
a bulk plant and is assured of regular 
and speedy delivery. 

Each farm truck salesman follows a 
regular schedule so that he calls upon 
each farm customer on the same day 
each week, whether the farmer needs 
any product or not, 

This enables the driver to keep in 
constant and friendly touch with every 
customer. He chats about the crop 
outlook, asks about the children. If 
the farmer needs any special service 
from Nebraska-lowa, the salesman 
learns about it. 

During these mid-winter discus- 
sions, Hoppel and Johnson also stress 
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the high quality of the Socony-Vac- 
uum products they distribute. 

Then they take up the matter of 
credit. Carefully and in complete de- 
tail, they explain the company’s credit 
policy so that the farmer knows ex- 
actly what to expect. 

The company will carry a farm ac- 
count for 90 days but that’s the limit 
If the farmer can’t pay up at the end 
of 90 days, he is required to sign a 6% 
chattel mortgage to carry him into the 
fall when his crops are harvested 


THE RESULT 


In actual practice, this is the way 
the mortgage program has worked 
out: 

Very few farmers refuse to sign the 
chattel mortgage if they can’t pay up 
at the end of 90 days. This is par- 
ticularly true since they knew well 
ahead of time that this was an integral 
part of their understanding with 
Nebraska-lowa. 

Most farmers, in fact, are glad to 
sign the mortgage because it extends 
their credit into the harvest season 
when they'll be cashing in on their 
crops, 

About 95% of the mortgages are 
taken on farm machinery at 50% of 
its value. During an average year, 
the company will take about 300 
mortgages amounting to $600-$700 
each, for a total of about $200,000 

The company finds it necessary to 
foreclose about five mortgages per 
year. It never has failed to get its 
money from the machinery it took 
over and sold. 

If a delinquent farmer refuses to 
sign the mortgage, his credit is cut 


fi 


off immediately and he’s put on a 
strictly cash basis. If the farmer starts 
buying his oil from another supplier, 
Anderson, who is a lawyer, steps in as 
credit manager and files a law suit. 

None of the delinquent accounts 
are turned over to an outside agency 
and Anderson receives a commission 
on the back accounts he succeeds in 
collecting. 


THE RECORDS 


All of the farm credit records for 
the 21 bulk plants are kept in the 
main office at Blair. Once a month 
the bookkeeper makes up a _ report 
sheet for each driver listing the status 
of the various farm accounts. 

Under a column headed “Remarks,” 
the driver is given a quick picture of 
each account. 

A typical sheet carries such com- 
ments as 

“No payment since June COD 
(cash on delivery)”; “Paid $94.61 in 


September”; “Last payment in July”; 
“No-good check”; “Promised payment 
for corn”; “Charged from May on 
Slow.” 


If a farm truck driver continues to 
extend credit to a customer who was 
put on a cash basis, the company de- 
ducts the amount of the credit from 
the salesman’s pay check. So it isn't 
often that a driver violates the com- 
pany’s credit rules 

Nebraska-lowa operates three trans 
ports that deliver products from the 
Socony-Vacuum terminal in Omaha, 
25 miles from Blair, to the various 
bulk plants and some of the 46 service 
stations it supplies in an eight-county 


area & 


pe 
gilt 





BULK PLANT of Nebraska-lowa Oil Co. is one of 21 spotted in the company’s market- 
ing territory throughout east-central Nebraska and west-central lowa 
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DAIL! 


“Yow get 
speed, 
safety, — 





economy 


when you get 





EVER-T 
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QUICK 
~ COUPLINGS 


Ever-Tite Couplings 
give you connections 
that are always 
tight...safe...fast. 


No sliding 
rings; absolute 
tightness is pre- 
determined in 
manufacture by 
positive gasket 
compression. 


You just slip the 
coupler over the 
adapter, and close 
the handles. 

If you want to make 
it fast, make it 
Ever-Tite—the first 
choice where per- 
formance is the first 
consideration. In 


stainless steel, bronze, 


aluminum, steel and 
malleable iron. Ask 
your distributor now 


254 West 54th Street 
New York 19, N. Y. 


EVER-TITE COUPLING CO. a 
: fs EVER-TITE 






EVER-TITE 
Standard 
Adapter and 
Coupler 















Adapter and 
Coupler 
for 
Tank Car 
Unloading 


EVER-TITE 
Coupling 
Elbow and 
Check Valve 
Unit 
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“If we don’t get 11% or 12% of 
the western market (five western 
states) in the next five years, our presi- 
dent is going to be on our necks.” 
P. E. ALLEN, national marketing 
vice president, Tide Water Associated 
Oil Co. 


Ph 


“Why do official state reports deny 
road-tax diversion in documents de- 
signed to promote a gasoline tax in- 
crease, but admit such diversion in 
official reports to the U. S. Bureau of 
Public Roads?” E. D. CRAY, execu- 
tive secretary, New York Petroleum 
Industries Committee. 


“The cost of an automobile tire per 
100 miles of service went down from 
87¢ in 1910 to less than 5¢ in 1947.” 
SAMUEL B. PETTENGILL, legal 
department, Pure Oil Co. 


“We deplore the present tendency 
to levy the traditional and automatic 
gasoline tax simply because it is easy 
to collect. It is time the public recog- 
nized this as a concealed sales tax.” 
Joint statement by Texas Oil Jobbers 
Assn., Petroleum Marketers Assn. of 
Texas and Texas Service Station Assn. 


“Cars 19 ft. long, weighing two 
tons, are used to run a 118-lb. house- 
wife three blocks to the drug store for 
a two-ounce package of bobby pins 
and lipstick. | predict there will be a 
smaller percentage of these ‘mecha- 
nized dinosaurs’ in the American 
driveways of the future.” GEORGE 
ROMNEY, President, American Mo- 
tors Corp. 


e? 


“Many jobbers are confused over 
the business judgment of those who 
will sell a few thousand gal. of gaso- 
line per month to a commercial ac- 
count at 3¢ gal. less than they will 
charge one of their branded dealers 
selling 10 times that amount.” OTIS 
H. ELLIS, general counsel, National 
Oil Jobbers Council. 


1] 


“There is in this nation, principally 
in Texas, a reserve or shut-in oil pro- 
ductive capacity of about 2 million 
b/d, To the extent that this results 
from excessive imports, the health 
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' What they're saying 





and vigor of the industry is jeopard- 
ized.” JACK WOODWARD, presi- 
dent, Texas Independent Producers 
and Royalty Owners Assn. 


e® 


“I believe the impact on our indus- 
try (of commercial atomic power) will 
be negligible over the next 20 to 25 
years.” DR. ROBERT E. WILSON, 
board chairman, Standard Oil Co. 
(Indiana). 


) 


“This association includes in its 
membership at least three levels of the 
purchase and sale of oil products. We 
know the integrated and independent 
segments of this industry are interde- 
pendent. The better we know each 
other, the more we will progress to- 
gether.” WESLEY E. DOWNING, 
president, Independent Oil Men's 
Assn. of New England. 


oe? 


“Competition for the customer’s 
dollar will continue to become more 
intense. The salesman who delivers 
good service will be the one who 
survives,” J. J. NEMETH, sales pro- 
motion manager, Continental Oil Co, 


“Great new advertising truths and 
techniques are waiting to be uncov- 
ered in marketing research, This in- 
volves buying patterns, sales ap- 
proaches, matching media _ with 
markets, budgeting, forecasting and 
measuring results.” M. A. MATTES, 
advertising manager, Standard Oil Co. 
of California. 


oe? 


“Western Canada is now in that 
youthful stage of development of an 
oil and gas industry where pressure of 
great production potential brings on 
an almost overpowering desire for 
market outlets. Temptation to sub- 
sidize or otherwise force growth of 
uneconomic enterprise becomes great.” 
HARRY W. BASS, president, Texas 
Midcontinent Oil and Gas Assn. 


“Fuel oil imported from Venezuela 
has been only a minor factor in the 
decline of the coal industry.” HAR- 
OLD W. HAIGHT, president, Creole 
Petroleum Co. 





COLONEL DRAKE 
would be amazed! 


When Colonel Drake drilled the world’s 
first successful commercial oil well in 
Pennsylvania back in 1859, he could not 
possibly have realized that he had found 
in abundance a crude oil of such rare 
quality. Many thousands of oil wells have 
been drilled all over the world since then, 
but still no crude oil has been discovered 





equal to that from Pennsylvania oil fields. 





Today, with the exacting needs of modern motors, 





and with the chemical additives that are being 
POST 


COLLIER’s 
ments, it is more important than ever to stress TiMe 
F 

ARM JOURNAL 


used to help motor oils meet their special require- 


this plain truth to all your oil customers... 


Today's BEST Oils 


sta rt with these leading Publications. 
Nature’s BEST Crude 


---and that means PENNSYL VANIA 





Made from 
PENNGYLVANIA GRADE CRUDE OIL ASSOCIATION — - Oll City, Pennsyivania 
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batteries are on the job 


--EVERY TIME 











































Meee se) tse?) eke & GLOBE-BUILT BATTERY 


The battery performance that helps save 
lives in emergencies . . . that saves dollars 
for heavy machinery users .. . also wins 


sales for Private Label Marketers! The use 
of Globe batteries in petroleum powered vehicles of 
every type is a real tribute to the reliability — the 
durability — of famous Globe batteries. 

This battery performance automatically pays off 
for men who market Globe batteries under private 
labels. It adds up to a quality and performance story 
that wins more sales, year after year. 

Every Globe battery is the result of continuous 
product research and development ... plus the finest, 
most scientific methods of manufacture . . and years 
of building batteries for autos, trucks, heavy ma- 
chinery, army tanks. 

These are only a few of the reasons why batteries 
by Globe can serve you so well. The nearness of 
Globe field representatives . . . the films and sales 
aids available . . . the fast service you get (on any 
size order) . . . make Globe batteries best for you. 

Let these facts be your guide to the kind of bat- 
teries you sell. Always feature Globe-built batteries 
... the batteries that are built better to serve better! 


GLoBE-UNION INC. 


_ MILWAUKEE 1, WISCONSIN 


FOR FAST SERVICE THERE ARE 16 GLOBE BATTERY PLANTS — 
ATLANTA, GA. * BOSTON, MASS. + CINCINNATI, OHIO * 
DALLAS, TEXAS + EMPORIA, KANSAS * HASTINGS-ON-HUDSON, 
N. Y. * HOUSTON, TEXAS * LOS ANGELES, CALIF. + MEMPHIS, 
TENM. © MILWAUKEE, WIS. + MINERAL RIDGE, OHIO + 
OREGON CITY, ORE, * PHILADELPHIA, PA. * REIDSVILLE, N. C. 
SAN JOSE, CALIF, * AJAX (TORONTO) CANADA. 
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TRUCKLOAD OF TIRES for a Standard station in Joliet division 
carries sign telling destination of the tires 


tires—batteries—accessories — fj 


EMPHASIS on mass displays is a part of Joliet division's varied 


campaign to push TBA sales at stations 


How Major Company Division Sells TBA 


Its formula is a steady diet of contests, credit 


plans, mass display, service and strong promotion 


RAINING in tubeless tire service 

is the highlight of dealer meetings 

this month throughout the marketing 

territory of Standard Oil Co. (Indiana). 

Some of the most intensive sessions 

in this new skill for dealers will be 

held in the Joliet, Ill., division, Indiana 

Standard’s top example of how to 
realize TBA’s sales potential. 


In the past 14 years, the Joliet divi- 
sion—under the direction of TBA 
Specialist K. C. Meinzer—has racked 
up a gigantic 1003% gain in dollar 
value of accessory sales. Tire sales 
have jumped 310% and battery sales 
follow with a 292% increase. 

How is it done? 

e Sales contests to spur on both 





Why Dealers Need TBA 


Indiana Standard’s marketing de- 
partment feels that dealers should 
promote a vigorous TBA program for 
two reasons: 

1. To provide needed services to 
the customer. 

2. To gain greater dealer profits. 

Most dealers today cannot make an 
adequate profit without the help of a 
well-rounded TBA program, the com- 
pany says. And they can’t maintain 
their gasoline volume without TBA 
because customers tend to trade at 
stations where all their service needs 
can be handled. 

One marketing executive stated the 
company’s TBA policy in these words: 

“The prime goal in the marketing 
of TBA is that of making the service 
station business more profitable and 
attractive to the dealer. 


“We recognize that in today’s com- 
petitive market, the dealer who tries 
to exist on gasoline and motor oil 
sales alone faces a difficult problem. 
Profits in station operation are not 
commensurate with the long hours of 
operation required. 

“As a consequence, we designed 
our TBA program toward this goal: 

“We are not interested in truck 
tire sales to fleets, or in sales of ap- 
pliances or gadgets, or of tools and 
equipment, except as we can develop 
and make available the best possible 
tools at reasonable prices to ailow our 
dealers to equip themselves to pro- 
vide superior service to the public.” 

Standard Oil Co. (Indiana) markets 
its TBA directly to its dealers, unlike 
companies that handle TBA through 
their jobbers and commission agents. 
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dealers and salesmen. A group fishing 
trip is a typical grand prize. 

e The concept of credit financing 
as an integral part of TBA selling 
Many customers who can't afford cash 
will buy a new set of tires if they have 
several months to pay the bill 

© Mass displays as a constant cus 
tomer reminder, 

® Proper tire servicing to build 
good will and confidence. Standard 
backs up the dealer's authority to 
make on-the-spot adjustments 

e Promotion of TBA by dealers 
through vigorous advertising——news- 
papers, radio, television, handbills, 
driveway posters and road signs. 

The Meetings Meinzer has two 
mottos for a dealer meeting: “Keep it 


WINNING DEALERS in TBA sales contest 
get fishing trip as prize 
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Attaches to airline, fits the hand. Dial the 
pressure, get it automatically — fast, easy 
one-hand operation. You can alr a set of 
tires in seconds — even in the dork! 


New NELSON Equamatic 
TIRE INFLATOR 


@ RUGGED FORTRESS WALL — thick 

\ pressure-cast aluminum body pro- 
\tects parts ~ dropping, banging 
\won’t hurt it! 


e/RUGGED REGULATOR SPRING 
— extra-heavy gauge; stays accurate, 
dependable for years! No cartridges 
to buy, no returning to factory for 
calibration ! 


END GAUGE TROUBLES NOW. 
Modernize with NELSON auto 
matic inflation for as little as $14.95. 
Liberal trade-in allowance — see 
your jobber or send coupon now. 


5 Messe send literature and prices 


1 NAME 








1 ADDRESS 








BarmorivE 


PRODUCTS INCORPORATED 


440 PERALTA AVENUE 
SAN LEANDRO, CALIFORNIA 
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small” and His 
reasoning is: 

—Intimacy and dealer participation 
develop in small groups of 10 to 15. 
A large meeting becomes a lecture 
session. 

—-Too many subjects breed confu- 
sion. Dealers fail to grasp and retain 
the information. 

So Meinzer cuts the number of 
dealers in a group and raises the num- 
ber of clinics. Each group meets three 
or four times, covering only one or 


“Keep it simple.” 





Tubeless Tire Repair 

Here are Indiana Standard’s rec- 
ommendations and instructions for 
proper servicing of tubeless tires: 
Types of tubeless tires 

e Regular, non-puncture _ sealing 
type. No tacky semi-cured sealant to 
pose balance problems. Makes use of 
a smooth, relaxed butyl lining to 
impede the release of air around punc- 
turing object. Tire producers estimate 
this feature will eliminate more than 
50% of road blowouts and flats. 


Recognizing tubeless tires 

e The word “tubeless” should ap- 
pear On Outside of casing. 

e The rigid valve stem, attached to 
wheel rim. 

© Inside of casing is either tacky or 
smooth-surfaced instead of coarse as 
with regular casings. 

Types of valve stems 

® Metal-stem valve, which is 
tightened to rim by a flange nut assem- 
bly. It may be used for both round 
and oval holes in rim. 

@ Rubber-stem valve, used in re- 
placements where valve stem hole in 
rim is round. 

Repair methods 

@ Dough and rubber repair plugs 
(recommended by some tire manufac- 
turers) do not meet Atlas specifica- 
tions. Tests prove seal is not perma- 
nent in too many applications. 

e Atlas recommendations: 

e Punctures up to %-inch, use 
small round two-way patch or either 
a chemical or electrical hot patch. Hot 
patches difficult to use with tires con- 
taining puncture sealant. Sealant must 
first be removed from injury area by 
sciving. 

e Punctures up to %-inch, 
medium round two-way patch. 

e Punctures over %-inch, sectional 
vulcanization. 

Repair precautions 

e Use mechanical tire changer in 
dismounting and mounting tubeless 
tires whenever possible. 

e Use care in getting the tire bead 


use 


two subjects at each session. These 
are some of the things dealers learn 
about in a year of meetings: 
Budget plan selling. 
MercLandising displays. 
Servicing TBA items. 
Spotting sales opportunities. 
Dealer advertising. 
How to sell used tires. 
¢ Bookkeeping for a profitable op- 
eration. 
Sales Contest 
(Continued on page 112) 


Meinzer has been a 


CLINIC in tubeless tire repair is held by 
K. C. Meinzer, in white coat 


over the rim flange to prevent damage 
to bead-seat and sealing ridges. Use 
rubber lubricant on bead to assist in 
this operation. 

@ Do not use hammers or rubber 
mallets of any type. 

e If tire irons are used, make sure 
that irons are free of sharp edges or 
burrs, and take small “bites,” not to 
exceed six inches. 

Tire mounting precautions 

e Make sure rims are clean, free 
of rough spots, and not dented. 

e Tighten loose rivets, using ball 
peen hammers. 

@ Seal questionable 
bonding cement. 

@ Make sure balance dot is above 
valve. 

e Use tire mounting band to set 
tire beads into position at the rim 
ledge, for best results. 

Inflation and test precautions 

e On safety rims, inflate slowly 
until beads seat. This should not ex- 
ceed 20 Ib. 

e After beads are safely seated in- 
flate to 50 Ib. and test entire assembly 
in test tank. 

@ On diaphragm-type tubeless tires, 
inflate with short blasts of air, to pre- 
vent bursting of diaphragm. 

e Deflate to recommended pres- 
sure, 

@ Keep air compressor free of 
water to prevent rusting of rim. 


rivets with 
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UNRESTRICTED FLOW 


PHILADELPHIA 


mean 
fast 
deliveries 





‘ 

Save time at the delivery point, and 
you save money.” That is the con- 
sensus of tank truck operators every- 
where, and it is one of the many ad- 
vantages of Philadelphia Hose Reels. 





\ Aligning Ball Bearing Ball Bearings 


\ r Seal 
: A Pipe 

















- Spokes for Drum—-- 











SECTION THROUGH REEL 





Unrestricted passageway is clearly 
shown on the sectional view of the 
spindle and seal. Note the long radius 
curvature of the elbow, free from re- 
striction. A self-tightening Neoprene 
seal is used. It is tight at high or low 
pressures and will run for many years 
without any signs of wear or leakage. 
Note that the ball bearings for the 
spindle are outside the passageway 
and not in contact with the fluid. 


The actual fact is this: when a re- 
stricted flow reel is replaced with a 
Philadelphia Hose Reel, the resulting 
full flow means faster delivery —without 


changing either the pump or the hose. 


Philadelphia Reels are light in weight 
and are built like a fine automobile. 
All parts are made of steel, malleable 


iron or bronze (no cast iron is used). 


All shafts and bearings are equipped 
with ball bearings with hardened and 
ground races. Seven ball bearings are 


used on each reel. This means the reel 


HOSE REELS 


will last many times longer than one 
equipped with plain bearings. 


Prices No Higher. Quantity produc- 
tion of standard parts, plus many 
years of experienc cS. enables us to 
build these high-grade reels at prices 
competitive with and in many cases 
lower than other makes. Philadelphia 
Hose Reels are made in all sizes from 
1” to 3” with hand or power drives 

Under- 


electric, air or hydraulic. 


writers’ approved explosionproof 
motors when required (any voltage). 


Send for Bulletin No. 171. 


PHILADELPHIA VALVE COMPANY 


2497 TARIO 


DS ¢ % & oF 


PHILADELPHIA 34, 


Manufacturers of Reels & Valves since 1922 


Pacific Coast Distributors: 
Oil Marketing Equipment Co., 325 Fremont Street, San Francisco 5, California 


Howard Supply Co., 5125 Santa Fe Avenue, Los Angeles 11, 
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Here’s why YOU'LL DO FAR 


TERRIFIC NEW 


New products—New sales-making features 
make Kelly the “Leadership Line!” 


Every dealer knows that VOLUME is the answer to 
the ever-increasing competition for America’s tire 


dollars. 


And to get that volume, you need NEW products 
with NEW features. You need QUALITY products 
with high public ACCEPTANCE. And, most impor- 
tant, you need not one or two good items, but a 
COMPLETE LINE of sales-makers. 


That’s exactly what you'll get when you handle the 
Kelly Leadership Line. Take a look at the popular 








tires shown here. T'hey’re selling! And remember 
this is just a sample of the Kelly Line. 


With pace-setting products in all price brackets for 
all types of vehicles, you can operate profitably in 
all the channels of tire marketing. You can build 
volume and profits in retail, commercial and asso- 
ciate dealer business, too! 


Ire 


Depend on it—you’!! do far better in 55 with Kelly. 
Get all the facts now! Just write: The Kelly-Spring- 
field Tire Company, Cumberland, Maryland. 


Scling Kelly Tires is a b00d Business! 








New high 
at a new low in price! 


Quiet high-traction 
mud-and-snow tire! 
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BETTER IN ’55 with this 


KELLY LINE! 





Nylon Cord! Tubeless! Paces the field for changeovers 
Power-stop tread! to tubeless tires on late model cars! 





Truckers’ low-cost- Top economy for general 
per-mile champion! light-duty trucking! 
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(Continued from p. 108) 

strong advocate of sales contests for 
years. And he says getting dealer 
salesmen in the act increases a con- 
test’s effectiveness. 

Each salesman is assigned to work 
with specific dealers. He helps his 
“clients” with special promotions dur- 
ing the contest. As his dealers move 
up in the ranks of contestants, he gets 
contest points, When the contest is 
over, dealers and salesmen share in 
the awards. 

One big contest which usually 
lasts six to eight months—is held each 
year. The dealers compete in three 
categories——small, medium and large. 

At the end of the contest, 40 to 50 


alae 


\. 
\ 


Tokheim valves top them all for performance, long 
life, ease of service. They embody a precision-built, effi- 
cient poppet assembly of standard design, as shown 
above. Proven in thousands of installations, this poppet 
won't stick, won't leak, won't impede flow. 
All working parts are cadmium-plated 


Model 769 
Foot Vaive 


dealers in the three classes will share 
in the grand prize 

Meinzer has determined that a 
group trip is a better contest incentive 
than merchandise awards. The dealers 
enjoy the fellowship of other winners. 
They like to get outdoors for a few 
days. They look forward to the oppor- 
tunity of exchanging business ideas. 
On these junkets, they spend a lot of 
time hashing over the service station 
business in informal “bull sessions.” 

Usually the winners are taken on a 
fishing trip to such a place as White 
Sand Lake, Lac du Flambeau, Wis. 
As a variation, one recent group went 
to Detroit for a tour of an automobile 
plant and a rubber factory. 


VALVES 


outperform, 


outlast the 


best of them! 


Unique seat design — 
prevents foreign matter 
from collecting—assures 
trouble-free operation. 





Model 770 
Angle Check Vaive 





steel, Easily serviced. Every Tokheim valve is factory 
tested at 15 inches of dry vacuum. Insist on Tokheim 


next time you buy. Write for catalog. 


General Products Division 


Model 768 
Vertical 
Check Vaive 


TOKHEIM CORPORATION 


Designers and Builders of Superior Equipment 


1650 Wabash Ave. 


Since 1901 


Fort Wayne 1, ind, 


Factory Branch: 1309 Hewerd St, Son Francisco 3, California 
Canadien Distributor: H. Reeder, 205 Yonge St., Toronto, Ont. 


The Joliet division stresses to its 
dealers that credit terms tailored to 
the individual customer’s pocketbook 
must be available. If the dealer doesn’t 
have a budget plan, he will lose cus- 
tomers. 

Credit Plan—Standard dealers in 
the Joliet division extend three types 
of credit: 

—To the holders of Indiana Stand- 
ard credit cards, Under the company’s 
credit card policy, the card holder 
who buys a set of tires, for example, 
pays in three monthly installments. 
Standard carries the full account. 

—If the dealer is well acquainted 
with the purchaser, he carries the 
financing himself for periods up to 
six or eight months. The purchaser 
signs a conditional sales contract and 
agrees to pay a carrying charge of 
10%. The dealer doesn’t need large 
financial resources to use this type of 
financing. Once he gets it into opera- 
tion, the system is virtually self-sus- 
taining. One dealer in the Joliet divi- 
sion sold $10,000 worth of tires last 
year On cOnditional sales contracts. 

—Through a finance company. The 
dealer employs this method if he isn’t 
well acquainted with the potential 
buyer or his credit rating. The cus- 
tomer signs a conditional sales con- 
tract with the understanding it will be 
sold to the finance company. The 
customer fills out a credit form that is 
checked by the finance company. If 
the credit rating is satisfactory, the 
sale is completed. The dealer gets his 
money from the finance company and 
his part of the transaction is com- 
pleted. 

Display for Sales—Meinzer calls 
mass display, especially of tires, one 
of the greatest sales tools a dealer can 
use. And he’s done a good job of 
putting that idea across to his dealers. 

“If it accomplishes nothing else,” 
Meinzer says, “mass display tells the 
potential customer that this man is 
surely in the tire business. He must 
be, or he wouldn’t have so many of 
them. 

“The motorist feels, possibly sub- 
consciously, that the dealer has so 
many tires that he must sell them at a 
low price. If the driver happens to 
need tires at the moment, he’s afraid 
to go someplace else for fear he’ll 
have to pay more for them. 

“Mass display, tied in with a vigor- 
ous advertising campaign, brings the 
unknown motorist into the station. It’s 
like a department store coming out 
with a big ad for a sale on ‘no-fade’ 
shirts. You might glance at the ad and 
then forget it. But the next day you 
walk past the store and you see a big 
display of shirts in the window. The 
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AREA-LITE 


PACEMAKER 





oe Sai Wale]. E+ 


AREA LITE—AR-6—An all aluminum lighting 
fixture using the new and improved one piece 
parabolic curved reflector to give evenly distrib- 
uted non-glare maximum lite over a wide and 
large area. 

Utilizes 6-100 watt Rapid Start Outdoor type 
low temperature fluorescent tubes for excellent low 
cost service even in cold and adverse weather. Lite 
output increases above listed rating in cold and 
freezing temperatures due to construction of the 
Rapid Start fluorescent tube. 

Fixture is adjustable by use of aluminum alloy 
ball joint and arm to any desired vertical and hori- 
zontal position. 

Each unit is completely assembled and wired 
for ready installation. 

IR-4 SERIES—An all aluminum Island Lite built 
like the AR-6 and using the excellent parabolic 
curved one piece reflector to give wide and evenly 
distributed efficient lite around your service island. 

Uses but four 100 watt Rapid Start low tem- 
perature tubes 

Built in 6 long sections. 

Each unit is completely assembled and wired 
for ready installation 


PACEMAKER**-—PA-RS SERIES, PA-SL 


SERIES—An open underside Island Lite that will 
amaze the buyers of this type of lighting unit in 
price, design, and lite output. Its curved reflector 
will distribute lite over an extremely large area, 
evenly and without glare. 

Made in 6’ and 8’ units that can be assembled on 
a solid continuous support channel 6° to 120° in 
length with support posts at any location. 

Built to accommodate the new outdoor Rapid 
Start fluorescent tube for cold weather and the 8’ 
Instant Start tube for normal weather. 

Designed so that spot equipment can be easily, 
and quickly and simply mounted on the top side. 

Made with reflectors of aluminum, steel, alumi- 
nized steel, and porcelain. 

Tubes are mounted at an angle to provide wide 
lite distribution. 

Each unit is completely assembled and wired 
for ready installation. 

OAL SERIES—A 15° angle underside lite in 24’ 
| and 26” widths to give wide distribution of lite. 





Made in 4’ and 8’ lengths that can be assembled 
on a solid continuous support channel to lengths 
from 4’ to 120’. 

| Door frames and hinges made of polished stain- 





less steel for beauty and durability. 


ready installation, and will accommodate BiPin and 
Single Pin tubes of the Instant Start and Rapid 
Start type. 





] Each unit completely assembled and wired for 





PIONEERS IN FLUORESCENT SERVICE STATION LIGHTING 





ad comes to mind and you decide 


NOW latest informati 
you'd better buy some shirts. a 
“The ad set you up for the sale but On Viking Pumps! 
o 


it didn’t bring you into the store. It 
was the mass display that did that,” 
Meinzer observes. 

Tie-In Advertising—Several dealers 
who buy tires in truckload lots an- 
nounce it with fanfare. When the 
truck arrives in town it parades 
through the streets while a loud 
speaker blares forth that a tire sale is 
starting soon at the Standard service 
station. A sign on the truck proclaims 
“Another Carload of Atlas Tires for 
Your Standard Station.” 

When the truck starts to unload at 
the station, photographs are taken for 
use in newspaper advertising. 

Much of the dealer advertising and 
sales promotion seeks to convince the 
motorist he should buy a complete set 
of tires. There is a good reason for 
this. If the dealer sells only one tire 
it replaces the most worn-out used tire. 
But if he sells four or five new tires 
the dealer usually is assured of two or 
three good “take-offs” for resale at a 
profitable price. 

For many years, the Joliet division 
has hammered at the theory that good 
tire service means more tire sales. Peo- 
ple like to deal with an expert. 

Dealers are urged to use the most 
modern equipment — tire mounting 
and demounting machines, pneumatic 
nut runners, tire balancing machinery 
—and to operate a vulcanizing depart- 
ment. They are taught to recognize 


mechanical defects in the car that are 
causing tire wear. -_-—-— 
The same is true of adjustments. If 


a dealer can make a satisfactory ad- 
justment on the spot, the customer 
goes away happy. Dealers are taught 
in the training clinics how to make 
adjustments. They also learn how to 
recondition used tires profitably. 

What’s Ahead—An impressive list 
of facts led Indiana Standard to con- 
centrate on tubeless tire service in its 
27 marketing divisions. 

Recent developments have resulted 
in general acceptance of tubeless tires. 

Tubeless tires are expected to be 
standard equipment on 99% of 1955- 
model cars. This means more than 22 
million tires the first year. 

Motorists bought 46 million replace- 
ment tires last year. Tubeless tires will Just check above the catalogs you want. Attach to your 


B-R General Purpose E-R Jacketed Pumps 


P 
umps G-R Oil Industry Pumps 


C-R Heavy Duty Pumps H-R LP-Gas Pumps 


D-R Underwriter Pumps 1-R Hydraulic Pumps 


---------------5 


Gee eabmntuetin di tavenn-enieubedoniwesreiiion! 


get a big share of the replacement 
business in 1955. letterhead, sign and mail. 
So Standard says, “Dealers should 
be well versed in selling and servicing 
techniques to make certain they obtain 
their portion of this marketing poten- VIKING PUMP COM PANY 
tial—and the associated gasoline, mo- 
tor oil and accessory sales that come Cedar Falls, lowa 
from @ satisfied customer.” e@ See our catalog in SWEETS 


March, 1955 * NATIONAL PETROLEUM NEWS 





—+tj tires--batteries—accessories 


New Plug for Engines 


A new spark plug, called the Turbo 
Action plug, has been introduced by 
Champion Spark Plug Co. It is de- 
signed to improve plug performance 
on the newest high-compression, high- 
output engines. 

The new plug has more space than 
usual between the insulator and the 
bore of the shell at the firing end of 
the plug. This is said to permit a much 
wider heat range and minimize fouling 
during the break-in period or during 
prolonged city driving, while still pre- 
venting pre-ignition under high-speed, 
high-power driving. 

Champion claims these advantages 
for its new design: 

© It permits more effective “charge 
cooling,” said to be desirable at high 
power and high turbulence. 

Better “charge cooling” permits 
the use of a longer insulator nose, 


lengthening the electrical leakage path 
from tip to shell. 

© At low speeds and low power 
the long insulator maintains a tem- 
perature high enough to minimize 
fouling. 

@ It tends to reduce the amount of 
fuel deposit which can accumulate on 
the insulator nose and enlarges the 
tolerance of fuel deposits before foul- 
ing occurs. 

e By making the internal surfaces 
more accessible for sand-blasting, the 
new plug makes cleaning and servicing 
much easier. 

Gaskets are not needed for the 
Turbo Action plug. It has a tapered 
surface which seats directly on the 
mating surface in the cylinder head. 
This is said to provide a better seal 
and no variation in gap location, with 
these consequent advantages: 

It is easier to install. The use of a 
torque wrench, long recommended for 
spark plug installation, has become 
more difficult on modern engines, be- 
cause plugs are often inaccessible. No 
torque wrench is needed for the new 
plug. Any socket wrench with a 6- to 
8-in. handle is adequate. 

Proper seating of the new plug 
is obtained with only 50% of the 
torque needed for conventional plugs. 
Generally, mechanics do not install 
plugs as tightly as recommended. 

The plug remains tight in the 
cylinder head during service. 

There are no gaskets to lose. 

Champion currently is distributing 
supplies of the new plug throughout 
the field. It is original equipment on 
the Ford Thunderbird. 





Antifreeze Discount 


Du Pont’s Zerone-Zerex department 
recently secured another in its long 
list of injunctions against retailers 
selling its branded antifreeze below 
Fair Trade prices. This one was 
against the M. & M. Service Station 
in Brooklyn, N. Y. 

At the same time Du Pont sales 
manager R. D. Scheer has asked all 
salesmen to make a report on com- 
mercial customers whose orders seem 
to be in excess of their regular auto- 
motive requirements. The move is part 
of a program to discourage industrial 
concerns from reselling antifreeze to 
their employees at “off-list” prices. 

Du Pont points out that there are 
laws in some states prohibiting such 
sales to employees. A license may be 
necessary and sales taxes may be in- 
volved. A Du Pont survey discloses 


that many industrial firms are unaware 
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of the adverse effects such reselling 
can have on the community and their 
own public relations. 

“Employee sales will diminish,” 
says Scheer, “when industrial employ- 
ers realize there are no real benefits, 
either to themselves or to their em- 
ployees, from this practice.” 


Purolator Campaign 


“The best liked and most copied 
sales campaign in the oil filter indus- 
try,” is the claim made by Purolator 
in launching another National Filter 
Check Time, scheduled for April. As 
in the past Purolator will support the 
April drive with a heavy barrage of 
consumer advertising. The campaign 
aims at making car owners conscious 
of the need for filter replacement, re- 
gardiess of the make of filter on the 
car, There will be a dealer premium 
again this year—this time it’s a Troy 


robe in a waterproof zipper case. 
Dealers get it by ordering the “bo- 
nanza” package containing 26 of the 
most popular refill cartridges. 


Steel Gasket 

Champion Spark Plug Co. has de- 
veloped a new steel gasket for the 14 
mm. spark plug, said to be the first 
successful change from the conven- 
tional copper gasket in a quarter cen- 
tury. It is treated to prevent corrosion, 
and is intended to give a tighter seal 
and minimize loosening of the spark 
plug in its seat after installation. Deal- 
ers should be advised that the new 
gasket requires a change in recom- 
mended installation procedure. 


“Bone-Dry”’ Batteries 

“Charged Bone-Dry” batteries were 
first introduced by Willard in 1922. 
Now that they are again in the Willard 
line, dealers are being told how the 
process keeps batteries fresh until they 
are sold. As proof Willard cites the 
instance of one of the early “Bone- 
Dry” batteries that was stored away in 
a barn for 32 years. When discovered 
recently it was still filled with acid 
and promptly came to life. 


Time Payment Plans 

The Texas Co., Shell and Ohio Oil 
are initiating time payment plans for 
TBA purchases by their credit card 
customers. Ohio Oil simultaneously is 
adopting a new, all-metal credit plate. 


Frontier-Dayton Pact 

Frontier Refining Co., Denver, will 
sell the Dayton Rubber Co. line of 
tires through Frontier outlets on a 
commission basis. There are about 400 
Frontier service stations in nine west- 
ern States. 


Spring Cleaning 

“Your Radiator Needs Spring 
Cleaning, Too!” will be the slogan of 
a new Dow Chemical Co. advertising 
campaign set to break in mid-April. 
Without mentioning any brand names, 
Dow will try to create more summer 
conditioning business for all service 
stations by telling the car owner why 
efficient cooling helps his car. 

First appearance of the spring pro- 
motion will be April 18, on “Medic,” 
Dow’s prize-winning TV _ network 
show. Subsequently it will appear on 
Dave Garroway’s “Today,” starting 
April 25 and extending through May, 
and on Steve Allen’s “Tonight.” 

A double-page spread in the April 
30 Saturday Evening Post will tell in 
a picture story the benefits of a com- 

(Continued on p. 117) 
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Another in a series of reports to AC wholesalers and dealers 


AG OIL FILTERS 


-rescie engines trom themselves! 





Long ago engineers realized that internal com- 
bustion engines produce something besides 
power. That something is a destructive combi- 
nation of dust, dirt, grit, metal particles, carbon 
and acids that are picked up by the lubricating 
oil and recirculated. Such polluted oil lets an 
engine destroy itself. Oil is constantly being 
contaminated, and an oil change alone is not the 
solution. The oil itself needs constant protection 
the kind of protection AC Oil Filters give 
filtering out the damaging grit—rescuing engines 


from themselves! 


AC CUSTOM-ENGINEERED OIL FILTERS 
Special Material « Special Method « Special Form 


For years AC engineers worked to secure better filtering than density- 
type cotton fibre packing could provide, They found it in paper! Not 
any ordinary paper, but a special material fabricated to such exacting 
porosity standards that it freely passes oil while stopping foreign matter 
as tiny as | /100,000th of an inch. Then AC developed a special impreg- 
nating resin that can be cured without blocking the pores. The special 
curing process makes the filtering material impervious to water and 
crankcase acids. AC aecordion-folds this superb filtering material so 


that it gives ten times the filtering area formerly available. 


Atomic Research Techniques Insure 
AC Maintaining Oil Filter Supremacy! 


Radiochemical techniques are being employed today as a part of AC's 


continuous product-improvement program. Radioisotopes have been 





called into laboratory use in perfecting the filtering element, and the 











laboratory work, with customary AC engineering thoroughness, is 
backed up by proving ground and road test procedures. You can be 


sure AC Oil Filters will remain at the head of the class. 


...@nother AC 

sales story that can? 
/ 

be topped, AC SPARK PLUG DIVISION GENERAL MOTORS CORPORATION 


FLINT, MICHIGAN 


AC ENGINEERING WITH GM RESOURCES CAN ALWAYS BE LOOKED TO FOR LEADERSHIP 
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Mr. Haines Finnell 
Eastern Territory Manager 

Union 011 Company of California 
Union 011 Building 
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Dear Haines 








You're absolutely right anybody can sell Royal Triton Motor Oil! 








As you know, we've been in the appliance distributorship business for 
some time. We didn't really know if we could sell motor oil. But 
purple Royal Triton posed no selling problem...they almost take it 
away from us. 







Your program for working many areas through associate distributorships 
and dealers has given us an opportunity for extra profits...and we're 
making the most of it 









With any luck at all, coupled with your powerful national advertising 
program, we're looking for a very profitable volume in 1955. 











Very truly yours, 
Wadraw &.Fiadds 
William E. Fields 
President 











“...anybody Can sell 
Royal Triton Motor Oil!” 









UNION OIL Com PANY 


, > *d Line Greases has Los Angel OF CALIFORNIA 
mn Of our Eastern Terrig } co ae nie ON Bh 
‘ory Sale. 9. * New York; 
available franchises in iene ve 1612 Bonkers Bidg. * New Dishes ont te a Rockefeller Plaza « Chicago: 
area. Atlanta: 401 Atlanta Noti , Bidg ee ae of Commerce Bldg. 
_ * § City, Mo.: 612 W. 47th Sy 
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(Continued from p. 114) 

plete cooling system cleanout and 
checkup in spring and fall. It will 
point out that a radiator “coated with 
rust and scale” cannot cool the engine 
at vital spots. 

Dow emphasizes that valves, valve 
lifters, pistons, rings, bearings and 
many other parts may suffer excussive 
wear because of a dirty cooling sys- 
tem. The campaign will aim to bring 
these facts to the attention of the car- 
owning public. 


AC’s ‘Hot Tip’ Plug 

AC Spark Plug Div. of General 
Motors thinks it can claim reasonably 
that its 1955 line of AC Spark Plugs 
will be the “hottest” on the market 
because of its outstanding feature, a 
“Hot Tip” insulator. Edgar H. Fran- 
cois, sales manager of replacement 
products for AC, describes it as: “A 
recessed insulator tip with a maximum 
amount of space, or turbulent area, 
between the insulator and shell.” AC 
claims the combination of recessed tip 
and turbulent area resists harmful de- 
posits over the entire range of low and 
high speed driving. Other patented 
features of AC’s 1955 spark plug line 
are copper-glass seal and heat-sealed 
construction, both aimed at forming 
an absolute seal against leakage in 
high compression engines. 





Battery Clinics Pay 


Almost one out of four— 
23.5% —of 8,033 batteries tested 
in a Standard of Indiana battery 
clinic needed either recharge or 
replacement. 

Statistics now released by 
Standard show that a recharge 
was necessary for 15.1%; 8.4% 
needed replacement. Of these, 
18.4% bought new batteries on 
the spot. 

“Sales results were very en- 
couraging,” says Paul C. Hawk, 
TBA manager. “It matches ear- 
lier estimates by dealers that 
checking batteries does not sell 
them today, but definitely in- 
creases future sales.” 

One-day clinics were con- 
ducted by Standard of Indiana 
salesmen last May, ordinarily a 
low point for battery sales. Each 
man selected a dealer to work 
with, who advertised the clinic 
in advance. The salesman, acting 
as a battery expert, did the test- 
ing, but all sales prospects were 
handled by station personnel. 
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Service School 


Electric Auto-Lite is now operating 
an expanded and modernized service 
school at its Toledo factory. New 
tools, equipment and facilities are 
available to students. An innovation is 
a series of deliberately faulty engine 
units On which students try their skill 

Instruction covers fundamentals of 
electricity, magnetism and __ testing 
equipment; the storage battery as re- 
lated to the electrical system; electri 


cal components; and wiring, circuit by 
circuit. The three-week course is open 
without charge to anyone in the auto- 
motive service field. Students or their 
employers pay only travel and living 
costs. 


TBA Ratio Report 


Another high TBA ratio is reported 
by Cities Service Oil Co. The service 
station is that of Harry and Neal Davis 
in Rockford, Ill. Their over-all station 


put Up sure Teeton 
PePUP tea SAEs! 


It’s those extra TBA Sales that add 
earning power to your station! 
Benjamin ‘“Teelon"’ horizontal flu- 
orescent island lighting units enable 
you to get your share of those extra 
profits because they throw the 
right kind of light on your selling 
zone... soft, glare-free, shadow- 
less FLUORESCENT light that invites 
inspection of your TBA items and 
stimulates buying. What's more, 
you can have this ultra-modern 





EXTRA PROFIT LiGuT without going 
through the usual expensive altera- 
tions. ““Teelon’s’’ unique sliding 
construction easily adapts to your 
present pole spacing needs only 
one pole for 8 feet of continuous 
fluorescent light! Get full details 
on all the new features of **Teelon” 

the right light to pep up TBA 
Sales! Write: Benjamin Electric 
Manufacturing Company, Dept 
T, Des Plaines, I 
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volume has grown by 500% since 
1944, and they are now doing a TBA 
business that runs $30 per 1,000 gal. 
of gasoline. 
PERSONALS 

W. C. Peterson has been transferred 
from the Omaha division of Standard 
Oil Co, (Indiana) to the TBA depart- 
ment as merchandise manager for tires 
and tubes, Peterson, a former oil job- 
ber in lowa, succeeds H. W. Craw- 
ford, now assistant regional manager 
at Minneapolis. 

W. D. Jackson, formerly in the Ma- 
son City division, now is merchandise 


manager for accessories in the TBA 
department. He succeeds T. L. Brans- 
ford, who has become assistant re- 
gional manager at Kansas City. 

R. F. Walpole, formerly sales man- 
ager-consumer at the Duluth division, 
is now sales manager (TBA), succeed- 
ing M. P. Pierce, who has moved to 
Milwaukee as assistant manager. 

Be 

J. R. Tate, formerly district sales 
supervisor for Shell Oil’s Chicago divi- 
sion, has been promoted to the position 
of retail representative in the home 
office in New York. 


FIRST CHOICE TO LAST 


Gilbarco centrifugal pumps in a new Eastern Marine Bulk Terminal 


GILBARCO CENTRI FUGALS are designed primarily 


for the handling of petroleum products. Thus every detail of 
construction is concentrated on accomplishing this job super- 


latively well. 


Capacities range from 50 to 1500 GPM in straight and positive 
self-priming models for all types of drives. 


Write for catalog and complete information on the pumps built 


particularly for your business. 


APPLICATIONS: 


Bulk plants « Terminals « Multi-isiand 


service stations « Airports « Solvent plants 


Drum filling plants « Tank trucks e Semi- 


trailers « Lubricating oil trucks e« Oil 


Gilbert & Barker Mfg. Co., 
West Springfield, 
Mass. 


refineries « Petro chemical plants « Industry 
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Cari F. Nor- 
berg has been 
made ___ president 
of Electric Stor- 
age Battery Co., 
Philadelphia, suc- 
ceeding S. Wy- 
man Rolph, re- 
tired. Norberg 
started with the 
Willard Storage 
Battery Co., a 
subsidiary, in 
1925, shortly after coming here from 
his native Sweden, where he was 
graduated from the University of 
Upsala and the School of Mines, 
Royal Institute of Technology. 


Cc. F. Norberg 


Frank T. Tuck- 
er, former direc- 
tor of advertising 
for B. F. Good- 
rich Co., has been 
made assistant to 
president W. S. 
Richardson. He 
joined Goodrich 
in 1919 after 
service in the 

F, T. Tucker U. S. Navy in 

World War I. He 

is a graduate of the University of Wis- 

consin, a member of the Akron and 

Cleveland advertising clubs and a di- 

rector of the Audit Bureau of Circu- 
lations. 


As part of an 
expansion pro- 
gram in the bat- 
tery sales depart- 
ment of Globe- 
Union, Inc., these 
appointments 
have been made: 

Ralph K. 
Shantz now is 
battery sales man- 

kK, Sheats ager of Globe- 

Union Canada, 
Ltd., and will make his headquarters 
at Globe’s new plant in Ajax, Ontario. 
He formerly was merchandising and 
TBA manager of Supertest Petroleum 
Corp., Ltd., London, Ont. 

J. D. Onderdonk now is regional 
battery sales manager for the Eastern 
United States. He has been with 
Globe since 1950, coming from the 
Nash-Kelvinator Corp. 

Clyde Kuhlman is regional battery 
sales manager for the Midwestern 
United States. He formerly was zone 
sales manager for Pure Oil Co. in 
Chicago and has been with Globe 
since 1952. & 
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For CONVENIENCE... makes awkward filling 


positions easy to reach 


For ECONOMY... prolongs life of gasoline hose 


ve. vin MULTI-SWIVEL 


PATENT APPLIED FOR 


Any pump nozzle equipped with the 
Buckeye No. 4101 Multi-Swivel can be rotated 
completely in all directions, thus making 
hard-to-reach filler openings easy to service. 
In fact, it is like adding a foot or two to 
the length of the hose. 

Its use eliminates kinks and twists which 
increases the life of the hose many times. 

It is lightweight and easily accessible if repair 
or standard “O” ring replacement should 

be necessary. Made in %” and 1” sizes. Mail 
coupon for full details. 


LISTED AS STANDARD BY UNDERWRITERS’ LABORATORIES, INC. 





BUCKEYE IRON & BRASS WORKS, Dept. N 
Box 883, Dayton, Ohio 


Please send details on Buckeye No. 4101 Multi-Swivel. 





NAME 
ADDRESS 
ciry 


STATE 
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STILL AN ee 


ORE jtcavinc truck operators 
ACCLAIM FOR 
PROFIT-MAKING PERFORMANCE 


“Our new Mack Thermodyne Diesel 
tractors are averaging 6.9 to 7.2 
miles per gallon on rugged moun- 
tain runs. They deliver 35% more 
fuel mileage than any other diesels “Some of our Mack Thermodyne Diesel 
we have ever operated. engines are well over the 120,000-mile 
Fred Sclavi, Secretary-Treasurer mark and at present our fleet average 


and General Manager, Bell Lines, Inc. in sn consumption is 7.6 miles per 
March, 1954 gallon, With C.C.W. of about 53,000 


Bell Uses purchased lbs., we feel we are getting remarkable 


Mod mileage with excellent performance 
104 B 1 Macks lost year. and indications of extremely attrac- 


tive engine life.” 
ne Fen 2 i F. B. Wines, President 
United Shipping Company 


AS 
age 


August, 1954 


“Excellent fuel economy of our year-old 
fleet of 12 Mack Thermodyne Diesel 
tractors was the predominant factor in 
our recent repeat order for 24 more. Our 
drivers and operating personnel are also 
very well pleased with their performance, 
low weight, appearance, roominess, visibil- 
ity and low maintenance.” 

H. |. Moul, President 

Coastal Tank Lines 





September, 1954 


“Better than 7 miles per gallon is the 
kind of economy we're getting from 15 
Mack Thermodyne Diesel tractors. Our 
latest order for 10 additional short 
wheelbase models, equipped with the 
Contour Cab, allows us to take advan- 
tage of new high-cube trailers for 
bigger payloads.” 


Philip Hemingway, President 
Hemingway Bros. Interstate Trucking Co. 


October, 1954 


——— 
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It’s true that some Mack models have 
a higher initial price over some other 
trucks. But that’s only a part of the 
story in the over-all cost of operating 
a truck...and a minor one at that. 


When you buy a Mack you save money, 
many times over, by eliminating the 
terrific expense of road failures, costly 
repairs, and loss of earning power during 
down-time. 


If you roll up high mileage in over-the- 
road operation, you can’t afford to be 
without the big fuel savings of Mack’s 
Thermodyne® Diesel engine. Or, if your 
operation calls for gasoline power you 
can’t beat the performance benefits of 
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the famous Mack Thermodyne gasoline 
engine. 


To meet the problem of greater payload 
capacity, you should have the advan- 
tages of the weight savings you get with 
“B” Series Macks with either standard 
or Contour Cab. To achieve shorter over- 
all length with light weight, Mack offers 
you true cab-over-engine models, And 
you know that where service is especially 
severe you need the ruggedness of Mack 
six-wheelers with the famous Balanced 


Bogie and exclusive Power-Divider. 


Yes—no matter what type of hauling 
you're engaged in — the fact of the 
matter is “You Can’t Afford Not To 
Own A Mack.” 





MACK TRUCKS, INC., EMPIRE STATE BLDG. 
NEW YORK I, N.Y. 





FLEXIBILITY 


offers many benefits: 
© Simpler Piping 


© Higher Flow Rates 
© Fewer Pipe Fittings 
® Optional Counter Arrangements 


COUNTER -PRINTER 


ue 


LARGE NUMERAL 
RESET COUNTER 


A. O. Smith Truck Meters are easy to install on any 


truck with any arrangement of piping. Meters operate 


in either direction, This makes right- or left-hand as- AIR ELIMINATOR 7 wene.coene 


: AND STRAINER FAUCET 
semblies possible with optional inlet and outlet con- 
90° FITTING 


nections. Your first installation may be made with a 

minimum of accessories. Later, as increased gallonage Above — Essential functional accessories that are part 
of the A. O. Smith unitized construction plan. Below — 

warrants, you can add accessories, such as the ticket Four basic arrangements common to delivery trucks. 


printing counter and set stop valve, without disturbing 


original unit or discarding parts already purchased. a f 


= “4 
: | 
For complete information, send for Bulletin 127-A. th) Vim er 
% a eet ,, ‘4 
AL | 3‘, > 
—— C2 / 
| 


"4 | 
¢ 74 > 
i 
, >) 
Through research ...@ better way ‘ 
l 
7 S$ ee 


15P 


CO £8?) Os si) 2.8 


2s P, Boe 2 8. e232 


Factories: 5715 Smithway St., Los Angeles 22, Calif., P.O, 
Box 500, Succosunna, N. J, Offices: Atlanta, Chicago 7, 
Houston 20, Los Angeles 22, New York 17. Canada: Toronto 
12, Vancouver 1, International Division Milwaukee 1, Wis. 
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What Are 


By Frank C. Sturtevant 
TBA Editor 


Metallic oil filters now being pro- 
moted with claims of long life have 
become a controversial topic. 

Because oil company outlets distrib- 
ute a large volume of filters, the com- 
panies are scrutinizing the products 
and claims. 

The controversy pivots on the rela- 
tive efficiency of the new metallic 
filters and the present automotive 
filters of cotton or paper. No one dis- 
putes the fact that metallic filters out- 
last the expendable paper or cotton 
cartridges, 

The big question is this: Are metallic 
filters as efficient as the conventional 
automotive ones? 

The answer, from long-established 
filter manufacturers is: No, they're 
not, 

Old manufacturers say that they 
have found nothing yet that equals the 
results given by the paper or cotton 
cartridges now in general automotive 
use. 

Performance—Long life is of no 
value unless filtering action continues 
unabated, declares a top engineer who 
has experimented with metallic filters 
His comparison test on a metallic 
cartridge showed that it has about 
one-tenth the effective filtering life of 
a good paper cartridge, he reports. 

In fact, the test showed that the 
metallic filter can screen out many 
small particles but is practically use- 
less for removing gum, varnish, tar 
and sludge-forming materials even 
when new. 

Many of the virtues claimed for the 
metallic cartridges are no different 
from those provided by the paper and 
cotton types. Emphasis is placed on 
the ability of the metallic cartridge to 
take out the dirt but leave the addi 
tives untouched. From the time motor 
oil additives were first adopted, the 
oil industry has had no concern about 
possible loss of additives through pres 
ent types of filters. 

How About the Tests? — Several 
tests are advanced in support of metal 
lic filter action. Two, in particular, 
that are cited are the smoke and the 
acid-control tests 

The smoke test involves blowing 
the smoke through a filter cartridge 
This doesn’t prove anything. Smoke 
will pass through any filter and will 
be clear after it passes through. 

In the same way, when dirty oil is 
passed through any filter on to a blot- 
ter, only the oil will come through, the 


tires—batteries—accessories —§] 


dirt will remain in the filter. 

Good oil filters are remarkable de- 
vices. Calling attention to the benefits 
of passing engine oil through an oil 
filter is a good thing, but to imply that 
only metallic filters produce these re- 
sults is far from the fact. 

Second test is to immerse a section 
of acid neutralizer from a _ metallic 
filter in vinegar and watch it boil. The 
implication that motor oil sold today 
is full of acid, or is highly acid- 
forming when in use, is exactly the 
Opposite to the position taken by lead- 
ing refiners of motor oil. 

Modern oils have built-in additives 
to prevent harmful acidity, observes 
one engineer who tried out a metallic 
filter. If oil is changed at reasonable 
periods, he adds, the acidity factor is 
negligible. 

IBA specialists in the oil business 
may be called upon to answer ques- 
tions about the new filters. Dealers 
may be curious, since two of the 
claimed benefits would cut sharply 
into service station profits. 


First, use of the new filters al- 


you'll find 
CHAMPION gives 


Money-Ahead SERVICE 
... Years Longer! 


That's right! You'll find a job-matched Cham- 


pion will be your choice for dependable, economical, 
years-longer Service! And no wonder. Your Cham- 


the Facts on Metallic Filters? 


ledgedly makes it necessary to change 
oil only once a year. Since the aver 
age car owner changes oil at least 
three or four times a year, some two- 
thirds to three-fourths of the motor 
oil volume would be out the window 

Second, the metallic filtering ele 
ments are said to last forever, without 
changing. There are some 60 to 70 
million replacement filter elements 
sold every year, which business would 
also disappear. 

As with all “revolutionary” prod 
ucts offered for sale through service 
stations, the oil industry asks these 
questions: 

Who makes it? Does the manu 
facturer have a background of experi 
ence in the automotive field? 

Are the claims for the new prod 
uct advertised in a_ straightforward 
way, in plain terms that anyone can 
understand? 

Is there any reliable, authentic 
proof of results? 

No dealer should be asked to han 
dle a product whose sponsor cannot 
meet this challenge ie 


pion is performance-designed for economy and endur- 


ance. It incorporates the finest materials and workman- 
ship plus having 34 years of compressor specialization 
standing squarely behind it. That's why Champion Air 
Compressors have the stamina to stand up /onger under 
rugged automotive service conditions—at lower operat- 
ing and maintenance costs! Look them Ait over— 
compare features—you'll choose one of Champion's 54 
models to match your job needs exactly! You'll be 
money ahead—years longer with Champion! to" 


Write TODAY for a copy of Champion's NEW 
Catalog—job-matching /s easier and faster with 
new simplified charts and diagrams. 


Champion Features 
that ASSURE Years 
Longer Dependability 
and Economy 


@ DOMED PISTONS 
AND CYLINDERS 

@ STRAIGHT Line 
Aim FLOW 

@ THIN, DEEP 
COOLING FINS 

@ SPECIAL AFTER 
COOLER 

@® NO-LOAD 
STARTING 

@ ROLLER MAIN 
BEARINGS 

@ SIMPLIFIED 
MAINTENANCE 


HAMPION | 
AIR COMPRESSORS 
Champion Pneumatic Machinery Co., 846 W. Pleasant St., Princeton, Il 
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Anhydrous Ammonia— 
shipped best in 


GATX Pressure Cars 


Volatile liquified gases like anhy- 
drous ammonia ride safe and sure 
in General American pressure tank 
cars. These cars are solid—they’re 
built of extra heavy plate that 
exceeds A.A.R. and I.C.C. specifi- 
cations. And, they’re insulated to 
prevent excessive vaporization. 
What’s more, they’re flexible in 
use—you can often vary the kind 














of gas you ship. 

Pressure cars are only one of the 
more than 200 different types of 
special tank cars in the fleet of 
48,000 cars designed, built and 
operated by General American. If 
you now ship or plan to ship bulk 
liquids, you'll find it pays to call 
your nearby General American 
district office. 











typical products successfully 
shipped in GATX pressure cars 


Butane ¢ Propane ¢ Ethylene Oxide « Propylene 
Oxide ¢ Vinyl Chloride ¢ Methyl Chloride « Ethy! 
Chloride 





features of GATX 
pressure tank cars* 

All-welded Tank Jacket and Underframe ¢ Flued 
Dome Construction ¢ Safety Dome Platform 
(Available) ¢ Painting to Specification (Available) 
Insulation ¢ Special Fittings (Available). 
*Standard equipment unless otherwise noted. 


GENERAL AMERICAN 
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NERAL 


WY 


TRADE 






135 South La Salle Street « 


TRANSPORTATION CORPORATION 


Chicago 90, Illinois 
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bulk plants and terminals——t] 


How to Dispose of a ‘Retired’ Bulk Plant 






s- i 
‘K 
4 \ 





FT. PLAIN plant before the thruway 








APID modernization of oil mar- 
keting techniques in the past few 
years has made the disposal of out- THRUWAY cuts through the property as work begins on dismantling plant 
dated or replaced bulk plants and ter- 
minals a big problem. Oil marketers 
have three basic solutions. 

e Sell the plant as a going concern. 

@ Sell the facilities and land sepa- 
rately, either for continued operation 
or the buyers’ disposal. 

e@ Dismantle the plant and salvage 
or junk the facilities. 

The consolidation trend—caused by 
more product pipe lines and more effi- 
cient land and water transportation 
systems—has grown strong during the 
postwar period. As an example, Sin- 
clair’s building program over the past 
10 years has resulted in replacement 
by large plants serving extended areas 
of about 150 smaller terminals, all of 
which had to be sold or dismantled. 

Competition is demanding better 
equipment and larger, more efficient 
installations. 

Market shifts caused by population 
changes and new real estate develop- 
ments have wiped out or created mar- 
keting territories. 

Thruways and turnpikes have dis- 
rupted local marketing areas. Some 
experts predict thousands of service 
stations—and as a result many of the 
bulk plants and terminals that supply 
them—will have to be relocated if the 
proposed national interstate highway 
plan becomes a reality. 

















































SALE AS A UNIT 

There is no consistent best policy to 
follow in getting rid of a “dead” plant. 
If the facilities are still in good condi- 
tion, but old enough to have little or 
no salvage value, sale as a going con- 
cern probably will bring the best price. 

The two natural markets here are 
an independent jobber or a major HEAVY MACHINERY moves in te clean up after tanks have been havied away 
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—$8 bulk plants and terminals 


company. If they plan this type of 
sale, most majors try to make deals 
with jobbers distributing their own 
products, Only after exploring this 
field do they turn to a competitive 
jobber or another major company. 

Occasionally, plants are sold ‘to 
companies in related fields that need 
roughly the same type of facilities. 
When Gulf Oil Co, built its new Lin- 
den, N. J., terminal on the Harbor 
Products Pipe Line, its barge-terminal 
at Newark was sold to a chemical 
company. 


DISMANTLING 
There are four principal outlets for 
equipment and facilities if a bulk plant 
or terminal is torn down: 
~Other operated by the 
company. 


plants 


—Jobbers of the company’s prod- 
ucts, or in some cases of competitive 
products. 

—Oil marketing equipment houses 
that deal in used equipment. 

—Scrap metal dealers. 

When a major company tears down 


because the NEW JOYE | 


(nib 


FRAME LIFT 


IS DESIGNED TO FIT THE LIFT TO THE CAR...NOT THE CAR TO THE LIFT! 


BETTER LUBRICATION . . 
wheel suspensions are completely relaxed assuring free flow 
of lubricants. Wheels are free for tire and brake service. 
FAST, PROFITABLE MAINTENANCE WORK . . 
of greatest under-car accessibility. Compact H-Frame of lift 
parallels car frame. 

™ LOW COST INSTALLATION .. . 
and simple plumbing to install. Wheel locator mounts on 
. no floor depression. 


BENEFIT 
from these 
Y-nidblth 
FEATURES: 


top of floor . 


Choose from 8 great models with safety features such as. . 


positive locking, safety latch . 


. car is supported by its frame, 


. because 


just one jacking unit 


. automatic, 


. and “Magne-Guard” low oil control. 


Write for complete information today! 


»” THE JOYCE-CRIDLAND COMPANY 


USA 


ers of Lifting Oe 


2027 £. FIRST STREET, DAYTON 3, OHIO 


CANADA: MIDLAND FOUNDRY & MACHINE CO., LTD., MIDLAND, ONTARIO 
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a plant, an attempt is made to place as 
much of the salvageable equipment— 
meters, pumps, loading rack steel, 
piping and valves, and other facilities 
—in another plant for immediate use. 

Small “one-piece” horizontal stor- 
age tanks of up to 500-bbl. capacity 
can be moved with relative ease, since 
they can be loaded on trucks or rail- 
road cars without dismantling. But 
large vertical storage tanks offer 
problems. 

Because of the high labor costs for 
tearing them down and re-erecting 
them, the cost of moving vertical tanks 
often is almost as high as that of new 
units. Oil company spokesmen feel 
transfer of vertical tanks to other loca- 
tions is feasible only if the tanks are 
new enough to justify the small sav- 
ings of labor cost over new-unit price 
or if the tanks are on a waterway and 
can be floated to the new location 
without dismantling. 


ONE PLANT’S STORY 

The forced sale Esso Standard faced 
when the New York Thruway route 
cut through its Ft. Plain, N. Y., barge 
terminal points up some problems. 

The Thruway route lopped off two 
of the plant’s five vertical storage 
tanks and took all the land on which 
the office was located. The plant was 
on both sides of the New York State 
Barge Canal at Ft. Plain. 

The price paid Esso for the right- 
of-way included the storage tanks and 
other improvements on the condemned 
land. It was up to Esso to dispose of 
the rest. 

New York division engineers fig- 
ured it was impractical to salvage the 
three remaining vertical tanks, since 
they had been in service for about 15 
years, So they called for bids from 
scrap dealers. 

But the scrap metal market was 
weak. Most of the dealers not only 
didn’t want to pay for the tanks, but 
asked fees for removing them. One 
asked as high as $1,200. An Ithaca 
scrap dealer finally paid $1 each for 
the tanks, cut them down and carried 
them away. 

The small piece of property remain- 
ing to Esso was sold to a Ft. Plain 
Esso jobber. Also going to the jobber 
were two 500-bbl. horizontal storage 
tanks, pumps, the plant’s two-place 
loading rack and part of the plant’s 
piping and valves. 

The remaining pipe and valves and 
other salvageable equipment was sent 
to some of the other 20 company- 
operated bulk plants and terminals in 
the New York division es 
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® Registers in the office automatically lock the shut-off valves on the rack 
so no product can be withdrawn until authorized. 


How to load trucks 
faster with 
closer control: 


RED SEAL REMOTE 
CONTROL METERING 


You can do what these efficient new bulk plants are doing 
. « » get trucks rolling minutes faster . . . with all control 
firmly under the thumb of one man. Each of the Red Seal 
Remote Control registers in the office is accurately synchro- 
nized with a rack meter outside. Your dispatcher handles 
many trucks with ease ... mo running back and forth. . . no 
waiting. Automatic interlock prevents withdrawal of product 
until authorized by inserting a ticket and clearing the 
proper register. Tickets are meter-printed right in the office, 
eliminating inaccuracies and speeding accounting. And you 
get the dependable accuracy of Red Seal meters . . . accu- 
racy sustained for millions of gallons with lowest main- 
tenance costs. Loading speeds up to 650 gpm. Ask our 
nearest branch office for details. 


NEPTUNE METER COMPANY 


19 WEST SOTH STREET. NEW YORK 20, N. Y. 


® No waiting 
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® Efficient drive through layout together with Red Seal remote metering 
cut loading time tremendously in this fuel oil bulk plant 


dispatcher gives “go-ahead” as truck rolls to stop 
Meter-printed tickets save checking-out time, too. 


BRANCH OFFICES: artawra + sostom + cmicago + DALLAS + OEWVER 
NO. KANSAS CITY, MO. + LOS ANGELES - LOUISVILLE 


CANADIAN FACTORY: werTuNne meTERS LTD. 
Oowr. 


RD., YORONTO 14, 





WHAT REALLY IS C 


FIRST COSTS? 


LONG FINANCIAL 
TERMS ? 























BEST 
GALLONAGE 











lf You Check No. 3, You're 
The Man We Want to Talk To- 








STANDARD STEEL TANKS prove definitely 


that BEST GALLONAGE MILE is the only way to buy a transport. To be sure, 

STANDARD STEEL TRANSPORTS do have a reasonable initial cost by any 

comparison. Favorable terms can be made for their purchase. BUT — 

trouble free operation and a bonus payload for a longer life are where 

STANDARD STEEL TRANSPORTS are proving their value in thousands of 
There’s @ STANDARD UNIT for every type TRANSPORTS in their 10th year of continuous operation. 


THE REYCO TAN DEM: as a result of many years 


experience and exhaustive operating tests, the REYCO TANDEM is “STAND- 
ARD” equipment on STANDARD STEEL units. Even though each wheel of 
a REYCO TANDEM is on a different level, the load is always proportion- 
ately distributed on each axle and wheel. Rubber Bush Radius Rods — 
Road Proved Springs — and a Shock Equalizer between axles contribute 
to a smoother operation — less tire wear — and longer carefree life to the 
eae paves CARE cane ec th eee | combining the STANDARD STEEL TANK and the REYCO TANDEM 
service guarantee, Write for details. you can get the “Best Gallonage Mile” for extra years of low cost upkeep. 


OTHER PRODUCTS OF STANDARD STEEL 


ASPHALT DISTRIBUTORS... . BURNERS . rower a TRACTION DRIVEN CONSTRUCTION 

BROOMS . . MAINTENANCE DISTRIBUTORS . KETTLES + ae SPREADERS 

STREET FLUSHERS ... PIPE LINE EQUIPMENT . «SUPPLY TANKS... SHELVING HARDWARE 
AND AGRICULTURAL EQUIPMENT 
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Midwest Jobbers 


associations — 


More Jobbers Protest in Phillips Case 


Two more Midwest jobber as- 
sociations—Kansas and North- 
west—-have entered protests to 
the recent U. S. Supreme Court 
decision giving the Federal Pow- 
er Commission authority to con- 
trol the price of natural gas at 
the well. 

At its January convention in Hutch- 
inson, the Kansas Oil Men’s Assn. 
warned that it is impossible to differ- 
entiate between production of gas and 
oil and therefore “the control of the 
price of one may well lead to control 
of price on crude oil. . . .” 

It is not in the public interest for 
price controls to be maintained by any 
governmental agency, the Kansas job- 
bers declared. 

A week later in Minneapolis, the 
Northwest Petroleum Assn., represent- 
ing jobbers of Minnesota and North 
Dakota, described the decision as “an 
infringement upon states’ rights and 
a further step by the federal govern- 
ment to regulate private industry.” 

The Northwest resolution called 
upon congressmen from the two states 
to support corrective legislation de- 
signed to nullify the Supreme Court’s 
interpretation. 

Solid Opposition—In other resolu- 
tions, the Kansas association: 

—Renewed its opposition to any 
legislation which would or could result 
in the imposition of quantitative re- 
strictions and/or increased taxes or 
duties on imports of crude oil or pe- 
troleum products. 

—Opposed the imposition, by any 
means, of a national fuels policy that 
might result in the end-use control of 
energy-producing natural resources. 

—Reiterated its objections to the 
practice of direct sales of petroleum 
and automotive products to consumers 
at the same prices, or lower prices, 
than those quoted to jobbers in the 
same market. 

—Again asked all marketers to ex- 
amine their service station building 
programs which have “far outstripped 
the normal growth of demand” and in 
many instances “led to chaotic mar- 
keting conditions.” 

—lUrged that supplying companies 
offer “distress” products first to their 
jobbers in proportion to the jobber’s 
annual volume of business, instead of 
working through brokers. 

Leath Urges Unity—At the Min- 
neapolis meeting, L. W. Leath, vice 
president and general sales manager 


of Sinclair Refining Co., declared that 
the three segments of oil marketing— 
the primary supplier, the distributor 
and the retail dealer—-had better con- 
centrate on their common problems 
and place less emphasis on their dif- 
ferences. 

Solutions to these problems, Leath 
said, are not going to be brought about 
by misunderstanding, griping and de- 
nunciation, but rather by recognition 
by all parties that they have a com- 
munity of interest. 

“The road to understanding is a 
two-way street,” Leath said. “Instead 
of conflict, there should be co-opera- 
tive effort. Instead of emphasizing dif- 
ferences, let’s find the similarities of 
interests between all three. 

“Let’s put the emphasis where it 
belongs, on the ultimate objective of 
supplying the American public with 
the best in petroleum products, at the 
most economical price that will permit 
us... to earn a reasonable, fair and 
legitimate profit.” 

Leath listed two responsibilities of 
distributors: 

1. They should give undivided at- 
tention—100% application—to the 
job of distributing oil products. 

2. They should develop and main- 
tain closer contact with their dealers. 

Putting It Back Distributors, 
Leath said, should plow money back 
into their businesses for stations, 
equipment and other marketing facili- 
ties, rather than divert it into invest- 
ments that are foreign to the business 
they know so well. 

Leath pointed out that it is neces- 
sary to spend money in order to make 
money. Done wisely and on a care- 
fully planned basis, he said, the in- 
vestment more than pays for itself. 

In this connection, he explained, 
jobbers can’t afford to lag behind in 
service station construction for “the 
same people who have put the stamp 
of approval on the super-market de- 
mand scientifically planned, modern- 
appearing and efficiently equipped sta- 
tions.” 

Many progressive distributors, he 
said, can and do find a way to build 
new stations and modernize old ones. 

“It can come from reinvesting a 
certain percentage of profit regularly 
in a planned expansion and modern- 
ization program. It can come from 
financing through local banks. 

“In so doing, they build an estate 
which pays off while they operate and 
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always commands a good price in the 
market.” 

Leath said he knew of one distribu- 
tor who modernized eight stations at 
a total cost of $9,800 and increased 
gallonage at the outlets from 160,000 
a month to 210,000. 

Rebuilding— The same distributor, 
he reported, also is rebuilding his 
other stations at the rate of one per 
year, and three projects so far com- 
pleted have shown gallonage increases 
of 25,000 gal. a month after an in 
vestment of $32,000; 7,000 gal. after 
a $16,000 investment, and 9,000 gal 
after a $20,00 investment. 

Another distributor who adopted a 
similar program has shown gallonage 
increases at individual locations rang- 
ing from 46% to 148%, he revealed. 

In discussing the dealer, Leath ob- 
served that both supplier and distribu- 
tor should take time out each day to 
consider carefully the fact that in the 
entire cycle of distribution, it is only 
the man at the pump who meets the 
consuming public face to face. 

“To the ultimate customer, the ‘man 
at the pump’ is the oil industry,” 
Leath asserted. “In his hands rests the 
reputation and fate of all of us. No 
advertising campaign, no public rela 
tions program, no sales or merchan 
dising effort is worth very much unless 
the man at the pump is persuaded to 
support it. 

“If a supplier—primary or second 
ary—wants the public to know about 
the excellent qualities of his products 
he had better be sure the man at the 
pump knows about it and knows how 
to tell his customers about it. 

“If we want clean rest rooms, mod 
ern service station facilities, trained 
personnel to meet and service the 
public, we had better give greater at 
tention, education and guidance to 
the man at the pump.” 

Three Questions—-Leath then asked 
jobbers these questions: 

Are you taking your advertising and 
sales helps to your dealers? Are you 
showing them how to use them? 

Are you employing dealer training 
programs and helping the dealer to 
select and train the men he employs 
at his station? 

Do you provide help for your deal- 
ers in the keeping of good records, 
handling credits on a sound basis? 

“In all of this,” Leath said, “if you 
don’t have it yourself, you can get 

(Continued on p. 130) 
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We fool free to take 
our probleme to Richfield 


oe 


“Word of Mouth” 


Advertising — 


from 


Smock, Pa. 


Serving the Eastern Seaboard from Maine through Florida 
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“Word of mouth” is an Americanism that means truth. So 
Richfield is proud to pass along to you Word of Mouth 
Richfield Advertising unsolicited from R. W. Higinbotham, 
for 22 years a Richfield Distributor in Smock, Pa. 


“Center Gas & Oil Company has been associated with 
Richfield as a distributor for the past 22 years. Gallonage 
has grown from approximately 150,000 in 1932 to 4,347,252 
last year. f 


“Richfield’s advice concerning our accounting and other 
problems, and their cooperation with our advertising 


programs have been contributing factors to our success. 


“We, like all distributors, have had our ups and downs; and 
at such times, we have always felt free to take our 

problems to Richfield and they have given us the help 

and good common-sense advice necessary in the operation of 


our business.” 


Why do Richfield Distributors have such a warm and friendly, 
mutually-helpful relationship with Richfield? Find out 

the reasons why so many Richfield Distributors cite 

that relationship as a big factor in their success? 


Find out today! Write, wire or phone! 


J\ RICHFIELD 


OIL CORPORATION OF NEW YORK 
579 FIFTH AVENUE, NEW YORK 17, WN. Y. 





a | associations 


help from your supplier. But you are 
the link between your supplier and 
your dealer.” 


Empire State 


High-Octane Nudging 


With New York state divided into 
areas under the direction of chairmen 
and co-chairmen, and operating on 
the principle of “Every Member Gets 
A Member,” the membership drive of 
the Empire State Petroleum Associa- 
tion, Inc., is shifting into high, accord- 
ing to Harvey W. Lewis, chairman of 
the membership committee. 

“We have beaten our brains out 
trving to do this job, year after year, 
with a few faithful and overworked 
men,” Lewis declared, “and it 
just didn’t work. Now we are going 
on the principle that every ESPA 
member belongs to the Membership 
Committee, and we ask him to get 
just one member. If he gets two or 
three, that won’t make us mad, either. 

“It begins to look like it will work, 
for results are coming in. One mem- 
ber, right here on Long Island, spit 
on his hands, rolled up his sleeves, and 
signed up three members in three 
days. If he can do that, the rest of us 
can do it. We hope to see ESPA’s 
membership doubled this year, Our 
oil distributors don’t resist joining. 
The case was well stated by one who 
joined just the other day when he 
wrote ‘it has been my intention for 
some time to join ESPA, but it also 
has been one of those numerous things 
I never seem to get around to doing 
until nudged a bit.’ What is required 
of us is some high-octane nudging, 
and we propose to do it.” 


Kentucky 
Fuel Cost Tables 


The outlook for heating oil busi- 
ness is much on the minds of Ken- 
tucky oil men as they near the windup 
of a relatively good season. They 
regard the aggressive selling of oil 
burners, both for conversion and for 
new construction, as the best way to 
build heating oil volume. They know 
they have to compete with the price 
advantage held by both coal and gas. 
And in the coal mining counties it’s 
bad form to say very much about fuel 
oil. 

A fuel policy committee, meeting at 
the Kentucky Petroleum Marketers 
Assn. convention in Louisville in Janu- 
ary, asked for actual figures on com- 
parative fuel costs. Committee Secre- 
tary Charles Redding, Standard of 

(Continued on p. 133) 
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‘*"WE THINK 
BOWSER PUMPS 


"As distributor for Phillips in this area, we own 


9 
ARE BEST some eighty-five pumps, all of which are Bowser 


with the exception of nine old-timers." 


are ‘stand equipment" 
with many mé prs. Years 
of experience h@Myproved 
superior performa and 
dependability. H. C. 
less, like other leadi 
marketers, testifies to Bow- 
ser quality. Read this typi- 
cal letter.... 


THE INSIDE STORY... 


Bowser Rol-Way Pumps 
pay out 13!/, feet of hose 
with ease. Positive gripper 
holds hose at desired 
length during fuel delivery. 
Counterbalanced retractor 
acts smoothly and quickly. 
Only “tat Pumps ‘Wi Mr. Charless, 

Xacto Meters to assure ab- like many experienced, successful marketers, knows 
solute accuracy through good equipment. Since 1885 Bowser has pioneered 
long life of trouble-free in better marketing equipment. You are in good 
service. Ask any owner. company when you join the leaders who use Bowser. 








BOWSER, INC. Manufacturer of Xacto, world's leading meters 
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CLUUPPER VIRGINIA 











Direct from Purolator’s modern re- 
search and engineering laborato- 
ries comes the answer to one of 
the petroleum industry's biggest 
headaches . . . contaminated avia- 
tion fuel. 

Bulk filtration with Purolator 


MICRONIC filters right at the 

point of delivery definitely estab- od U b K | LT = a % 
lishes the fact that your product 

is as contaminate-free when it is for airport fueling 


used as it was in your refineries. 


Wh t t fut 
y not guarantee your future assure your customers of 


customer relations with the world’s 

finest filtrati i tam 

cnnglete Sdeimnsiearitias Uk CLEAN AVIATION FUEL 
for Bulk Filtration Catalog 1054A. 


Address Dept. B1-31, Purolator 
Products, Inc., Rahway, N. J. 


TYPICAL INSTALLATIONS 





AT AIRPORT FUELING RACK IN SIDE COMPARTMENT OF AVIATION FUELING TRAILER 
(ten PAG-300 MICRONIC Filters) (two PAG-150 MICRONIC Filters) 


= 1@ i -\e):) 
( 
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(Continued from p. 130) 


* e,° 
Kentucky, compiled them, based on Lube Oil Additive 


current prices in the Louisville area. : 
It was agreed that natural gas, | | eae 

propane and oil burning plants are | @& pe fo nce er { ed b 

generally 75% efficient, while coal Ser r rma Vv i i y 

furnaces are usually 55% efficient oye 


Propane costs were added because : | Ty Id 
propane is a competitive factor in actua 1e tests 
Kentucky. 

For an average small home, the 
comparative cost for a full heating 
season for four different fuels would 
be: 


Propane 2,184 gal. @ 14.5¢ per gal. $316.68 
Fuel Oil .1,480 gal. @ 13.7¢ per gal. 202.76 
Natural 

Gas 26,000 cf. @ 6¢ per 1,000. 156.00 
Coal 8 Tons @ $14 per ton 112.00 


The calculations were based on the 
following Btu values for each of the 
four fuels, and on prices now current 


Fuel Oil 140,000 Btu per gal 
Natural Gas 1,000 Btu per cf ‘ 
> ane 5 or gal ty 

Propane 95,000 Btu per ga i meee 
Coal 13,000 Btu per Ib 


B-cylinder Diesel engines 
Fuel Oil 13.7 ¢ per ga’ be TTT TILE LULY uit L. 
Natural Gas .06¢ per cf . 

Propane 14.5 ¢ per gal 
Coal $14 per ton 


load pumping service. Piston 
at left (625 hours, HD oil 
A marketers’ panel agreed that a fel ‘a cid Sieh woe Se 

heating oil distributor needs storage i - J ated 11.008 beuit, cccbicll 
equal to 10% of his annual volume, sdatetended of} chaws- ts 
needs enough product in storage for a eeiaitibion low weet 

a week’s emergency and would be ‘ 
safer with enough reserve to take care 
of all customers for as long as 30 days. 

A panel member observed that a 
degree day system is so simple it Ask about Ore spate 
should be used to assure automatic 
deliveries. Also, he said, clean trucks isc Peery ? 
and drivers and low-cost burner serv- a kainate: 
ice are essential good will builders, 

Toll Roads—Two oil companies, There is no substitute for field testing. At Oronite, | With Oronite Additives 
Ashland and Standard of Kentucky, laboratory engine tests are made to establish com- | You can formulate oils to 
were commended by KPMA for bid- pounding levels required for various field conditions. meet the new A.PL Service 

: ¢ & . a Classifications and can 
ding only 0.025¢ and 0.03¢ per gal. These tests are then correlated with actual field meet specifications for 2- 
respectively on turnpike stations, At operating conditions to verify performance of the 104-B, MIL-0-2104,Supple- 
the same time the association objected compounded oil. ment I and Series 2 oils. 
to any federal highway program that " esta - OTHER ORONITE PRODUCTS 
would allow credit to states for money ronite specializes in“ custom-formulating” additives Prins <a 
spent on toll roads and to continued mg Polybutenes 
state control of marketing outlets on mance specifications. Because of Oronite’s advanced Phenol 
all limited access highways. 

Jobber Aims—Meeting separately 
at the January convention, the Jobber 
Division of KPMA discussed com- Why not talk over your problems with an Oronite 
pany sales to commercial accounts at additive specialist. Contact our office nearest you. 
less-than-jobber cost. Noting that no 
progress has been made by peaceful 
means, the jobbers passed a resolution 
calling for legislation to halt the prac- Cc , 
tice. ' selene COMPANY 

On another perennial problem, the i ; ; ' 4 
matter of sales to individual consumers 
(mostly farmers) at tank wagon prices, 
some hope was expressed of getting a 


to your exact needs — meeting your price and perfor- 





research program, elaborate testing and manutactur- Wetting Agents 


ing facilities, ¢ Jronite’s“custom-compounding” packs Fuel Oil Additives 


more into your oil at a given treating cost. 
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Thermoid’s specialized 
merchandising experience 
and top quality products 
can help you sell the 

TBA market. 


It's good business to do 
business with Thermoid. 
Let us show you why. 


hermol 


A principal supplier to the automotive 


market for over 50 years 


Thermoid Co., Special Sales Division, Trenton, New Jersey 
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graduated price scale, as is used in 
neighboring states. The jobbers believe 
that major companies will be happy to 
adopt such a practice if jobbers will 
make the first move. 


Kentucky Officers 


New officers of the Kentucky Pe- 
troleum Marketers Assn. are: 

President, Chas. McGaughey, Cen- 
tral Petroleum Co., Richmond. 

Ist Vice-Pres., E. M. Bailey, E. M. 
Bailey Dist. Co., Paducah. 

2nd Vice-Pres., R. E. Coe, Coe Oil 
Service, Cynthiana. 

Directors for 3 years: C. J. Bolton, 
Jr., Ashland Oil & Ref. Co., Ashland; 
C. B. Compton, Standard Oil Co., 
Louisville; Dudley Givens, Home Oil 
& Gas Co., Henderson; J. B. Over- 
street, Gulf Refining Co., Lexington. 

Director at Large: Jim Campbell, 
Capital City Oil Co., Frankfort. 


South Carolina 
Political Puzzles 


Bills pending and rumors of pro- 
posed bills gave the South Carolina 
Oil Jobbers Assn. plenty to think about 
as they held their annual meeting in 
Columbia, Jan. 13. 

Last fall they had planned, along 
with the South Carolina Petroleum 
Industries Committee, to support gas 
collection cost allowance legislation 
(2% for gallonage up to 100,000 per 
month and half of 1% for all over). 
However, at the time of the meeting 
there were rumors on every side that 
the newly convened Legislature, dur- 
ing January, would be asked to do 
away with the exemption of gasoline 
from state sales tax. Whenever the 
general fund state revenue is declining, 
the jobber’s blood pressure is pro- 
portionately ascending. As one jobber 
put it, “We don’t object to an increase 
in gasoline tax if it’s going into the 
road fund, but this business of putting 
the finger on gas to increase the gen- 
eral fund is sure another matter.” 

This, combined with the anticipated 
leveling off of state gasoline tax col- 
lection and the matching of federal 
with state funds for highway exten- 
sion, caused the association to refer 
the question of collection cost allow- 
ance back to its legislative commit- 
tee for further study. 

Invasion—Natural gas has entered 
South Carolina in earnest now. De- 
spite costs of about 30% more than 
heating oil for home heating, costs to 
industrial users allowed it to supplant 
heavy fuel oils in many plants. In 
some instances, it has supplanted No. 
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2 fuel oil. One jobber turned up with 
an advertising piece his local oilmen 
had prepared for general distribution 
and for a full-page ad or two in local 
papers. His town had been promoting 
the use of newly available natural gas. 
This was the oilmen’s answer, and it 
worked. By the end of the following 
week, the town had resorted to com- 
paring natural gas prices with bottled 
gas and had called the dogs off fuel 
oil. 

Another jobber said that legislation 
in his county has made possible the 
creation of a natural gas authority 
with the right of eminent domain. 
“This authority is proceeding with 
plans to have gas piped into the county 
and is also clearing the way for ap- 
propriation of funds needed by the 
authority in its study and in carrying 
Out its ultimate decisions. Here’s the 
way it works—the authority will op- 
erate as a tax-free entity until the 
users pay off the bond and obligation 
of the authority. The line will then be 
in the hands of the city or county, 
which will, in turn, be in competition 
with us.” 

Asked what the jobbers in his coun- 
ty were doing about this, he answered, 
“We honestly feel that the local legis- 
lative delegation does not fully under- 
stand the significance of what they are 
doing. So we are trying to show them 
our side and in the meantime we are 
working to block the passage of any 
measures that would furnish funds 
for the authority’s operation, Unless 
the people vote for the provision of 
such funds in our county, the author- 
ity cannot operate, and we are pretty 
certain they will see the unfairness of 
the city’s distributing natural gas in 
competition with the business of a 
number of the very tax payers who 
were asked to help provide necessary 
funds.” 

By-Pass Bid—Still another issue 
that came in for some heated discus- 
sion was a bill now before the South 
Carolina Legislature that would pro- 
hibit the Highway Department from 
by-passing a municipality with a road 
unless the by-pass were approved by 
the municipality or the county legisla- 
tive delegation. One jobber reacted 
this way—**We can’t stop progress and 
we don’t want to. Dangerous intersec- 
tions account for a very large part of 
our terrific highway death toll and 
by-passes are sure to come sooner or 
later to reduce this hazard. Sure, we're 
going to feel the squeeze, but so will 
a lot of other groups. I think we 
should be realistic about this.” 

Of course there were the usual 
problems of commercial price cutting 
and price wars at the service station 


| 
| 
| 


level, but certainly all issues were not 
unhappy ones. For instance, W. L. 
Heinz, secretary of the South Caro- 
lina association, explained that “sup- 
plier relations are the best since the 
war.” Now that Phillips Petroleum 
has entered the South Carolina mar- 
ket, there is increasing competition 
among suppliers to secure and hold 
jobber business. Heinz says, “This 
greater competition largely accounts 
for the increase in margin on regular 
gas to 3¢ per gal.—on premium to 


G. P. & F. Flexible Spout Utility 
Cans are so handy for so many 
uses—no wonder oil sales go 
up the moment these cans are 
displayed ! These sturdy, steel 
shipping containers do more 
than-just deliver your product. 
They'll give a real promotional 


push to your sales. 


344 ¢—and varying increases on fuel 
oil margins.” 


Michigan 
Management Course 


Michigan Petroleum Axsn. will con- 
duct a management course for oil job- 
bers May 2-4 at Michigan State Col- 
lege, Lansing. Classes will be limited 
to proprietors or chief executives only, 
one from each of about 30 companiés. 

Subjects to be covered have not 


IDEAL FOR 


OUTBOARD MOTORS 
POWER LAWN MOWERS 
AUTOMOBILES 
CAMPING STOVES 
GARDEN TRACTORS 


Available in 2, 2%, 
3, and 5-gallon sizes 
—complete with 8’’ 
detachable hose, 
hose storage clip on 
spout, and self- 
contained measur- 
ing cup. 


{GPA 


eos WET j 425 


GEUDER, 


NORTH I5TH 
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PAESCHKE & FREY 


STREET 


Furnished in solid 
colors or litho- 
graphed with your 
own design, trade- 
mark or advertising 
message. Write for 
complete details and 
prices, 


co. 


®@ MILWAUKEE 1, WISCONSIN 
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been selected. Final choice will depend 
on response to questionnaires mailed 
to jobbers asking them to list subjects 
they want most, 

A three-man committee—George 
Begick, Lansing Oil Co., Lansing; 
Russell Schafer, California Garage, 
Pinconning, Mich.; and Joe Hadley, 
association secretary, Detroit — will 
prepare the final outline for the course. 

The course will be sponsored by the 
Michigan jobber group with the guid- 
ance of Michigan State College coun- 


STEERING 


One Stall...and 


aE le 
BEAN 


selors. Michigan Department of Public 
Instruction has expressed interest in 
the association’s educational program 
and has met with Hadley’s committee 
to discuss possible projects in other 
sections of the state. 

Second Project—This is the second 
educational undertaking of the Michi- 
gan group. On Dec. 16 a class of more 
than 200 heating oil distributors and 
oil burner service personnel graduated 
an 11-week course in the fundamentals 
of oil heat selling and servicing. 


SERVICE 





Equipment 





Gives You A Complete Wheel Aligning 
and Balancing Department 


Whether your space is large or limited, all you need for a 


profitable wheel aligning and balancing business is one stall... 
and this compact, portable JOHN BEAN equipment. 


The results . 
station. . 


JOWN GLAN 
Wheel Alignment Set 


Portable 


A rugged, 


MODEL 59 


low 


eost, ¢asy-to- 
operate Aligner 
that gives all 
wheel checks 
accurately trom 
direct readings. 
This equipment 
can be stored 
in a space only 
i by 9% feet. 


7 
JOHN BEAN DIVISION, LANSING 4, MICHIGAN | 


|] Please arrange a free demonstration for me, 
? 


[| ] Please send me information on John Beon Wheel 


Aligners and Bolancers. 
NAME 
ADDRESS 


city... 
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. ? New customers and bigger profits for your 
. with a minimum equipment investment. 


OWN BEAN 
Portable On. The Car Wheel Balancer, GROUP 196 
A fast working, 
space savin 
Balancer wit 
convenient con- 
trols —econom- 
jeal, accurate, 
and extremely 
simple to 7 
he n- 
The-Car Bal. 
ancer can be 
stored in two 
square feet of 


space. 
JOHN BEAN DIVISION h ) 
FOOD MACHINERY & CHEMICAL CoRP, //)f 
LANSING 4, MICHIGAN o zz 
WHEEL BALANCERS 
TIRE DE-SKIDDERS STEAM CLEANERS 
CAR WASHERS HEADLIGHT TESTERS 
ACCESSORIES and ALLIED TOOLS 


WHEEL ALIGNERS + 


“When tt Comes To Aligning and Balancing 
= Use Your BEAN" 





Classes were conducted in Bay City, 
Lansing, Grand Rapids and Detroit 
once a week. Michigan Petroleum 
Assn.’s new oil heat division sponsored 
the courses, with students paying $5 
to $10 tuition. The amount of the fee 
was determined by three-man commit- 
tee appointed to set up the course in 
each of the four cities, 

In three of the cities a $10 fee 
was set while in the fourth the fee 
was kept to $5. 

In each instance the oil heat course 
was tied in with the adult education 
program of the high school in the city 
in which the classes were held. 

Contrary to the experience of some 
jobber groups in other states, Hadley 
reports jobber reception to the educa- 
tional program in Michigan was en- 
thusiastic. Similarly, the high school 
authorities in each of the four cities 
hope to continue this type of class as 
a part of their adult education pro- 
gram, 

Interest has run high and the asso- 
ciation plans another course in four 
cities this spring, including Detroit. 

Enrollment is not confined to asso- 
ciation members. Upon completion of 
the course, each graduate is given a 
certificate. 

To qualify for a certificate, a stu- 
dent must attend at least 75% of the 
classes. 

Forrest Director—William Forrest, 
Birmingham, has been named director 
of the Michigan association oil heat 
division. He is a manufacturer’s rep- 
resentative handling a varied line of 
oil burner equipment. 

Technical advisor for the course 
completed in December was John M. 
Sibarium, technical editor of Fuel Oil 
News. 

Subjects covered in Michigan’s first 
oil heat course included: Advanced 
Oil Heating Training, Fuel Oil Pumps 
and Transformers, Low Pressure Oil 
Burners, Trouble Shooting with Blow- 
ers in Warm Air Installations, Com- 
bustion Principles and Servicing of 
General Electric Units, Vaporizing 
Burners and Constant Load Valves, 
Filtration in Oil Heating, Humidifica- 
tion, Fuel Oils and Controls. 

These companies participated in the 
teaching program, providing instruc- 
tors, demonstration units and visual 
aids: 

General Filters, Inc.; Boston Ma- 
chine Works; Leonard Refineries, Inc.; 
Brundage Co.; Connor Engineering 
Co.; Shuttle Manufacturing Co.; De- 
troit Lubricator Co.; Minneapolis- 
Honeywell Regulator Co.; Breeze Co.; 
General Electric Co.; Winkler Divi- 
sion of U. S. Machine Co.; and 
Webster Electric Co. e 
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ANNOUNCEMENT: 
LION serves Flying Red Horse. 


Smart appearance and extra 
wear of new “Business Clothes Look” 
uniforms for 
Mobilgas dealers. 


Mobilgas chooses Lion uniforms for dealer wear. . . 
for Lion is first with the “business clothes look.” It’s a new 
concept in uniforms that combines utility with good looks, 


wearability with work-easy comfort. 





More major oil company station men wear LION UNIFORMS 


than any other brand! 





SOCONY-VACUUM 








——— 


LION UNIFORM, INC. 


Dept. A, 44 Webb Street, Dayton 3, Ohio 
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IMPORTANT NOTICE FOR TBA ADVERTISERS AND THEIR AGENCIES 


National Petroleum News WILL NOT publish a separate TBA Directory 
and Buyers’ Guide this year. 

The 1955 TBA Directory and Buyers’ Guide will be an integral part of 
NPN’s new annual, the Statistical & Reference Yearbook of Oil and TBA 
Marketing, described here. 

Please make note of this new schedule and of the advertising closing date. 
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at oi! men’s fingertips 


In 1955 National Petroleum News will present, for the first time in 
the oil industry, a comprehensive Statistical and Reference Yearbook 
of Oil and TBA* Marketing. This new Yearbook will be published in 
May asanextra, or thirteenth, issue of the monthly National Petroleum 
News, and will be sent at no extra charge to all NPN subscribers. It will 
give them factual answers to many of the myriad questions that con- 
front oil marketing men in their daily work. 

Why an Oil Marketing Yearbook? Because NPN editors see a 
tremendous need for it in their own daily work. Readers constantly ask 
for the kind of information the Yearbook will contain. By answering 
questions frequently encountered in everyday operations, the Yearbook 
will prove a valuable reference work for every oil marketing man. A 
glance at the contents sample shows why—much of this information is 
now found only in widely scattered forms, and some of it is not pub- 
lished elsewhere at all. 

What It Is. The Statistical and Reference Yearbook of Oil and TBA 
Marketing will contain basic data on the marketing division of the 
petroleum industry, plus much of the information previously presented 
in the NPN annual TBA Directory and Buyers’ Guide. The Yearbook 
will be easy to read and easy to use, with tables in big type, ample charts 
and graphs, and plenty of functional color. Tables will be tightly edited 
so readers won't have to swim through a sea of figures to find the infor- 
mation they want. Statistics will be presented on an annual basis, with 
data from previous years to show trends. 

What It Will Contain. Some Yearbook features are given at the right. 
More information will be included as surveys uncover detailed reader 
needs and preferences. 

Who Will Use It. Everyone who needs detailed, factual information 
on oil marketing—or on tire, battery and accessory distribution— will 
turn to the new Yearbook as a valuable source of facts. This includes 
executives and operations men in production . . . sales... economics... 
transportation— throughout the entire petroleum industry. 

If you sell equipment or supplies to oil marketers—if you sell tires, 
batteries, or accessories through oil marketers—this big new marketing 
Yearbook will keep your sales story at oil men’s fingertips. Distribution 
to NPN subscribers gives year ‘round coverage of your prime prospects. 


The cost is low, the value high. 
Consult your National Petroleum News representative for details. 


*TBA: Tires, Batteries and Accessories 


National 


ADVERTISING 
CLOSING 








Some Yearbook Features 


[BA manufacturer and supplier personnel 
Oil company marketing personnel 

Oil company marketing territories, 

Oil company dealer and TBA programs. 
TBA sales at service stations, 

Car breakdowns. 

Battery date codes. 

Antifreeze sales data. 

TBA ratios. 

Replacement tire and battery shipments 
Index to important TBA articles published 


in NPN, 

Production and consumption of all oil 
woducts handled by marketers: Gaso 
ine, distillate, kerosine, residual, motor 
oil, LP-gas 

Motor oil ratios; oil exports and imports. 

Highlights of Canadian statistics. 

Trends affecting supply; passenger car 
truck and bus registrations and produc 
tion; oil burner shipments, 

Station permits and number of stations by 
states. 

Directory of all U.S. refineries, showing 
capacity, products and location. 

Maps of U. S. refineries, product pipe 
lines, crude lines, terminals, under 
ground LP-gas storage; crude produc 
tion by states. 

Index to NPN reprints available 

Jobber cost-profit survey 

Octane ratings 

Directory of state jobber associations 
with officers and addresses of secretaries 

Toll road statistics 

Gasoline taxes by states 

Degree day totals by cities 


Equipment jobber directory 





A McGRAW-HILL AbD 
PUBLICATION 





DATE 


15th 





SF 


330 WEST 42ND STREET, NEW YORK 36, NEW YORK 


March, 1955 * NATIONAL TROLEUM NEWS 


139 














No matter what your requirements Fuel Oil, 
Service Station, Rural, Combination Service Station and Rural 
or Combination Fuel Oil and Rural... profitable deliveries 
will be yours with a custom built PROGRESS truck tank. 


For more than a third of a century, Progress has 
been designing and building custom tanks to meet particular 
requirements, All steel construction makes Progress tanks 
better to last longer, Steel braces support the can racks and 
barrel carriers. Steel sills, extending out and under the 
bucket box, guarantee solid support. Progress underframes 
are steel, with no wood or cross members and the flashing is 
not welded to the shell, but is actually a part of the shell. 


Progress Smoothskin tanks are modern in design 
and offer exactly the type tank required to do the job right. 
Ask your local Progress representative for complete specifi- 
cations, special drawings and current prices on Progress cus- 
tom built truck and trailer tanks. 


PROGRESS MODEL 500—Custom built for the Scher- 
merhorn Co., LaSalle, Illinois, this 1200-gallon, 5-com- 
partment combination fuel oil and rural delivery unit 
is mounted on a GMC Model 353-27 with 84" C-A, 


Equipped with |'/2" Neptune Auto Stop Ticket Printer 
Meter installed in can rack. Hose from Progress Elec- 
tric Reel, mounted in bucket box, feeds through can 
rack. Second reel and meter installed in bucket box 
for rear delivery. Complete twin pumping system with 
Chealsea Dual PTO. 








MANUFACTURING COMPANY, INC. 


ARTHUR: ILLINOIS 
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NOW it operates five fuel oil delivery trucks through- 
out Detroit and distributes fuel oil at stations 


In 1953 Citrin-Kolb Entered Fuel Oil 





nom 
. 


oT . 
kF ef 


NOW it is adding 400,000 gal. to its original storage 
capacity to handle volume of 3 million gal. 


i 


ee 


NOW it is building a garage for its truck fleet and 
is setting up its own preventive maintenance program 


NOW it has installed radio receivers and radio phones 
in its trucks to speed fuel oil delivery to homes 








How Detroit Jobber Makes By-Passed Bulk Plant Pay 


NE of Detroit's largest Independ- 
O ent marketers is solving the prob- 
lem of by-passed bulk plants with 
heating oil. And the company is find- 
ing the heating oil market a challenge 
that is paying off. 

Two years ago Citrin-Kolb Oil Co., 
Michigan’s oldest and largest Stand- 
ard of Indiana Independent marketer, 
faced the decision. To remain com- 
petitive in supplying its 170 service 
stations, the company had to by-pass 
its bulk plant and make direct trans- 
port deliveries. 


To take up the slack, Citrin-Kolb 
plunged into the highly competitive 
Detroit heating oil market. A year 
later, in 1954, Citrin-Kolb had 1,500 
heating accounts with 1.5 million gal 
volume. By the end of this year vol 
ume is expected to pass 3 million gal. 

Now the idle storage Citrin-Kolb 
was trying to fill has become inade- 
quate. This month the company com- 
pleted the purchase of Cadillac Oil 
Co. with 200,000 gal. of storage, on 
Detroit’s east side, and put into oper- 
ation an additional 200,000 gal. of 
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storage at its Original bulk plant on the 
west side. 

lo keep up with their rapidly grow 
ing heating oil business Citrin-Kolb 
also 1s: 

Operating five heating oil trucks 
on two shifts. 

Using radio receivers in three 
trucks and pocket radio phones in the 
others. 

Constructing a garage and setting 
up a truck 
program 


preventive maintenance 


(Continued on p. 142) 
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=i) fuel oil 


What They Faced—When the move 
to heating oil was made the three 
partners——Jacob A. Citrin, Martin E. 
Citrin and Nathan Kolb—recognized 
as late-comers that the fuel oil ven- 
ture could be a costly and unprofitable 
one. The outlook was far from prom- 
ising. 

While Citrin-Kolb was building up 
its gasoline business with considerable 
success, Other marketers were expand- 
ing their facilities and services to keep 
pace with the increasing demand for 
heating oils. Now they had the know- 
how and facilities, and the cream of 
heating oil accounts. 

In addition, natural gas was moving 
in, making it even tougher for estab- 
lished marketers to get fuel oil cus- 
tomers among new home builders. 

During World War II, when gaso- 
line was tight, the company, unlike 
many of its competitors, could not 
look to fuel oil to make up for shrink- 
ing gasoline volume. 

Now heating oil gives the company 
the added security that comes from 
carrying a well-rounded line of oil 
products, With heating oil, Citrin-Kolb 
is able to give its customers the same 
full line of products as its larger com- 
petitors, 

This philosophy was supported by 
the increasing requests of Citrin-Kolb 





The Men Behind Citrin-Kolb Oil Co. 


GuIDING LIGHTS in Citrin-Kolb Oil Co. are these four men. Left to right 
they are: Nathan Kolb, now head of the fuel oil department and a partner; 
Martin E. Citrin, son of Jacob Citrin, also a partner; Jacob Citrin, who 
with Kolb has built the jobbership into one of Michigan's largest; and 
Barney Citrin, father of Jacob. Although 80 years old he is still active 
in the company. The company was founded 33 years ago by Jacob with 
a one-pump station selling Standard Oil Co. products. 


gasoline customers that the company 
also supply them with heating oil. 

The partners also felt that many 
fuel oil distributors already in the field 
were not providing the type of heating 
service customers wanted. 

Jacob Citrin contends the Independ- 
ent oil marketer distributing heating 
oil is in a position to give customers 
the personalized service many major 
oil companies cannot or will not pro- 
vide. 


HOW THEY STARTED 


Nathan Kolb, with no experience 
in heating oil, was given the respon- 
sibility of putting the operation into 
effect. His first move was to consult 
with his supplier, Standard of Indiana. 
From the men at Standard, Kolb 
learned the fundamentals of Indiana’s 
heating oil distribution system, the 
problems involved and the know-how 
to cope with these problems. He at- 
tended the oil heat education course 
sponsored by the Michigan Petroleum 
Assn, 

After two months Kolb made a sur- 
vey of the stations Citrin-Kolb was 
supplying. The survey showed 50 sta- 
tions located in areas where there is a 
large demand for space heating oil. 
And 100 other stations use oil to heat 
their buildings. 


_—_ =, | 
‘STANDARD J 








With this information, the company 
purchased and installed 275-gal. tanks, 
hand pumps and meters at 50 stations, 
at a cost of about $225 per installa- 
tion. The 100 oil-using stations were 
informed Citrin-Kolb was now han- 
dling fuel oil. 

Now Kolb began the solicitation 
phase of his program. The 150 station 
operators either handling fuel oil or 
using it, were encouraged to ask for 
fuel oil business among their gasoline 
customers. Kolb began asking builders 
for business. 

Meanwhile, Robert Muysenberg was 
hired as dispatcher and general as- 
sistant to Kolb in the fuel oil depart- 
ment. Muysenberg came on the job 
with about six months’ experience 
with another Detroit fuel oil dis- 
tributor. 

At the end of the first year the com- 
pany had about 600 fuel oil accounts. 


ACCENT ON SERVICE 


Citrin-Kolb wasted little time in 
putting Citrin’s belief in personalized 
service into practice. First there is the 
system of handling trouble calls. 

When a call is received a fuel oil 
salesman visits the customer immedi- 
ately to determine the exact nature of 
the trouble. Sometimes the salesman 
can handle the complaint on the spot. 

If burner service is required, the 
salesman recommends a _ legitimate 
burner service company to the cus- 
tomer. Citrin-Kolb does not provide 
its own burner service and repair men. 

To assure customers prompt and 
regular delivery of fuel, the degree- 
day system is used. 

Radio for Speed—As another per- 
sonalized service, Citrin-Kolb uses a 
radio phone message service. Three 
trucks are equipped with short wave 
receivers with amplifiers. Drivers on 
two other trucks carry pocket radio 
phone receivers (see NPN, November, 
1954, p. 168). 

Citrin-Kolb rents the two pocket 
radio phones for $15 a month. 

The three truck radio units were 
purchased outright. Cost of the unit 
and installation runs about $100 each. 
These units receive the same messages 
as are received on the pocket phone 
devices. 

Truck Maintenance — Currently 
Citrin-Kolb operates five fuel oil 
trucks on two shifts a day. Only two 
trucks operate on the night shift. 

To maintain the five fuel oil tank 
trucks and the four double-bottom 
gasoline transports it operates, the 
company is building its own garage. 
When this is completed the company 
will handle its own maintenance. & 
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} = ie FOR THOUSANDS OF DEALERS 
M7 PAL this Trico Cabinet 


' 
ae © { 


yer SOLVENT Gos 


a 
L 


a —* 


i 


. Tico WAS 


NEW! The VIS-U-LID 
which keeps stocks clean 
and adds a Solvent display 


BONUS ITEMS we Be reay 

Save lives in '55” is focusing more attention than ever on 
WITH EACH D-105 windshield wiper blades. 
VIS- U ott D KIT And this eye-catching Trico Cabinet with its new Vis-u-lid is stepping 


up sales of arms, blades and solvent for additional thousands of dealers 


- — month by month. 
\ Put a Trico Stock Organizer Cabinet to work for you. Right now, 
1 TRICO VIS-U-LID é c . 
with the big season just ahead, your Trico wholesaler has a special 
introductory offer for dealers who have not yet installed one of these 
2 


JACK- MASTER TOOL KIT sales-makers. 
WITH WASHER 
NOZZLE WRENCH ms ’ P 

“—— If you already have a Trico D-102 Cabinet, take 


advantage of the D-105 Vis-u-lid Kit bonus 


“special” which Trico Wholesalers are offering. 


NEW ELECTRIC TRICO DEALER SIGN... 
for window or wall display. Big 15-1/2" diameter, 
brilliant illumination; ideal night light. Cost? 

pak Your Trico jobber has a surprise for you. Ask him 

4 TRICO ARM : f 


PULLER TOOL 








/ gp Windshicld Equipment 


TRICO PRODUCTS CORPORATION, BUFFALO 3, N.Y. 





ats 
race it 


HAVE YOU A DISASTER PLAN FOR YOUR PLANT? 


BOMBS...OR FIRE...OR FLOOD...OR TORNADO 
++. you can handle them if you act now. 


Let’s face it ... the threat of war and the atomic bomb 
has become a real part of our life—and will be with us 
for years. Fires, tornadoes and other disasters, too, can 
strike without warning. 

Whatever the emergency is, everybody’s going to 
want help at the same time. It may be hours before out- 
side help reaches you. The best chance of survival for 
you and your workers—and the fastest way to get back 
into production—is to know what to do and be ready to 
do it. Disaster may happen TOMORROW. Take these 
simple precautions TODAY: 

[| Call your local Civil Defense Director. He’ll help 
you set up a plan for your offices and plant—a plan 
that’s safer, because it’s integrated with community 
Civil Defense action. 

[| Check contents and locations of first-aid kits. Be 
sure they’re adequate and up to date. Here, again, your 


144 


CD Director can help. He’ll advise you on supplies 
needed for injuries due to blast, radiation, etc. 

|_| Encourage personnel to attend Red Cross First-Aid 
Training Courses. They may save your life. 

|_| Encourage your staff and your community to have 
their homes prepared. Run ads in your plant paper, in 
local newspapers, over T'V and radio, on bulletin boards, 
Your CD Director can show you ads and official CD 
films or literature that you can sponsor locally. Set the 
standard of preparedness in your plant city. There’s no 
better way of building prestige and good community 
relations—and no greater way of helping America. 


Act now ... check off these four simple points... 


before it’s too late. 
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Does Not 
Boil Away 


atte se 


he-| 











against rust and corrosion 


tight enough to hold water. And only the new 
iK gives FULL-RANGE PROTECTION ... protects 
ing system metals whether a strong or weak solu- 
used. This feature makes PEAK the ideal anti- 





Here are important features 


that mean big savings with 


Ud» stainless Steel Drums 
and Pails 





. USS Stainless Drums and Pails give you 
many times the length of life of drums 
and pails made of conventional car- 
bon steel because of greater tensile 
strength, extra durability. 


. USS Stainless Steel Drums and Pails are 
USS Stainless Steel Drums are available with durable rubber rolling returnable, can make many trips, re- 
ducing considerably the unit cost of 
your shipping containers. 


. USS Stainless Steel Drums and Pails 
make handling much easier and quieter, and keep the drum from give complete product protection dur- 
ing shipping or storage .. . stops worry 
about contamination from rust, scale, 
grease or dirt. 


hoops (as illustrated) that give extra protection to both the drum 
and its contents from bumps and shocks, prolong the life of the drum, 


marking and marring floors 


Our special patented con 
| struction seals off the inner - USS Stainless Steel Drums and Pails 
f : : stay clean and new looking inside and 
crevice or opening that usually on out. This is important in promoting 

results from the conventional customer confidence. And products 


or 


| double seam construction. This 4 . dependably safe in USS Stainless Steel 


prevents the contents of the 7] Drums and Pails. 


{ that require sanitary containers are 
ery, 

j 

4 


drum from entering the double These containers are available in both 


y| 
A } . ose 8 tight and removable head construction. 
seam and being trapped within 








the crevice, making it easier to 





do a thorough cleaning job 


a - "U's Beller ta Ship in Steel” 
United States Steel Products fabricates stainless, galvanized, UNITED STATES STEEL PRODUCTS 


tinned, painted and decorated drums and pails . . . furnished in a wide DIVISION 
range of capacities and with a variety of fittings and openings to meet UNITED STATES STEEL CORPORATION 

, ae 9 . DEPT. 135, 30 ROCKEFELLER PLAZA, NEW YORK 20, N. Y 
every industrial need. If you would like any additional information Los Angeles and Alameda, Calif. - Port Arthur, Texas 


ia > . »or Paile ine rite 7 . pm * Chicago, Ill - New Orleans, La. « Sharon, Pa 
on USS Steel Drums or Pails, just write to us at New York. ee tee hee 


*Expected Completion in April 1955 


USS STEEL DRUMS © 
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SERVICE STATIONS ACROSS THE NATION 


INCREASE PROFITS AND VOLUME 
WITH GLOBE’ Frame-Kontact” HOISTS 


These increases are reported by a dealer 
in Norfolk, Va., who recently changed to 
a Globe “Frame-Kontact” Hoist. And 
dealers everywhere find that nearly all 
service jobs are more efficiently handled 


on these revolutionary time-saving Hoists. 


From lubrications and tire changes to 
replacing mufflers and tail pipes . . . profits 
are going up and up as the volume and 
quality of these services are raised. 





FASTER LUBRICATION 


Wheels and suspensions 
hang free; and every lube point 
is within easy reach, permitting 
service men to work faster, 
easier, without obstruction. 











Trade Mark Reg. U.S. Pat. Off. Globe “Frame-Kontact” 
Hoists are made under one or more of th 


Patents: 2458986 — 2593630 — 259363 


2612355—2654443. Other U.S. & Foreign Patents p 


@ follow US 
5 — 2612344— 


“BEST LUBE HOIST IN U.S... .” 
"| think it is the best lubrication 
Hoist in the U.S. It is faster, easy 
to drive onto, and the suspen- 

sion is free.” 
St. Cloud, Minn., dealer 


“NEAT APPEARING...” 

"it is a very efficient and neat 
appearing piece of equipment 
-».much easier to work around 
on the grease rack than the con- 
ventional type.” 

Philadelphia, Pa., dealer 


“HELPS SELL MERCHANDISE...” 





merchandise." 


Canton, Ohio, dealer 


“BEST FOR CHANGING TIRES...” 
"It's the best Hoist | have ever 
used for changing tires, putting 
on chains, packing wheels, and 
adjusting brakes. Very easy to 
work under.” 
Yorkville, N.Y., dealer 





"We find 'Frame-Kontact’ Hoists Ye... ------- bd 
save 25% on labor operations, GLOBE HOIST COMPANY 


4i besides it helps us sell additional 


NPN-706-FKH 


East Mermaid Lane at Queen Street 


Philadelphia 18, Penna. 


Please send me complete information on Globe 


“Frame-Kontact” Hoists. 


“BEST ON MARKET— BAR NONE...” 
“We think our ‘Frame-Kontact’ NAME 


Hoist is the best on the market— 
bar none. We can install the aver- 
age muffier in 15 minutes.” 


COMPANY 


ADDRESS 


Grand Rapids, Mich., garage 
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PROVEN HELP 


FOR YOUR 


SALESMEN 


Seles executives agree that products 
information is of real help to sal en, 
especially under competitive conditions. 
This ¢ ing bi 1 to re- 
duce their customer mortality rate ond 
increases their prospect - to - customer 
ratio, 
Hundreds of marketers use our soles 
training program in products informa- 
tion for thelr salesmen. 

Check below and mail 

for detailed information 


| 7 HOME STUDY COURSE 

" A basic training in Products Informa- 
tion 

‘a PEI JOURNAL 

J New and changi develop ts in 
Products Information. 

‘a REFERENCE LIBRARY 

: information in Products Information 
salesmen need in ao hurry. 

‘a WHEN TO DRAIN 
Products Information for dealers. 








PETROLEUM 
EDUCATIONAL INSTITUTE 
9020 Melrose Avenue 
Los Angeles 46, California 


C) FREE 


cory 
PE! JOURNAL 


COMPANY 
STREET 
ory . 








CHECKING on one of the automatic sprinklers installed at the Watson-Hall Co. grass 
plot is John Hall, general manager of the company 


Jobber Repairs 


Watson-Hall Co., Seattle fuel 
oil distributor, believes in giving 
something “extra”—a lawn re- 
yair service—to keep customers 
onl And all it costs the com- 
pany is about $20 a month. 

The customer relations project 
swings into operation about a dozen 
times a year. 

Here’s how it works: 

—-When a customer reports that 
spilled oil has damaged a section of 
his lawn, Watson-Hall turns the mat- 
ter over to the company gardener. 

— He digs up a patch of sod from 
the company grass plot and trans- 
plants it on the damaged lawn. 

Many times no formal complaint is 
necessary to put the lawn repair serv- 
ice into operation because drivers— 
following company instructions—re- 
port any “burned” spot on a customer’s 
lawn to the office. 

The result: Transplanting is often 
done before the customer has noticed 
the damage, often by the drivers them- 
selves, 

Most of the oil spills come in the 
peak winter periods—when there are 
extra men on the trucks, When spills 
are noticed, the company tells the 
homeowner that it is aware of the 
damage and that it will replace the 


‘Oily’ Lawns 


TRANSPLANTING a square of sod is one 
of the Watson-Hall drivers. Work is 
usually done by a gardener 


burned section in the spring—as soon 
as growing conditions permit. 

The lawn repair service began sev- 
eral years ago when Watson-Hall 
planted a 100 sq. ft. plot at one end of 
the company yard. It also installed 
automatic sprinklers to keep the plot 
watered. 

The area is tended by the company 
gardener. a 
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“My Alemite on-the-car 
Wheel Balancer... 


MADE ME ‘2000 
THE FIRST YEAR! 


Says W. L. “Mickey” Walker 
Mickey Walker Shell Service 
New Orleans, Louisiana 


from coast-to-coast, Alemite Wheel Balancers 
pay for themselves, show big profits, 
up tire sales and win new customers! 


Now's the time to tap the big market for wheel balancing. 
With 8 out of 10 cars on the road needing wheel balancing, 
you can’t miss. A single job earns you $4.72, net profit, and 
you can easily turn out 4 to 8 jobs a day. Your Wheel Bal- 
ancer can actually pay for itself in weeks! 


Sells tires, too! When you do a wheel balancing job it’s the 
ideal time to point out worn tires, breaks in casings, etc., 
and make tire sales. And you can tell your customers—wheel 
balancing makes tires wear up to 30% longer! 


Attract new customers! Your customers appreciate this ex- 
tra added service—are more and more conscious of Alemite’s 
national advertising, selling Alemite’s Wheel Balancer in 
The Saturday Evening Post. They’ll be looking for it—see 
that you have it! Here’s What Owners Say 


ONLY the Alemite Electronic Wheel Balancer spins the en- About Alemite Wheel Balancer! 
tire wheel assembly right on the car. Balances everything 


from hub cap to tire at once—up, down and sideways. e “Our Alemite Wheel Balancer makes us more money 


than any other piece of equipment we have!” V. O. B., 


P Oregon. 
Exclusive Dual Range Meter proves to your 


customer that his wheels need balancing - e “We're just a small outfit, but we made $174.00 the first 
proves that they are balanced when you three weeks! 

are through. A sure-fire sales e “My previous wheel balancer never satisfied my cus- 
promoter ! tomers—but the Alemite Wheel Balancer always satisfies 
o. customers... brings in new ones!" R. E. S., Washington. 
A FREE demonstration proves it! e “Makes over $100.00 a month!” O. S. T., Louisiana. 
Your Alemite representative will e “Helps increase service sales, detects need for front 
prove to you how easy it is to ‘ wheel bearing replacement, etc.” N. W. Y., New York. 
balance wheels the Alemite way. 
And he'll see to it you get the big 
promotion kit that makes sales for 
you—ties you in with national A small down payment puts you in the 
advertising. Call him TODAY! wheel balancing business! 


With 12 to 18 months to pay. And your gross profit on 


only one job per week will cover the monthly payment. 
And you are sung to sell more than that! Ask your jobber 
about it wow and start cashing in on this big market! 


AG. te 5. PAT. OFF, 
1826 Diversey Parkway, Chicago 14, Illinois 


e “Net profit paid for my balancer in just 410 days!” J. S., 
Oregon. 
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Whatever your product, chances are 
that Rheem has already developed 
special linings to protect it for 





shipment in steel drums 


Rheem’s experience with hard-to-package products 
is a matter of record. From acetates to white oils, 
virtually any bulk-packaged product you can think 
of is now being shipped in Rheem-built steel drums 
and pails with special linings. 


YOU CAN RELY ON 


So you name it. If you have a product you'd like to 

ship in steel containers, chances are that we’ve 

already developed a lining that will protect it. If it’s 

a new product, or one that we’ve never handled, 

Rheem laboratories are fully equipped to run tests tO 
and recommend a suitable lining. For full informa- OF STEEL SHIPPING CONTAINERS 
tion, call our nearest office. Or write to Rheem 

Manufacturing Company, 7600 South Kedzie Avenue, 

Chicago 29, I[llinois. 


RICHMOND AND SOUTH GATE, CAL., HOUSTON, 


CHICAGO, NEW YORK, NEW ORLEANS, 
LINDEN, N, J., AND SPARROWS POINT, MD, 


NATIONAL PETROLEUM NEWS ¢ March, 1955 





Electrostatic Indicator 


An_ explosion-proof, electrostatic 
drain and grounding indicator is de- 
signed to eliminate danger of explo- 
sion caused by electrostatic sparks at 
tank truck loading racks and in tank 
car loading and unloading operations. 
The range of operation is said to ex- 
ceed the requirements of National Fire 
Protection Assn. for grounding safety. 
The unit is used to actuate a visual 
alarm or may be connected to make 
pump start-up impossible when a 
dangerous condition exists. Nelson 
Electric Manufacturing Co., Tulsa, 
Okla. 

Circle No. 1 on Reply Coupon 


One-Piece Truck Rim 


A drop-center wheel rim for trucks 
simplifies installation of the new Fire- 
stone tubeless truck tire. The new 
assembly uses only a tire and rim, 
against the old list of tire, tube, flap, 


rim base, flange and locking ring. The 
new rim means a considerable weight 
saving—a 9:00x20 rim and tire is 
168 lb., compared to 196 lb. for the 
old assembly. This means a saving of 
about 280 Ib. on a ten-wheel tractor- 
trailer outfit. Firestone Tire & Rubber 
Co., 1200 Firestone Pkwy., Akron 
17, Ohio 

Circle No. 2 on Reply Coupon 


Hand Soap Dispenser 

A special wall dispenser holds a 
7¥%2-lb. can of “Little Doc Disolvit,” 
a hand cleaner designed for use with 
or without water. One push of the 
handle on the enamel-covered steel 
dispenser delivers enough cleaner for 
one washing. The company’s “starter 
deal” includes three 7'2-lb. cartridges 
of cleaner—enough for 1,800 wash- 
ings—and one dispenser at a total 
price of $14.02. Gus J. Schaffner Co., 
Schafiner Bldg., Emsworth, Pittsburgh 
2, Pa. 


Circle No. 3 on Reply Coupon 


impact Wrenches 


The Sioux equipment line now in- 
cludes two models of electric impact 
wrenches. The smaller model, with a 
bolt-size capacity of “%-% in., is 
priced at $99.75 and the larger model, 
selling for $127.50, will handle bolts 
from 3/8 to 11/16 in. The wrenches, 
handy for running wheel nuts and 
other service station jobs, have a re 
verse cap switch, designed to prevent 
reversing of the tool while the switch 
is on. Albertson Co., Ine., 
City, La. 


Circle No. 4 on Reply Coupon 


Sioux 


Versatile Tire Truer 


Bear Manufacturing has designed 
an on-the-car tire truer to handle all 
passenger car and truck tires through 
9:00x20. he truer has a_ built-in 
vacuum unit to collect dust caused 
by the job and keep the working area 
clean. The truer is equipped with a 
new out-of-round indicator and is 
portable. Bear Manufacturing Co., 
Rock Island, Ill. 

Circle No. 5 on Reply Coupon 
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Changeable Display 


A sign with removable letters by 
Wagner Sign Service permits Houston 
Ericksten Oil Co., Tulsa, to promote 
all its products and services on a 
regular schedule. The double-faced 
sign has a copy area measuring 57 in. 
by 12 ft. 9% in. It will hold four 
lines of copy formed with black 
plastic letters. Manufacturer of the 
sign is Wagner Sign Service, Inc., 61 
S. Hoyne Ave., Chicago 12, Il. 

Circle No. 6 on Reply Coupon 


Drum-Handling Truck 

A Yale “Warehouser” equipped 
with a special drum-haffdling platform 
is designed to lift two standard 55- 
gal. drums and the truck operator as 
high as 165 inches. A control box in 
the back of the platform gives the 
operator pushbutton control of the 
machine when riding the platform. 
The platform can be removed to 
permit operation of the machine as a 
standard fork truck. Yale & Towne 
Manufacturing Co., 11,000 Roosevelt 
Blvd., Philadelphia 15, Pa. 


Circle No. 7 on Reply Coupon 


Tubeless Bead Expander 


A pneumatic bead expander for 
tubeless tires by Salsbury Corp. op- 
erates from any standard service sta- 
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Bennett 


BIG | 


oP 


; 


DOUBLE-ACTION | 
PISTON TYPE 
TRANSFER PUMP 


Here’s a high capacity self- 
priming pump engineered 
and built to stand-up under 
hardest everyday pounding 
It's the least complicated 
pump of its type — features 
positive displacement auto- 


EASIEST PUMP CONSTANT motive type piston and ring 
TO OPERATE FLOW -no diaphragms or cup 


leathers to break down. 
Every detail reflects true 
Bennett quality... time- 
tested Bennett features. 


Light-weight die-cast alu- 
minum. Corrosion resistant 
brass cylinders, Stainless 
steel valves. Bung adapter 
adjusts on intake, 14” or 2” 
openings. Shielded against 
Readily pumped from | Pumps on both strokes = water, air-vented for easy 
difficult positions — better | — no waste motion. Quick, umping. Non-siphoning 
than 21 gallons per min- | clean, safe transfer from oo or spout. 


drums and skid tonks. 
Write For Full Information. 





JOHN WOOD COMPANY, Bennett Pump Division 
Muskegon, Michigan + Offices In Principal Cities 
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tion air supply. The tool consists of a 
flat clockspring-steel band and pneu- 
matic cylinder. Holes in the band hook 
over a stud on the side of the cylinder 
for adjustment to tire size. Two steel 
clips hold the band on the tire while 
the operator tightens the expander. 
Cinching is done by opening the re- 
lease valve, pulling the cylinders apart 
and closing the release valve. Salsbury 
Corp., 1161 E. Florence Ave., Los 
Angeles, Calif. 

Circle No. 8 on Reply Coupon 


Tank Farm Valve 
fank battery hook-ups, fire protec- 


| tion systems and terminal manifolds 
| are some of the applications for which 


a new grooved-end valve by Lunken- 
heimer is designed. Made for use with 
grooved couplings, the valve is parti- 
cularly suited for use in installations 
where expansion and contraction is a 
problem because of temperature 
changes. The _ iron-body, bronze- 
mounted design is said to reduce 


| corrosion and the consequent scoring 
| of the stem and packing. Lunken- 
| heimer Co., P. O. Box 360, Cincin- 
| nati 14, Ohio. 


Circle No. 9 on Reply Coupon 


. 


Safe Grass Control 


An enclosed, explosion-proof mo- 
tor is a feature of a new Sensation 
Mower power lawn mower designed 
for use at bulk plants, terminals and 
vther locations where there is danger 
of fire or explosion. The special motor 


(Continued on p. 153) 
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“, .. that traveling motorists 
look first for clean, bright 
stations. Station appearance 

proved to be most important...” 


Business grows 
where DULUX goes 


Clean, bright pumps and buildings catch and hold the 
traveling motorist’s eye! They mean the difference 
between winning or losing his business. And a recent 
survey of more than 1,000 service stations proves it! 
The station with an inviting appearance gets the 
traveler’s approval—and wins the sale! 

That’s why more and more experienced station 
owners are using Du Pont DULUX Enamel to give 
their equipment first-class eye appeal as well as de- 
pendable protection through the years. They know 


DULUX 


REG. Y.B. PAT. OFF 


ENAMEL 


REG. u.5. pat Orf 


BETTER THINGS FOR BETTER LIVING 
. « THROUGH CHEMISTRY 


that sparkling DULUX colors stay bright . . . gleam 
anew after every wipe-down. And durable DULUX 
stands up to weather extremes and hard knocks .. . 
resists oil, gas and grease spillage . . . helps pay off 
in lower maintenance problems and costs. 

With over 187,000 service stations competing across 
the country, now more than ever you have to show 
the driving public that your station is one of the best. 
It’s just good business to let Du Pont DULUX 
Enamel do it for you! 


There's a Du Pont Finish for every service-station surface! 


DULUX COLOR CONDITIONING 
ENAMEL for station interiors 
and rest rooms 


Clean and attractive station in- 
teriors are good business. In rest 
rooms use Du Pont Color Condi- 
tioning Peach to appeal to fem- 
inine tastes — tones of blue for your 
men’s facilities. DULUX Enamels 
are easy to take care of and stay 
bright for years’ 


Chemically engineered to do the job better 
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6-12 volt 


Wheel Models 
* 


6-12 volt 
Portables 
ok 


Utility 
Booster 
Chargers 
K 


re 
ngine® 
\N \s\on 


# wi\tard t 
Equipme® oA 
complete! 


cing a completely new line of 


Willard 


Profit-Building Battery-Charging Equipment! 





17 volt 





dant 
noe 
care ee 
\ sane 


Model WDT-200: Has new-type 
Electro-Thermostatic control 
that assures SAFE, fast charging 
at 100 amps. on 6-volt batteries, 
50 amps, on 12-volt batteries. In- 
dividual cell comparison tester, 
rubber-tired wheels, weather- 
proof construction. 


Model WD-150: Thermaster is 
identical to WDT-200 except 
tester is not provided. Both units 
slow charge three 12-volt bat- 
teries or six 6-volt batteries. 

















Model WP-100: 
Thermaster is 
easy to take to the 
car, has same 
capacity as WDT- 
200.Electro-Ther- 
mostatic control, 


Model WP-75: 
Timemaster fast 
charges at 75 
amps. on 6-volt 
batteries, 50amps. 
on 12-volt bat- 
teries. Electric 
timer control, 








Model WU-40: UtilityCharger 
chargesat40amps.on6-volt 
batteries, 25amps.on 12-volt 
batteries. Indicator meter 
shows correct operation, 





4 Models: Dry disc rectifier type. Start 
charging at approximately 4 amperes on 
6-volt batteries, 2 amperes on 12-volt 
batteries. Gradual tapering as battery 
becomes charged. 


Model WJ6-12 charges a 12-volt battery at 
6 amps. or a 6-volt battery at 12 amps. 
Will charge two 6-volt batteries at once. 
Ideal for farms, homes, fleet accounts or 
auxiliary use. 





Call your nearby 
Willard Distributor 


WILLARD STORAGE BATTERY COMPANY 


Factories in: ALLENTOWN « ATLANTA « AURORA ¢ CLEVELAND « DALLAS + DENVER « FAIRFIELD « KANSAS 


OW, 


CITY * LOS ANGELES » MEMPHIS * MINNEAPOLIS * OMAHA * PORTLAND * WARSAW * TORONTO * CALGARY 
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and a blade “that makes no metal-to- 
metal contact” are the two principal 
safety factors. The mower is a rotary 
unit equipped with a 20-in. blade, 
for use with or without a grass 
catcher. Sensation Mower, Inc., 7577 
Burlington St., Ralston, Neb. 


Circle No. 10 on Reply Coupon 


Air-Powered Jack 
Main feature of Bay Manufactur- 
ing’s new air-operated bumper jack is 
a hinged lifting bar, which eases mov- 
ing and storage of the tool. The lift- 
ing bar is 54 in. wide when extended, 
but folds to 24 in. when the jack is 
not in use. The jack works well with 
late-model cars, since it drops wheels 
clear of the fenders so the serviceman 
can have clearance to work. The jack 
has an automatic safety lock, stops at 
any height to 32 in. and has a 3,000- 
lb. capacity. Bay Manufacturing Co., 
Harbor City, Calif. 
Circle No. 11 on Reply Coupon 


Nut on Drum Ring 


A new ring for removable-head 
drums features a special nut welded 
to the end of the lug on the ring. A 
tapered hole in the end of the nut is 
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high speed filling of 
ANTI-FREEZE 





iMustration shows Horix fully automatic filler handling 2 gallon cans at Shell Oil Co. 
in Sewaren, N. J. This model is standard in the industry for high speed filling 


of “FP” style cans. 





TYPICAL USERS OF HIGH SPEED 
PETROLEUM PRODUCT FILLERS 





COMPANY 


PRODUCT 


CANS 








Atlantic Refining Co. 


Carbide & Carbon 
Chemical Co. 


Pennsylvania Refining Co. 


Shelt Oil Company 
West Penn Oil Company 


Gull Refining Company 
California Spray Chemical 
Plough, incorporated 


Bardahi— St. Louis 


Empire Of Co.—Chicago 
National Solvent Corp. 


Cleveland 
Mich-1-Pean Oil 


Motor Oils- 
Naphtha 


Prestone 


Motor Oils- 
Naphtha 
Motor Oils 
Oil Additives 
Insecticides 
Ethyl-Ether 


Lighter-Fiuid 
Brake Fluid 


Turpentine 


Turpentine 
Linseed Oil 


Motor Oils 


1 Gal.—2 Gal. 
“F” Style 

1 Gal. Newman 
Seal Type 

1 Gal.—2 Gal. 
“F” Style 

1 Gal.—2 Gal. 
12 oz. Cone TOP 
Qt. & Gal. 

“F” Style 

16 oz. Cone Top 
4 07. 
Rectangular 

6 oz.—12 az. 
16 oz. “F” Style 
Pt.—Ot.—Gal. 
“F” Style 
Pt.—Ot—Gal. 
10 Qt.—2 Gal. 
“F” Style 








ACCURACY * SPEED * 
VERSATILITY 


When it comes to flexibility and 
efficiency in the filling of petro- 
leum products, a Horix filler is in 
a class by itself. Special valve 
construction makes it possible to 
fill anti-freeze, oil, lighter fluid, 
insecticides and similar petroleum 
products—all on the SAME 
MACHINE. In addition Horix 
fillers offer all the other outstand- 
ing features that yield-conscious 
production men want. 


* Guaranteed accuracy of fill 

* No Product Waste 

* Individual handling of containers 

® No container—no fill 

® Straight gravity fill 

* Quick change-over for product or 
container 

© Low maintenance 


Horix fillers are suitable for any size container from 
fractional ounces to 5 gallons. The complete line 
includes small, medium and high speed rotaries, a 5 
gallon filler, and portable hand-operated fillers. Write 
for illustrated folder No. 155-E. 


ri C) 


MANUFACTURING 


‘ae PITTSBURGH 4 PA 


FILLERS AND CONVEYORS 


Lowest Unit Filling 
Cost — Highest 
Product Quality 











“Word of Mouth” Advertising —from Wilkes-Barre, Pa. | =. equipment 






and prevent cross-threading. The bolt 
can be driven home with a power tool. 
| Drum Parts, Inc., 10300 Meech Ave., 
| Cleveland 5, Ohio. 
Circle No. 12 on Reply Coupon 


designed to lead the bolt into the nut 





“We could not 






have grown 
without 
Richfield 
Cooperation” 














When a man’s in the same business you're in, faced with 






Chargers for 1955 


A deluxe charger-tester tops the 
1955 line of Exide 6- and 12-volt bat- 


the same day-in-day-out problems, you listen to 
him with interest. So listen now to “word of mouth” 








Richfield advertising which came to us unsolicited tery chargers and testers. The unit 
from Richfield Distributor John J. Dougherty charges 6-volt batteries at 100 amp. 
of Wilkes-Barre, Pa. and 12-volt batteries at 50 amp. It 
also carries a tester designed to give 

pee an exact reading on the condition of 

“As you know, Domoco Gas and Oil Company has been the battery after the fast charge. A 






similar model without tester, two 
bate A portable fast chargers, a_ utility 
for the past 23 years. charger, trickle charger and battery 
boosters, plus two testers, complete 
the line. Exide Automotive Div., Elec- 
tric Storage Battery Co., Philadelphia 
2, Pa. 


Circle No. 13 on Reply Coupon 


affiliated with you as a Richfield Distributor 







“Had it not been for the splendid cooperation and 
assistance received from you during this period, 






we would not have grown to our present strength as a 






distributor in this territory.” 







More and more, you hear “word-of-mouth” statements 
from Richfield Distributors concerning the close, 






working-partner relationship between them and 
Richfield. They feel—and they tell you—that 
it is a big reason for their own successes. 









Find out the reasons—and find them out now! 





Write, wire or phone 













| 
7 
\ | 
| 


J) RICHFIELD 
) | All-Purpose Valve 


OIL CORPORATION OF NEW YORK | A valve for use on tank cars and 


579 FIFTH AVENUE, NEW YORK 17, N. Y other oil industry applications is said 
its as to provide a complete seal with an O- 


Serving the Eastern Seaboard from Maine through Florida | ring and sock—the only two wear 
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points in the unit. The manufacturer 
says the valve is seatless, lightweight 
and requires only a 270-deg. on-or-off 
turn. It can be ordered in stainless 
steel, inconel, monel, brass, bronze, 
aluminum and various alloys—for any 
standard connection. Hurt Corp., 997 
S. Marengo, Pasadena, Calif. 


Circle No. 14 on Reply Coupon 


Radiator Tester 


A testing kit is designed to enable 
service station operators to locate 
leaks in the new pressurized cooling 
systems in a matter of minutes. Radi- 
ator Specialty Co. says that with its 
testing kit, the dealer can bring the 
cooling system up to required pressure 
and spot internal leaks quickly. The 
kit also is being pushed as a tool for 
building higher sales of cooling sys- 
tem TBA products. Radiator Specialty 
Co., 1700-1900 Dowd Rd., Charlotte, 
N. C. 

Circle No. 15 on Reply Coupon 


Streamlined Extinguisher 
Ansul has developed a 10-Ib. dry- 


chemical fire extinguisher for use 
around bulk plants and service sta- 
tions and on tank trucks. The ex- 
tinguisher was styled by Designer 
Raymond Loewy. Equipped to put 
out flammable liquid, gas, chemical 
and electrical fires, the unit was de- 


signed to fill the need for a capacity 
between Ansul’s 4-lb. and 20-lb. ex- 
tinguishers. The new model has Na- 
tional Board of Fire Underwriters 
approval. Price is $52.50. Ansul 
Chemical Co., Marinette, Wis. 
Circle No. 16 on Reply Coupon 


7 . 
Lightweight Cleaner 
Designed for small operators, in- 
cluding service stations, a lightweight 
vacuum cleaner is available with sev- 


eral attachments for $137.50. A wet 
pick-up kit is available at extra cost. 
The 29-lb. unit can be used for office 
cleaning, car interior jobs and other 
cleaning applications around the sta- 
tion. Capacity is one-half bushel dry 
and 3% gal. wet. The cleaner is 
mounted on casters and has a 30-ft. 
electric cord. Hose is 8 ft. 1% in. 
long. Multi-Clean Products, Inc., 
2277 Ford Pkwy., St. Paul 1, Minn. 
Circle No. 17 on Reply Coupon 
(Continued on p. 157) 





By working in Cities Service “trademark” 
uniforms by UNITOG, alert Cities Service 
dealers and their employees earn more customer 
confidence and multiply the effectiveness of 


every sales opportunity! 


Marketing Executives are cordially invited to 
draw on Unitog’s long experience in creating 


favorable impressions through quality 


industrial uniforms. 


If your company uniform program is in 


need of attention 


WRITE 
PHONE 
OR WIRE 


company 


Highest Quality Industrial Uniforms 


1617 MAIN STREET ~ 


KANSAS CITY, 8, 


NATION-WIDE DISTRIBUTION FROM 


Warrensburg, Mo. - Los Angeles, Calif. 
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Bridgeport, Conn. 








oa 


Not nearly so ridiculous as it may sound. For the fact is, if 
this Cities Service tanker were loaded with gasolene, it ac- 
tually could supply an automobile with enough to last for 
the next 22,000 years! 

It’s the $.S. W. Alton Jones, one of the newest members 
of the expanded 27-vessel Cities Service tanker fleet. With a 
deadweight tonnage of 38,000, a capacity of 336,000 bar 
rels of petroleum, and a speed of 17% knots fully loaded, it 
is one of four ultra-modern supertankers now flying the 
Cities Service flag. 

Yet, impressive as they are, these new ships constitute 
only one example of Cities Service progress during 1954. 
Cities Service invested over sixty million dollars in the never- 
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“Fill’er up 
for the next 
22,000 


years!’’ 


ending search for and production of oil during 1954... 
refinery facilities were modernized and expanded at East 
Chicago and Lake Charles to make possible even better high- 
grade petroleum products . . . and hundreds of miles were 
added to the vast network of Cities Service pipelines. 

This growth benefits more than Cities Service. It is healthy 
growth that helps keep our standard of living the highest in 
history ... helps fill the vital oil larders of the free world. 


CITIES (A) SERVICE 


QUALITY PETROLEUM PRODUCTS 
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Pump kas Tripod 


Bennett has added a portable tripod 
base to its “Big G” transfer pump for 
handling oil products. The pump oper- 
ates on a double-stroke action, using 
an automotive-type piston rather than 
diaphragm construction. It is designed 
to lift liquids more than 20 ft. at a 
rate of 20 gpm. The pump comes 
equipped with 8 ft. of %-in. intake 
suction hose. It can be detached from 
the tripod for stationary mounting. 
Bennett Pump Division of John Wood 
Co., Muskegon, Mich. 


Circle No. 18 on Reply Coupon 


Charger Tests Cells 

A rapid battery charger and tester 
is designed to permit the operator to 
test individual cells on all 6- or 12- 
volt batteries without disconnecting 
terminals and hold-down frames. The 
new model has six charging rates and 
features a DC circuit breaker to pre- 
vent damage from reversed battery 
connections or shorts. Charging ca- 
bles are 8 ft. long and the charger 
has a 15-ft. power-supply cable. As- 
sociated Equipment Corp., 5170 San 
Francisco Ave., St. Louis 15, Mo. 


Circle No. 19 on Reply Coupon 


Tough Uniform Fabric 


No need for ironing and rugged- 
ness are the two main selling points 


of a new fabric for service station 
and other uniforms. The fabric, a 
gabardine for both pants and jackets, 
is made of 50% Acrilan and 50% 
combed cotton. The cloth is designed 
to provide abrasion and wrinkle re- 
sistance and resistance to battery acid. 
Weight is about 8 oz. per sq. yd. 
Colors available are suntan, silver 
gray, sage green, taupe and forest 
green. Burlington Mills Corp., 350 
Fifth Ave., New York 1, N. Y. 
Circle No. 20 on Reply Coupon 


Two New Jack Models 


Both air- and hand-operated models 
of a new Joyce 1%-ton jack are 
available. The jacks are designed to 
raise the front or rear of cars so 
that both wheels clear the ground 
simultaneously. An adjustable spread 
allows contact with the car either on 
the bumper or on the bumper brackets 
near the car frame. The manufacturer 
says the hand-operated model can be 
converted for air operation. Joyce- 
Cridland Co., Dayton 3, Ohio. 


Circle No. 21] on Reply Coupon 


Equipment for Tubeless 


An air-powered combination tire 
changer-wheel balancer is intended to 
meet problems of tubless tire service. 
The power feature makes unnecessary 
the use of hammers and tire irons 
that might damage the tire beads and 
lining. The wheel balancer is placed 
on the wheel while the latter is 
mounted on the changer. Big Four In- 
dustries, Inc., 5938 Carthage Court, 
Cincinnati, Ohio. 


Circle No. 22 on Reply Coupon 


e FOR FURTHER INFORMATION 


On equipment or literature described in this isswe: CIRCLE THE NUMBER 
below. Fill in the reply coupon, clip and mail to 


© Readers’ information Service 
NATIONAL PETROLEUM NEWS 


330 W. 42nd &t., New York 36, N.Y. 
Your inquiry will be forwarded to the manufacturer. Void after May 25, 1955. 
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Esso Uniform Suppliers 


Two firms omitted from the list of 
Esso uniform suppliers in How to Plan 
Uniforms for Your Dealers (NPN, 
Nov. 1954) are Loev Bros. and Free- 
land Mfg. Co. Lion Uniform Co. and 
Wirk Garment Co., included in the 
list, do not supply Esso. 








New Tokheim Pump 


8 The “300 Series” 
for silence and high dial visibility 
is Tokheim Corp.'s latest offer- 


engineered 


ing in the service station dispensing 


pump field 
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For-Hire Truck Directory 


The nation’s for-hire tank truck 
operators are listed in the 104-page, 
cloth-bound National Tank Truck 
Carrier Directory. Plans are to revise 
the list and re-issue it annually. In- 
cluded are company names and home 
office addresses, officers, sales repre- 
sentatives, terminal locations, year 
established, general description of 
operating authority, both interstate 
and intrastate, and source of tariff 
publication for each of the carriers 






that Crescent gives battery cable sales 





Available in a 
complete range of colors 
with lead or brass terminals, 


= 
“THE CRESCENT COMPANY, INC. 
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Superior service plus consistent TBA selling 
has made Roscoe Waters’ Cities Service 
station one of Chattanooga’s most 
successful operations. A vital part of his 
service is a careful check of the battery — 
and the battery cables! Replacement of old, 
defective battery cables with 

Crescent cables helps to keep Roscoe Waters’ 
cash register chiming! 


Aggressive TBA merchandisers find 


a big boost because of superior products, 
attractive price structure, merchandising 
tailored to each specific need. 

Find out how Crescent can help you! 


listed. Available on subscription basis 
only at $5 per calendar year from 
National Tank Truck Carriers, Inc., 
1424 Sixteenth St. N.W., Washing- 
ton 6, D.C. 

Circle No. 23 on Reply Coupon 


Safety on the Job 

A safety catalog covers respiratory 
devices, hats, gloves, drum pumps and 
other personal and general safety de- 
vices for use by oil marketers and in 
other industries where there are safety 
hazards. The 130-page book includes 


‘s eon 
| 


— WATERS | 








many illustrations. General Scientific 
Equipment Co., 2700 W. Huntington 
St., Philadelphia 32, Pa. 

Circle No. 24 on Reply Coupon 


Pump Specifications 


Specification sheets are available 
on two Blackmer rotary truck pumps. 
One includes information on features, 
selection data for truck mounting and 
construction details of a liquefied 
petroleum gas pump. The other de- 
scribes an oil products pump particu- 
larly adapted to use with aromatic 
aviation fuels and solvents. Blackmer 
Pump Co., Grand Rapids, Mich. 

Circle No. 25 on Reply Coupon 


Facts on Hand Lift 


Pictures and a detailed description of 
a new 1,000-lb. capacity hand lift 
truck are included in a revised four- 
page bulletin. A table giving specifi- 
cations for model numbers is included 
in the publication. Yale & Towne 
Manufacturing Co., 11,000 Roosevelt 
Blvd., Philadelphia 15, Pa. 
Circle No, 26 on Reply Coupon 


Conveyors Covered 
Current outlook on the saving of 
time, storage space and labor costs by 
conveyors—in the light of improve- 
ments in the construction of conveyor 
belts in the last 10 years—is given in 
Conveyors and Related Equipment. 
This is the third edition of the book 
by Wilbur G. Hudson, consulting en- 
gineer specializing in materials han- 
dling. The 524-page volume is avail- 
able at $9 from John Wiley & Sons, 
Inc., 440 Fourth Ave., New York 16, 
Wess 
Circle No. 27 on Reply Coupon 


Incentive Prizes 


A catalog listing 1,500 nationally 
advertised items designed for use by 
oil marketers and others as prizes in 
sales contests and other incentive 
programs is available in a 1955 edi- 
tion.. Included are hobby and sports 
equipment, home furnishings, appli- 
ances, clothing, housewares, silver, 
jewelry, tools, toys and television sets. 
Cappel, MacDonald and Co., 129 S. 
Ludlow St., Dayton, Ohio. 

Circle No. 28 on Reply Coupon 


Truck Regulations 


A compilation of all state laws and 
regulations limiting the size and 
weight of trucks and trailers has been 
brought up to date and published in a 
1955 edition that is in pocket-size 
booklet form. Four Wheel Drive Auto 
Co., Clintonville, Wis. 

Circle No. 29 on Reply Coupon 
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Tank strength depends greatly 
on better head design... 


( Duly HEIL Heo tubd 


TRIPLE-DISHED 
HEADS 


@ Formed and flanged in one operation by 
@ Heil-designed and built hydraulic press. 


B The two “built-in” channel sections great- 

ly reduce the size and weight of the box- 
type head stiffeners compared to the size 
and weight of stiffeners required for a con- 4 
ventional single-dished head. 


Ml Heads are precisely identical to assure 
strong, straight tank structure. 


Ml Triple-dished heads are the most resist- 
ant to liquid surge and the most efficient 
in transfer of shear loads from tank shell 
to fifth wheel and running gear. 


Exclusive in 


HEIL 
Ligh weigh t 


ce E T R °o L U M S Heil-designed triple-dished heads are only one 
T R 7. zo) 45 Pp oO R T s of the many features that make Heil Tanks first choice 


among bulk liquid haulers. 


Before you invest in new transport tanks, be 
sure you investigate all Heil advantages . . . lightweight 
design that assures bonus pay load; simpler con- 
struction, with 58 fewer pieces and 220 fewer feet 
of welding than previous Heil Tanks; greater 
structural strength; better alignment; perfect cross 
section. Write today for complete information 
on the type and size of tank you need. 


THe HEIL co. | 
DEPT. 3735,3037 W. MONTANA ST., MILWAUKEE 1, WIS. 


Factories: Milwaukee, Wis. — Hillside, N. J. © Heil Sales Offices: New York, Union, N. J, 
Atlanta, Cleveland, Milwaukee, Chicago, Kansas City, Denver, Dallas, Los Angeles, Seattle. 


e 


— 
pee 
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ONLY— 


DILLECTRIC 
eahad boy 


MAKE YOUR STATION TIRE REPAIR HEADQUARTERS 


Big business is coming in tubeless tire servicing. Now original equipment on most new cars, 

it is estimated also that half of all tire replacement business this year will be tubeless tires. 
Alert service stations everywhere are bringing their equipment up-to-date with Dillectric — the 
only complete puncture repair service for all tires — both tubeless and regular. Approved and 
recommended by leading tire and oil companies, Dillectric is by far the world’s most popular 
repair service. No other service provides the Dillectric combination of simplicity, speed and 
perfectly vulcanized repairs for all type tires. Profit by ordering Dillectric now from your 
wholesaler, tire or oil company. 


DILLECTRIC “U” CLAMP No. 6690 DILLECTRIC OUTFIT No. 6695-T 


ONLY % FREE 


WITH THIS 
OUTFIT 

comptote = Your wife 

Come ae will love 

veranand this handy 

set of 3 stain- 

less steel 

Pomtongs 

for food 

Over 120,000 service stations are now cash- Hi handling 

ing in with Dillectric service. This liberal and serving. 

deal includes a Deluxe Dillectric Pressure It’s the same 

Clamp and 220 Dillectric Speed Patches. In as used by 

addition you receive a Free Bonus of a Wire restau- 

Buffer, a Tire Center Display and a beauti- rants every- 
ful set of Pomtongs. where. 


_—~ ony $995 


™ 
including “U”’ 
Clamp, Second- 
ary Wire, Ground 
Wire, Buffer 


Designed for use with regular Dillec- 
tric Clamp which supplies the oper- 
ating current and transformer, Uses 
standard small size Dillectric Speed 
Patches with Filler Rubber for per- 
fectly vulcanized “Deep Cure” punc- 
ture repairs, 


GET BOTH FOR COMPLETE TIRE SERVICE 


DILL ALL-METAL DILL 


CLAMP-IN VALVE i ALL-METAL 
No. VS-710-R . CLAMP-IN 


for quick valve VALVE 


replacement 
without No. VS-185-R 


APPLICATION removing tire Apply to rim 


from rim before tire is 


TOOL No. 5215 7 , mounted 


‘ Dealer Price ; 
Dealer Price “reg ig * Dealer Price 
$3.40 each , 4lc 


DILL RUBBER COVERED 
SNAP-IN VALVE Easily 


No. T-151-8 / applied 
“4. in a “jiffy” 


Dealer 
with 


eee) a 


al 
0 ae 


each 
This valve snaps into rim hole before Packed 5 to box 51 c 
Packed 


mounting tire, The thick rubber cover This valve snaps into rim hole before 5 te box 

of the valve provides leak-proof ten- mounting tire. The thick rubber cover 

sion seal of the rim hole. No washers of the valve provides leak-proof ten- This valve is used on many 

or hex nut are required, sion seal of the rim hole. No washers tubeless tires now in service, 
or hex nut are required. 


1402 5S. Los Angeles $t. 


THE DILL MANUFACTURING CO., CLEVELAND 3, OHIO tes angetes 15, calif, 
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ILLINOIS 














TRI-STATE EQUIPMENT COMPANY 
COMPLETE SALES & SERVICE ON QUALITY 
PETROLEUM DISPENSING EQUIPMENT 
ENGINEERING AND PLANNING 
SATISFACTORY INSTALLATION 
3923 E. i4th St., Des Moines, towa, Phone 62-1975 
Member National Oil Equipment Jobber Association 











INDIANA 





Everything in Buik Plant 
and 
Service Station Equipment 


INDIANA OIL EQUIPMENT CO. 


417 Madison Ave., 
Indianapolis 4, Indiana 

















LOUISIANA 


ne Gasboy PUMP 


FOR EVERY SIZE CONSUMER ACCOUNT 


THE MOONEY EQUIPMENT CO. 
5117 Louisa Drive New Orleans 22, La. 





MISSOURI 





TRI-STATE EQUIPMENT COMPANY 
COMPLETE SALES & SERVICE ON QUALITY 
PETROLEUM DISPENSING EQUIPMENT 
ENGINEERING AND PLANNING 
SATISFACTORY INSTALLATION 
519 Southwest Bivd KANSAS CITY 8, MO 
Phone HA-2335 
Member National Oi! Equipment Jobber Association 











NEW JERSEY 





EQUIPMENT 
for the 
OIL INDUSTRY 


Rebuilt 
PUMPS—METERS—REGISTERS 
. 
PARTS FOR MOST PUMPS 
. 
TEN HOEVE BROTHERS 
359 Mclean Bivd., Paterson, 3, N. J. 








NEW YORK 





RENICK & MAHONEY, INC. 


380 Second Avenue 
NEW YORK 10, N. Y. 


Bulk Plant—Truck Tank and 
Service Station Equipment 


Member of National Association 
Of Oil Equipment Jobbers 














—zJ equipment 


= MANUFACTURERS —— 


White Builds in Pittsburgh 


White Motor Co. has opened a 
$500,000 truck sales and service head- 
quarters in Pittsburgh, incorporating 
the Autocar Division, which formerly 
operated from a_ separate location. 
The new structure, with 40,000 sq. ft. 
under the roof and another 35,000 
outside for used trucks and customer 
parking, serves western Pennsylvania, 
eastern Ohio and northern West Virgi- 
nia. 


Truck Firm Signs Dealers 


FourWheel Drive Auto Co., Clin- 
tonville, Wis., maker of four and six- 
wheel drive heavy-duty trucks for oil 
men and other industries, has named 
three new dealers. New on the list 
are Bolan Truck and Equipment Co., 
1605 W. Galena, Milwaukee; Public 
Works Equipment Co., Inc., 231 Cen- 
tral Bridge St., Wausau, Wis., and 
Macdonald Equipment Co., Inc., 1068 
Santa Fe, Denver. Lawrence H. Selz 
Organization, Inc., has been appointed 
public relations counsel. 


Equipment Warehouse Open 


Amco Corp., manufacturer of bulk 
plant, truck tank and service station 
equipment, has opened a new ware- 
house and sales-service center at 612 
Commerce St., Linden, N. J. The 
plant is under the supervision of I. R. 
Filippone, manager of Amco’s New 
York division. 


Materials Handling Show 

The National Materials Handling 
Show, set for May 16-20 in Chicago, 
will concentrate this year on com- 
plete handling systems rather than 
individual pieces of equipment. More 
than 200 companies are expected to 
cover 115,000 sq. ft. of floor space 
with exhibits in the new International 
Amphitheatre exposition hall. 


Worthington Moves 

Worthington Corp., manufacturer 
of pumps, compressors and other 
equipment for use by oil marketers, 
has moved its Detroit district office 
from 2824 E. Grand Blvd., to 13305 
Puritan Ave. 


Hoze-lok Distributor 

Metropolitan Supply Co. of Los An- 
geles will distribute Parker Appliance 
Co.'s line of Hoze-lok fittings and hy- 
draulic hose assemblies. Don T. 
Boody, Parker district manager in 
Los Angeles, will give Metropolitan 
technical assistance. 


(Continued on p. 163) 
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EDWARD JOY COMPANY 


905 Canal St., Syracuse, N. Y. 


STOCKS FOR IMMEDIATE DELIVERY 
National Hose, Buckeye Valves, Hannay Hose 
Reels, Pipe G Fittings, Brunner Air Com- 
prewees, Granberg Meters G Pumps, Phil- 
ips Lights, Adamson Oi! Storage Tanks, 
ECO —‘Tireflators, Ever-Tite Couplers, 
Rectorseal Pipe Dope, Tokheim G Bennett 
Farm Pumps 


VERN CLAPP 
(big-shot Of) 
GASOLINE & OIL EQUIPMENT DIVISION 





OHIO 





EQUIPMENT SALES CO. 
164 E. Exchange St., Akron 4, Ohio 
Phone—Jetferson 5-8215 
Factory Representative for 
Westinghouse, 0.P.W., Lincoln 
Neptune, Huffman, Goodrich. 

Air, Oil, Hydraulic and Gas 
Hose and Coupling Service. 
SALES—PARTS ENGINEERING SERVICE 











TULLER CORPORATION 
947 W. Goodale Bivd. Columbus 8, Ohio 
SALES — SERVICE — ENGINEERING 
Tokheim, Marlow, Blockmer Pumps: 
Ever-tite G OPW Fittings: Neptune 
Meters: Heil Transports: Service 
Truck Tanks: Goodrich Hose: Reels: 

Air Comp. Farm & Bulk Storage Tanks. 
Designers G Builders 
Bulk Plants and Service Stations 





PENNSYLVANIA 





RUTLEDGE EQUIPMENT CO. 
334 Bivd. of Allies Pittsburgh 22, Pa 


Rutledge Service Station Flood Lights 
GGB Equipment—Buckeye Valves G 
Fittings 
Granco Pumps G Meters—Air 
Compressors 














E. O. HABHEGGER CO. 


24th & Fairmount Aves. 
PHILADELPHIA, 30 
Engineering G Equipment 
BULK TERMINALS TRUCKS 


SERVICE STATIONS 
MEMBER NAOEJ 








WEST VIRGINIA 





SMITH METERS 
H. H. TRUITT 


1403 8th Ave. 
Huntington 1, W. Va. 


Westinghouse Air Compressors 
Service Station or Bulk Plant Equip. 











Oil Marketing 
Equipment Jobbers 
This Is Your Market Place! 
Write today for Advertising Space Rates. 


NATIONAL PETROLEUM NEWS 
330 West 42nd Street, New York 36, N. Y. 
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NOW-NO MORE PASSING UP PROFITS... 
SERVICE EVERY CAR-FAST—WITH WIX! 


Here are the Tools you need to pu — your Profits UP — the 
WIX Filter Service Tool Kit and the Industry’s outstand- 


KS-30-—Yours for only a fraction 
of its cost when you buy a small, 
fast-moving stock of 30 popular 
WIX Cartridges — A practical KIT 
of 9 Alloy Steel, Triple Plate, 
Chrome Finished Tools. 


$$-24 | Installation 
Display Rack Manual 


\ . 


ing Cartridge Installation Manual! It shows you how to 
service every car fast, easy, and at a profit... even the hard- 
to-get-at filters on late model Oldsmobiles, Fords, Buicks, 
Mercurys, Lincolns, V-8 Dodges, etc. 


WIX provides a complete aed to boost your sales — 
the money-making SS-24 Display Rack, patented WIX 
Dirtector, Oil Filter Cartridge Check Chart, all engineered 
for faster selling! And WIX is the complete Line . . . pro- 
vides Oil Filter Cartridges for every car, npn BOTH popular 
filtering media — POROSITE, the pleated paper Filtrant for 
full-flow systems — WIXITE, the EVIDU’ Filtrant for 
partial-flow systems. 


Yes — WIX provides the Sales Aids and Service Tools 
you need to make more money from Filter service. Ask your 
nearest WIX Jobber how you can get started easily on the 
WIX road to Extra Profits! 





i Ob 





OIL FILTERS CARTRIDGES 
AUTOMOTIVE @ INDUSTRIAL @ RAILROAD 
WIX CORPORATION + GASTONIA + N.C. 
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PERSONALS 


Charles Farrell, Toledo salesman 
since 1945 for Amco Corp., manu- 
facturers of bulk plant, tank truck 
and service station equipment, now 
manages the Toledo division. 

Dick Velsor advances to office man- 
ager of the New York division. 

Larry Youngman moves from the 
New York division to take over as 
office manager of the newly estab- 
lished Linden, N.J., division. 

——— 

R. C. Stolk, sales manager of the 
Pacific division for American Can Co., 
has been appointed vice president of 
the division, with headquarters in San 
Francisco. He succeeds C. W. Roberts, 
who retired after 43 years with the 
company. 

G. W. Reese, general manager of 
manufacture, now is vice president in 
charge of the Atlantic division, head- 
quarters in New York. He replaces 
S. D. Arms, who retired after 42 
years with Canco, 


H. FP. Heinzerling R. W. Gronauer 


Harry F. Heinzerling, vice president 
and general sales manager of OPW 
Corp., Cincinnati, has retired after 
more than 35 years in the valve in- 
dustry. He joined the Eureka Division 
of OPW in 1930 following 10 years 
as co-owner and general manager of 
the Eureka Brass Works in Cincin- 
nati. He will continue as a consultant 
for OPW. 

Roy W. Gronauer replaces Hein- 
zerling as sales manager of the oil 
valve, fitting and assembly manufac- 
turer. He joined OPW in 1950 as sales 
engineer and was named assistant 
general sales manager in 1952. 

—— 

R. C. Ochs has moved up to man- 
ager of the axle division of Eaton 
Manufacturing Co., Cleveland, Ohio. 
An engineering graduate from Cor- 
nell University, Ochs has a background 
of sales, research and purchasing. He 
joined Eaton in 1948. 

aes 

D. C. Oswill has been promoted to 
assistant general sales manager of 
Shields, Harper & Co., Oakland oil 


equipment —) 


DISTRICT SALES MANAGERS of Geo. D. Roper Corp. Pump Division met with home-office 
sales personnel for a 1'/2-day sales clinic in mid-January. Shown talking over the 
clinic—held at the Rockford, II!., main office—are, from left to right, R. L. Moog, district 
sales manager, New York City; 5S. H. Hobson, president; F. R. Dickerson, vice president 
and general manager of the Pump Division, and M. C. Wemple, district sales manager, 


Los Angeles 





marketing distributor. Other promo- 
tions, appointments and transfers in- 
clude: 

J. F. Mitchell from industrial and 
engineering sales in Oakland to man- 
ager of liquid processing and indus- 
trial equipment sales, Oakland. 

J. M. Calkins from assistant divi- 
sion sales manager, Los Angeles, to 
division sales manager, Oakland. 

W. E. Kite from industrial and en- 
gineering sales to assistant division 
sales manager, both posts in Los An- 
geles. 

J. E. Andre from general sales rep- 
resentative, Tacoma, to assistant divi- 
sion sales manager, Los Angeles. 

S. Klinefelter from general sales 





SAFE-FILL® nozzle plugs 
permit faster files under 
pressure, instead o ravit i 
flow. Vented SAPEF 
plugs (B2) p off at Pe thetic 
roximately pounds P.S to stan 
BAPE FILL piss without 

safety valve (Bl) pop out 
at 10 pounds pressure. 


representative, Seattle, to assistant 
division sales manager, Seattle. 

E. G. Roe from general sales repre- 
sentative, Everett, Wash., to general 
sales representative, Tacoma. 

E. C. Nissen, new general sales rep- 
resentative, Sacramento. 

semesirec—t 

Edward F, Ray takes over as gen- 
eral sales manager of the All-Wheel- 
Drive Truck Division of Marmon- 
Herrington Co., Inc., Indianapolis, 
Ind. Ray will supervise both domestic 
and foreign sales representatives and 
distributors. He has a background of 
more than 33 years in the automotive 
industry, joining Marmon-Herrington 
in 1948. 


SAFE-FILL® TAPERED NOZZLE PLUG 


(Reg. U.S. Pat. Off. No. 2546233) 


Because SAFE-FILL plugs are 
permanent, you need no other 
fitting 
IL ‘ ng 


or wrenches, 


constructed of syn- 
car rubber designed 
up under long, hard 
usage in contact with oils, 
gasoline and similar liquids 


GUARANTEED for 1 year 


mai use 
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32” 


war 


against defects in workman. 
ship or material, under nor- 


DEALER'S PRICES 62 


Hole in Plug for 
1-3/8” O.D._ Nozzle ube, 
Piug Only (B1) $1.95 Each. 
Hy With Safety Valve (B2) 
$3.95 Ea. 


PLUG 
WITH VALVE 





MANUFACTURING CO. 


NEW HAVEN, CONNECTICUT 





Eaton 2-Speed Axles 


are Smashing 
Performance Recorde! 


Actual performance records covering vehicles in 
every type of service — on the highway and off — 
prove that trucks equipped with Eaton 2-Speed 
Axles haul more, quicker, at lower cost. These trucks 
spend more hours on the job—less time in the shop. 
Operating and maintenance costs reveal definite 
savings on these important items. Owners’ records 
show that Eaton 2-Speed Axle trucks deliver extra 
thousands of trouble-free miles, are worth more 
when traded in. 


More than Two Million 
Eaton Axles in Trucks Today! 
Ask your truck dealer for complete information. 


AXLE DIVISION 
MANUFACTURING COMPANY 


CLEVELAND, OHIO 








os PRODUCTS: Sodium Cooled, Poppet, and Free Valves * Tappets * Hydraulic Valve Lifters* Valve Seat Inserts* Jet 
Engine Parts * Rotor Pumps * Motor Truck Axles * Permanent Mold Gray Iron Castings * Heater-Defroster Units * Snap Rings 
Springtites * Spring Washers* Cold Drawn Steel * Stampings* Leaf and Coil Springs* Dynamatic Drives, Brakes, Dynamometers 
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ad t! 
tty Co0he om 


it goes in slot for test... 


‘ 


by this electronic unit 


Electronic Tester Hikes Oil Sales 


An electronic oil testing device 
called Oil-O-Tronic is bringing in high 
oil sales for a Seattle, Wash., service 
station dealer. 

Pat Rooney, operator of the private- 
brand Aurora-U-Serve station, said he 
sold 96 quarts of oil in 13 hours the 
first day the tester was in operation. 
He figures on an over-all increase in 
oil sales of one third. 

To operate the machine, the dealer 
draws a few drops of oil from the cus- 
tomer’s crankcase and puts them in a 
slide, which he places in the tester 
before a microscope. Condition of the 
oil is shown as “bad,” “poor,” 
“change,” “good” or “new” on a 
meter. 

Edward W. Borg of 2301 Fifth 
Ave., Seattle, inventor who developed 
the oil tester, explains its Operation 
this way: 

“The action is based on microscopic 
magnification of the contaminant pat- 


tern and brightness beam through a 
microscope slide window set to read 
total contamination regardless of the 
color of the oil.” 

He says the machine detects soot, 
gasoline, water, dust, sludge and such 
other materials. 

Borg says it takes only a few min- 
utes to train a man to operate the 
tester. 

rhe inventor leases the Oil-O-Tronic 
to a service station at $355 five 
years, payable in annual installments 
At the end of the lease period, the 
dealer can buy the machine for $1 
If anything goes wrong with the tester 
during the lease period, Borg reclaims 
it and gives the dealer another. 

Borg says he is just getting into pro- 
duction and has orders for 60 Oil-O- 
Tronic testers in the Puget Sound area 
He plans to take orders only from 
areas where he has or can start service 
centers to assure adequate repairs. a 


for 
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THIS 18 THE NATIONAL CASH REGISTER that provides Horton’s with 
up-to-the-minute stock control and accurate departmental sales check. 


i 


“Our Zalional System | 
saves us *2,000 a year... 


HORTONS 


4406 Seavrceerss 





THIS 18 HORTON’S ESSO SERVICENTER, 
where a modern National System has 
stopped weekly losses due to forgotten 
charges and cash shortages. 


MR. R. T. HORTON, Owner, explains below 
why he considers a National System “a 
must in any service station business.”” 


a 


pays for itself every 10 months!” 


~~ Horton's Esso Servicenter, Wilmington, N. C. 


“Before we changed to a National 
System,”’ writes Mr. Horton, ‘‘we 
were experiencing losses through for- 
gotten charges and cash shortages. 
Combined they averaged (as near as 
we could determine) about $38 a 
week, Our National System, in ad- 
dition to stopping these weekly losses, 
now provides us with other important 
benefits to efficient service station 
operation. 

“We get accurate daily depart- 
mental sales records for better inven- 
tory control and merchandising. Our 
National System provides us with 
sales records for each attendant, so 


we know who is doing a good selling 
job. This information is worth at 
least $500 per year to our business. 

‘Furthermore, our National Sys- 
tem saves us over 8 hours weekly in 
bookkeeping work—balancing cash, 
getting sales records and figuring tax 
collections. This represents a sub- 
stantial salary saving yearly. 

‘‘Because our National System has 
placed our business on a systematic 
basis that we never could obtain in 
the past, it saves us $2,000 a year and 
pays for itself every 10 months! I 
consider it a must in any service 
station business.” 


Your service station can have this 
same time- and money-saving Na- 
tional efficiency —the protection that 
saves money, the information that 
makes money. Your nearby National 
representative, a trained systems an- 
alyst, will gladly show you how. Why 
not call him today? His number is in 
the yellow pages of your phone book. 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


949 OFFICES IN 94 COUNTRIES 


166 


NATIONAL PETROLEUM NEWS *¢ March, 1955 








a Be Money Making Ideas 


Us cc ce ee ee ec ee a SS SS SS SS 


APE EEN OT 
unnewe te 
ot 

Tr 


é 


” : 
% \ 


Shinde tanks at the British-American 
pipe line terminal in Belleville, Ont., 
have the words “Safe Filling Height” 
with the figure in feet and inches sten- 
cilled on their sides next to the auto- 
matic gage. The company may use the 
same warning on tank roofs next to the 
one hatch, when no automatic gage is 
use 


$ 


Esso Standard’s “white car” is be- 
ing transformed into a “white van” 
this year. Since 1937, Esso has had 
the white touring service car on the 
road each tourist season promoting 
dealer sales tactics in its 18-state area. 
This year a van truck will carry dis- 
plays and special promotion materials 
to demonstrate to dealers the “how 
to” of selling to tourists. It goes on 
the road this month. 


$ 


Two-way radio eliminates 50 phone 
calls a month, mostly long distance, 
and about half wasted, reports 
Geneseo Cooperative Gas & Oil Co., 
Skelly jobber in Geneseo, Ill. Truck 
mileage is less because 85% of the 
back tracking is eliminated. The com- 
pany’s tank trucks cover an Illinois 
farm area within a 15-20 mile radius. 


$ 


$1,000 worth of tires were sold as 
a result of a spot radio compaign 
plugging free tire checks. A Sun 
dealer in Indianapolis did it with six 
spots—three a day for two days. Total 
cost was $45. 


$ 


The mobile art form has been 
adopted by Sinclair in its point of pur- 
chase display. Die-cuts lithographed 
in five colors, illustrating typical sta- 
tion services, are suspended by X-bars. 
The bars carry the slogan: “Sinclair- 
ize For Safety.” 


Fourteen ponies were hired for his 
grand opening by British-American 
dealer Don Bjorge, Edmonton, Alta. 
Free pony rides for the youngsters, 
plus a cowboy band, were added to 
other premiums and giveaways used as 
grand opening attractions. 


$ 


Shifts in the demand for tire sizes 
have to be weighed by dealers in de- 
ciding what tires to stock. As a partial 
guide Esso Standard compiled a few 
figures from national reports of sales 
flow by sizes: 


Size Per Cent of Sales 
6.70-15 32.70 
6.00-16 19.94 
7,10-15 16.99 
7.60-15 12.07 
8.00-15 4.56 
6.25-6.50-16 3.95 


$ 


Auto-Lite has revised its Plug Chek 
Indicator, a device for trouble-shoot- 
ing spark plugs. The indicator is a 
panel of small, close-up color photos 
of the firing ends of spark plugs. Each 
photo illustrates a typical kind of 
spark plug trouble, and carries beneath 
a quick explanation of cause and 
remedy. The reverse side of the panel 
contains cross-reference information 
on a newly-designed, one-piece indi- 
cator for quick, accurate heat range 
interpretation. 

$ 


In the state of Washington, where 
timber preservation is everybody’s 
business, service station operators 
have hit on a stunt that helps the 
cause and builds good will for sta- 
tions. The dealers make a point of 
asking the customer if he wouldn’t like 
to have his ashtray emptied. This re- 
minds the car owner that he has an 
ash tray, and empty ash trays are 
more likely to be used than full ones. 
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$ 


Many schemes have been devised to 
dodge the ever-present risk of failure 
to put new oil in the crankcase after 
the old oil has been drained out. One 
piece of advice often passed on to 
dealers by oil marketing men is to in- 
struct all station employees to put the 
filler cap over the hood latch as soon 
as the cap is taken off the fill pipe. 
Then the hood can’t be closed and 
locked without first picking up the fill 
cap. That serves as an automatic re- 
minder to check on whether the fresh 
oil has been added. It’s a good hedge 
against a case of burned out bearings. 


$ 


A Texaco dealer in Seattle, Ed Rohl- 
man, does a lot of repair work at his 
service station. He keeps a repair, 
service and lubrication record of his 
customer’s cars for five years back. 
When a customer sells a car he often 
sends the buyer to look at Rohlman’s 
record on the car, which gives the 
dealer a chance to win a new customer. 


$ 


Esso Standard Oil says it’s time 
dealers practiced spotting tubeless tires 
at a glance. In most cases the word 
“tubeless” is molded into the sidewall, 
but on all tubeless tires the valve is 
distinctive. Rubber-coated, snap-on 
type valves can be identified at once. 
The metal valves can be recognized by 
the hex nut that clamps it to the rim. 


$ 


Dealers for Tide Water Associated, 
Western Division, have a choice of a 
timing light or a vacuum gage as a 
premium being offered to promote the 
sale of Siloo tune-up oil, fuel oil tank 
solvent and Siloo for gasoline tanks. 


The premiums come with any of six 


different combinations of orders for 
two-case lots of the Siloo specialties. 


$ 


Skelly Oil Co. offers a written guar- 
antee on all tires recapped at its shop 
in Kansas City. They are guaranteed 
for up to nine months. Skelly dealers 
are urged to sell good, recapped 100- 
level tires in competition with new, 
low-priced tires, where guarantees may 
run only 12 to 15 months. a 
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you say this is ? 


it was the year William S. Hart starred in “Wolves of the Trail”... when Daylight 
Savings Time first went into effect in the United States . .. when airmail was 
carried from Chicago to New York in one day for the first time. 


Our own special reason for remember 
ing this particular year is that it was 
the year when Gulf began the first com- 
mercial catalytic cracking to manufac- 
ture No-Nox Gasoline. 

If you pick it at 1918—you're right. 

An unbelievable amount of progress 
has been made since then in Gulf and 
the entire oil industry. In those days, 
oilmen were getting only 25% yield of 


gasoline from crude oil. Today, as a 
result of improved refining techniques, 
the gasoline yield is over 45%. And 
from 1918 to 1953, total motor fuel pro- 
duction multiplied by 14.3 times! 

Gulf intends to increase consumer 
production even more in years to come 
to make a greater contribution to a 
march of progress that means finer liv- 
ing for more and more Americans. 


Gulf Oil Corporation + Gulf Refining Company + Pittsburgh, Pa. GULF 


—— 
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If Meter upkeep costs you any amount that seems signifi- 





cant, it’s costing too much. Bennett All-Metal Meters cost 
virtually nothing to maintain. Simplicity of design and pre- 
cise workmanship result in longer life with fewer reeali- 


brations and minimum wear, That's why Bennett invites 





maintenance cost comparison, Your John Wood Repre:- 


sentative can help you set up a program to spotlight 


SCI 


“hidden costs” and show you whiy 














All Metal Meter Pistons 


Virtually no wear and 
no repair. No cup 
leathers to replace, 

no expander 
springs to corrode. 


Completely Protected 








Water settles away from 
Piston Porting System corrosion resisfant 
Intake and discharge parts — passes out wide open 
through ports. No wee. "ye reeE wer 
z) no meter freeze-ups 
mechanical valves, no 
extra parts to wear out, 


no meter service expense 


Write for details on the new Bennett Multi-Service System — today's most efficient remote control fueling units 


JOHN WOOD COMPANY - BENNETT PUMP DIVISION - Muskegon, Michigan 














THE WORLD’S MOST MODERN TURNPIKE 
SPEEDS STATION TRAFFIC 


wrmm ECO ISLANDERS 


© 


a 
Se ee 
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( o0QOQcmo0o00 o In the first year of operation, 


over 17,000,000 motor vehicles 
sped over the open 118 miles of New Jersey expressway 
connecting New York and Wilmington, Delaware. To handle 
this heavy traffic and the still heavier traffic to come, 

10 Turnpike Super-Service stations, operated by Cities Service, 





are designed to give every possible service in the shortest 
possible time and also to obtain high volume TBA 

Sales. Specially planned parallel islands channel traffic. 
Thirteen Eco Islanders in some stations (two on each 
island, plus additional self-service units in strategic 
locations), provide prompt, efficient air and water 
service that speeds the motorist on his way. 


Write for details. 


JOHN WOOD COMPANY 
BENNETT PUMP DIVISION 
Muskegon, Michigan 


DISTRICT OFFICES: Atianta * Baltimore * Boston * Buffalo * Charleston 
Chicago * Cleveland * Dallas * Denver + Detroit * Kansas City 
Little Rock * Los Angeles * New Orleans * New York * Philadelphia 
Pittsburgh * Rochester * Salt Lake * Seattle + St. Paul * San Francisco 
IN CANADA; Teronto * Montreal * Vancouver * Winnipeg 

EXPORT: John Wood International Corporation, 29 Broadway, N. Y. 





MODEL 246AWTL holds 
20 foot water hose and 
25 foot air hose — auto- 
matically retracted out of 
way. Tireflator unit auto- 
matically inflates to exact 
pressures of 5 to 110 Ibs. 
Other models have a 
Pylon Fluorescent light, 
cash box, sign, or bracket 
for re-use of existing 
lights. ECO TIREFLATORS 
are available for drive, 
wall, post, or overhead 
remote installation. 
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Distillate Production Climbs to Record 


The oil industry in February 
established more records. Refin- 
ery runs to stills at 7,418,000 b/d 
reached an all-time high. And 
distillate production knocked 
down a previous record set early 
in January by hitting 12,539,000 
bbl. in the week ended Feb. 4. 

Highlights of the month pricewise 
were: 

—A 10¢ increase, to $1.95 bbl., in 
the low cargo price for bunker “C” 
fuel at the Gulf. This was the first 
change in the low quoted cargo price 
for bunker oil at the Gulf since the 
general increase in domestic crude oil 
prices in June, 1953. 

—A 0.5¢ gal. decline in natural 
gasoline prices in the Mid-Continent, 
and a similar break in propane prices. 
Grade 26-70 natural gasoline sold at 
5¢, Group 3, and 4.5¢, Breckenridge. 
The drop in propane resulted from 
more product being available from 
underground storage than had been 
anticipated, suppliers said. 


PRODUCTS 


Gasoline 

Against a predicted 2.1% increase 
in demand in 1955 over 1954, gasoline 
stocks for the country as a whole 
stood at 171 million bbl., or less than 
1% at this time last year. Stocks east 
of California totaled 151 million bbl., 
or approximately 2% above a year 
ago. 

But despite this apparent balance 
with forecast demand, many refiners, 
remembering last year’s “difficult” 
gasoline market, were concerned that 
the current rise in stocks was “too 
rapid.” 

Along with the trend toward up- 
grading gasoline at the Gulf and on 
the East Coast (see February NPN, 
P. 178), refiners supplying the Mid- 
west were considering similar action 
but were undecided as to how far to 
go in boosting octane ratings of pre- 
mium and regular-grade gasolines. 


Distillates 


Reports of most traders indicated 
that the nation’s distillate fuels stocks 
of 82 million bbl. were “about right.” 
Even though east-of-California inven- 
tories stood 5 million bbl. above last 
year, continuation of the near-zero 
weather which blanketed the area east 
of the Rockies in mid-February was 
expected to narrow this gap con- 
siderably. 


Residuals 


Inventories of residual fuel east of 
California continued to fall. Totaling 
around 21 million bbl, they were 
more than 3.3 million bbl. below the 
year-ago level. Pricewise, residuals 
were the strongest items in the refined 
oil list—“tops” stipulated in 1955 
supply contracts covering bunker “C” 
fuel in many coastal areas already 
have been reached. 

International suppliers late last 
year had guaranteed to contract buyers 
that maximum prices for 1955 would 
be no higher than 10¢ above Decem- 
ber spot prices at the U. S. Gulf, in 
the Caribbean, and along the East 
Coast. And spot prices were up this 
amount early in February. 


REGIONS 


Gulf Coast 


Except for the 10¢ advance in 
prices for bunker “C” oil, quotations 
in the Gulf cargo market generally 
were unchanged. Trading in light fuels 
was on the quiet side and there was 
little interest in spot gasoline. The 
high level of crude runs made for 
ample supplies of all products except 
heavy fuel. Upriver demand for distil- 
lates was expected to be given a shot 
in the arm by protracted subzero 
weather in the central states. 


Atlantic Coast 


[he supply-demand picture along 
the Atlantic Seaboard was in close 
balance on both light and heavy fuel 
oils. There was some further tighten- 
ing of No. 2 fuel at New York harbor 
following a rally in tanker rates from 
the Gulf. But in the Baltimore, Phila- 
delphia and Boston districts suppliers 
said they were having no trouble meet- 
ing the heavy cold-weather demand. 

“Price shading” was at a minimum 
in all seaboard districts. At the same 
time, buyers’ needs over and above 
their contract commitments were not 
such that they were forced to bid 
“premiums.” 


Chicago District 

Zero weather and ice-delayed river 
traffic failed to bring the increase in 
light fuel prices that many terminal 
operators in the Chicago District had 
anticipated. Range low for No. 2 fuel 


held at 10.25¢ which traders said 
was “too low” in view of replacement 
costs at the Gulf. Heavy fuels were 
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firm and closely held. 

Shading of gasoline prices—as much 
as 0.25¢ gal.—was reported. But most 
suppliers said their costs prevented 
them from meeting competition below 
l1¢ on regular-grade material. 


Midwestern 

There was a temporary easing in 
spot distillate prices at some Great 
Lakes Pipe Line terminals early in 
February. But this passed quickly 
when a subzero spell brought prices 
back to a firm “O.25¢ over” shippers’ 
delivered terminal costs. 

Regular-grade gasoline was firm at 
“0.5¢ off’ (Group 3 quotation of 
10.75¢) and chances for lower price 
before spring demand sets in appeared 
slim. On the contrary, there was much 
discussion as to how much gasoline 
prices would have to rally to be “nor- 
mal” and then make up for stepped-up 
octane ratings that are sure to come. 
Although no pronouncements have 
been made, suppliers said it was an 
“intelligent guess” that GLPL termi- 
nals will be stocking gasoline 2 to 3 
points higher in octane rating by 
May Il. 


Mid-Continent 


Heavy fuel remained strongest of 
the products, although some refiners 
said rising demand for light fuels at 
northern pipe line terminals were giv- 
ing these grades a lift. Refiners said 
winter market for gasoline was neither 
especially poor nor good. One refiner 
disclosed sale of 10,000 bbl. of regu- 
lar-grade “pipe line gasoline” at 10¢, 
Group 3, to another primary supplier 


Central Michigan 

Refiners in this area kept a tight 
grip on heavy fuels and also tightened 
their hold on light fuels as cold 
weather held demand at a high level 

Prices for high-octane grades of 
gasoline continued steady to the trade, 
but no improvement was shown in 
transport consumer prices. Refiners’ 
quotations were unchanged. 


Western Penna. 


Prices for bright stock and neutral 
oils were up 0.5¢ to 1¢ a gal., and 
bright stock appeared to be headed 
still higher. The 12 to 15¢ advance 
in Penna. grade crude prices late in 
January stimulated both foreign and 
domestic demand for lubricating oils. 
Several large export inquiries were in 
the market. 
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=—C oil markets and prices MARKET BAROMETER 
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REFINERY AND TERMINAL 


MOTOR GASOLINE 


Gulf Coast Cargoes 


v7 oct prem.. 


95 oct prem.. ts 


90 oct reg 


95 ort prem 


89 oct reg....... 
Buffalo, N. Y. 


89 oct reg. ... ‘ 


89 oct reg....... 


Feb. 11 
xo 
(4)12-13 
(2)11.5-11.75(2) ( 
(2)11-11  25(3) 
(2)10. 5-12 


10-10. 25 
9.875-10,125(2) 
9.76-9.875 


9.75(2) 


17.3(3) 
14.8(4) 


16.2 
12,8-13.5 


(2)14,8-16.9(2) 
13.3-14, 4(3) 


18(2) 
16.6(2) 


14.3-15.45(2) 
12.8-12.96(2) 


14.3(2)x 
12. 85x 


3.5-14 
1.5-12.5 
13.75-14.25 
25(3) 


6-14. 9(5) 
.1-13.4(7) 


17(3) 
14, 6(3) 


14,4(4) 


. (2)14.6-14.9(3) 
(3)13. 1-13. 4(5) 


14. 3-14. 8(4) 
12.8-13.3(5) 


13. 9-16. 35(2) 
12.35-12.85(2) 


Feb. 4 
13(4) 
12 . 
11,5-11.75(2) 
2)i1 11 25(3) 
(2)10 A 


(4 

(2 
o- 

9. wy 125(2) 


5-9.875 
9.75(2) 


17 3(3) 
14. 8(4) 


16.2 
12.8-13.5 


(2)14.8-16 9/2) 
13.3-14.4(8) 


18(2) 
15.6(2) 


14,3-15,45(2) 
12.8- 12,95(2) 


2)12-14.5 
2)11-13 
13.5-14 
11,5-12.5 
75-14.25 
25(3) 
14.6-14.9(5) 
13, 1-13.4(7) 
14.9 
13.4 
14.6(3) 
13. 1(3) 


16. 8(3 
14.3(3 


15.7 
13.2 


13,95 
13.85 
12.45 
11.76 


14.5-16.3 
13-13.7 


14.7(2) 
13.2(2) 


6.2-1 
3.7-1 
14.9(3) 
13.4(5) 


17(3) 
14.5(3) 


16.9(3) 
14,4(4) 


(2)14.6-14.9(3) 
(2)13, 1-18. 4(6) 


14.3-14,8(4) 
12. 8-13.3(5) 


13. 9-15.35(2) 
12.36-12,85(2) 


Jan. 28 


13(4) 
(4)12-13 
(2)11.5-11.75(2 
(2)11-11, 25(3) 
bag? 12 

25 


9.878 10.125(2) 
9.75-9.875 


9.75(2) 
17.3(8) 
14.8(4) 
16.2 
12.8-13.6 


(2)14. 8-16. 9(2) 
13.3-14.4(3) 


18(2) 
15. 5(2) 


14,.3-15.45(2) 
12.8-12.95(2) 


3.75-14.25 
12, 25(3) 


14.6-14.9(5) 
13. 1-13. 4(7) 


14.9 
13.4 


14.6(3 
13.113 


16.8(3) 
14.3(3) 


14.5-16.3 
13-13.7 


14.7(2 
13.2(2 


13. 4(5) 


17(3) 
14. 6(3) 


16 .9(3) 
14,.4(4) 


(2)14.6-14 .9(3) 
(2)18. 1-13. 4(5) 


14.3-14.8(4) 
12.8-13.3(5) 


13. 9-15.35(2) 
12,35-12.85(2) 


0-10.25 
9.87 7 10 — 
9.75-9 87. 


9.75(2) 
17,3(8) 
14.8(4) 
16.2 
12.8-13.5 


(2)14.8-16.0(2) 
133-14. 4(3) 


18(2) 
15. 6(2) 


14.3-15,45(2) 
12.8-12.96(2) 


x13.75-14.25 
12. 25(3) 


14. 6-14. 9(5) 
13. 1-13. 4(7) 


14.9 
13.4 
14.6(3) 
13. 1(3) 


16. 8(3) 
14.3(3) 


14.5-16.3 
13-13.7 


14.7(2 
13. 2(2 


16.2-16.8 
13.7-14.3 


14.9(3) 
13. 4(5) 


17(3) 
14, 5(3) 


16.9(3) 
14.4(4) 


(2)14.6-14.9(3 
(2)13.1 13.46) 


14.3-14,8(4) 
12. 8-13, 3(5) 


13.9-15.36(2) 
12.35-12.85(2) 


MOTOR GASOLINE 


Feb. 11 
Okla. (Okla. 
92 oct prem...... (8)12-12.6(3) 
#4 oct reg (6)11-11 26 


Feb. 4 
ees 6(3) 


Jan. 28 
or « .@ 


Jan. 21 
(3) 7s 5(3) 


(6)h1-11 25 1.25 (6)11-11. 26 
© ect M & below (4) 10.25-10.378(2)(4) 10. 9-10 375(a)()10 ‘6-10 376(2)(4)10. 8-10. 375(2) 


te, Garp 5 Cee shot.) 
93 oct prem...... Sy ey 76 
84 oct reg 0.5-11.186 
00 oct Mt & below aie. “ 2% 
Midwestern (Group 3 basis 


e ed nay . vi 75 


= at (Tex. & New Mex. shpt.) 
06 eet prem.. 12. 625-14.56 
92 oct prem..... ee 
84 oct mie 1.5-18,7 
© oct isios ioe 8 
W. Tex. (Tex. & New Mex. shot.) 
95 oct prem ‘ 13.8 
92 oct prem.. 12.6-13 
84 vet . 11.5-12.25 
60 oct M & below 10.75-11.5 
E. Tex. (Truck transport lots) 

eS 6-13.75 


nations 
02 oct prem...... (3)12-12.5 
oct reg... 10 75-11.25 
©) cet M & below (2)10.25-10.5 


Western Penna. eee" naan 
93 oct , 4.75 
3 5-13.9 


1375-15 
12.6-13.5 


15.2 
13.45 


11.5-12.75 
10.5-11 125 
(2)10-10, 25 


7 Ly ay 7% 
5-1 
(0-10 25 


(2)10.76-11.8 


x13.8 
13.5-13 
11.6-12.25 
10.76-11.5 


13.6-13.75 
1 


3 
11,6-12 25 
(3)11-11. 125 


only) 
(3)12-12 6 


10.76-11.25 
(2)10.26-10.5 


4.75 
13,6-13.9 
13.75-15 
12,.6-18.5 


15.2 
13.46 


11.6-12.75 
10.5-11.125 
(2)10-10. 25 


il ray 75 
10 
(2)10-10 "%s 


12. 625-14 55 

12.625-14.2 

11.6-12.7 
(2)10.75-11.8 


18. 26-13.8 


12.6-13 
(2)11.6-12 25 
10.75-11.6 


13.6-13.75 
3 


1 
11.6-13.25 
(241-11. 185 


13.5 
13 
12 


2 
10.75 


(3)12-12.5 
10, 76-11.25 
(2)10.26-10.6 
14.76 
13.6-13.9 


13. 76-18 
12.6-13.6 


16.2 
13.45 


Otio—Quotation of 8.0. Obio for delivery to Obio peinta: 
ie 13.5 13.5 1 


86 oct reg 
Central Michigan 
94 ect prem 14-145 

88 oot reg vee 13-13.5 
California Los Angeles District: 
Rack: 

93 oct prem. 76-13 85 
84 oct reg. 25-12.1(2) 
Tank Car 
93 oct prem. 


13 7 13.85 
84 oct reg. 1 


§-12.1(2 
Tank Truck (400 gals. or more) 
93 oct prem 18.1 

84 oct reg. 15.6 


San Francisco District: 
93 oct prem ; 18.6 
84 oot reg 16.1 


14-14 5m 
13-135 


ave 
11.25 


12. 75-13. 85 
«11.25-12,1 


16.1 


DISTILLATES & FUELS 


Gulf Coast, Cargoes Feb. 11 

41-48 w.w. kero.. (2)0 5-9 75(5) 

No. 2 fuel. (3)9-9 . 26(5) 

(3)9-9 26 

(3)9.125-0.375(2) | 

(3)0.25-0.5 
$2.60 


0(7)$1 95-2. 06 


43-47 4.i. gas oil 
48-62 di. gas oil 
63-67 di. H 
No. 5 fuel, 0-10 p.t. 
Bunker C fuel 


Albany, N. Y. 
Kerosine/No. 1. 11. 25(9) 
No. 2 fuel 10. 6(10) 
Gas house gas oil 10.9 
Diesel oil, shore 

planta . 10.9(5) 
No, 4 fuel $3.93 
Ne. 6 fuel, no sulf 

guar 50 


Feb. 4 
(2)9 & 9 75(5 
39-0. 25(5 

10-9 25 
$)9.125-9.375(2 
(3 9 25 y 5 
$2.60 
(2)$1 85-2 O5n 
11.26(9) 
10. 6(10) 
10.9 


10, 9(5) 
$3.93 


$2.50 





Refinery and terminal prices herewith are reproduced from Platt’s Oil 


gram Price Service, 


a daily publication associated with NPN 


Prices shown in refinery and terminal tables are sales prices, or quota- 


tions, or general offers, 
pipe line terminal 
pee ouerators, 


pecified. 


"Following types of 
therefore are not incluc 
off a specified price; 


operators, 


ge 


or posted prices, 


are 
ed in price tables: 
“market-date-of -shipment”’ 


by river 


not for 


“open 
Prices arrived 


reported by refiners, 
terminal 
for current sales and shipments, 


spot’ 


prices; 


operators, 


transactions 
at by discounts 
prices named in 


by product 
and tanker 


except as otherwise 


and 


contracts; prices arrived at in accordance with arrangements made prior 
to date of sale. Prices made to brokers, and prices in inter-refinery trans 
actions, also are not considered in the tables except as noted below 


Prices shown are for quantities in bulk such 
transport lots or barge lots 


March, 1955 * NATIONAL 


as tank car 


Prices applying only to barge lots, 


PETROLEUM NEWS 


or truck 
or cargo 


lots, 


or truck transport lots, 
except wax and 


lots, 
gallon, 
sign ($) is shown, 
not include taxes 

Prices are for 
ported; reported ah 
but not guaranteed; 
or Getriaties or publication 

Gulf Coast cargo prices 


crude oil 


are by 


are so designated 
yetrolatums in cents per 
in dollars per barrel of 42 U 
or inspection fees 
and 


refiners 


Jan. 28 


125 9.375(2 
25-9.5 
$2.00 
5)$! 85-2 00 
11. 26(9) 
10. 5(10) 
10.9 
10. 9(5) 
$3.03 
2.8 


ound, 


products lawfully produced and 
received by Oilgram and Nationa 
for subscribers’ 


selling of 


refiners, export agents or to large tanker terminal operators 


Gas 
mum 
rating 


ratings, except 
is by AST! 


soline octane ratings are by ASTM Research 
where letter “M" is 
Motor Method 

Parenthetical figures indicate number 
r more quoted the price shown 


Method 


used 


PeTeoLeum 
private use only and not for 


quoting to 


to indicate that 


11. 5-13.75 
10.6-11.125 
(2)10-10. 25 


11.5-12.75 
10.5-11 
(2)10-10 25 


12. 625-14.55 

12. 626-14.2 

11.5-12.7 
(2)10.75-11.8 


13. 26-13.8 
12.5-13 
(2)11. 6-12.25 
10.76-11.5 


13.6-13.75 

13 

11.5-12 25 
(2) i1-11. 125 


3 
10.75 


(3)13-12 5 
10. 75-11. 25 
(2)10.25-10.5 


14.75 
13.6-18.9 


13. 75-15 
12.5-13.5 


15.2 
13.45 


13.5 


12. 76-13 85 
11.6-12,1(2) 


12.75-13, 86 


11.6-12.102 


18.1 
15.6 


Jan. 21 
2)0.5-0. 755 


0-0. 2515 


(2)0-0 25 


4)9.125-9.275(2) 


(3)9.25-9.5 
2 60 


5)$1 85-2.00 


11.25(9) 
10.5(10) 
10.9 


10.915) 
$3.93 
$2.50 


Prices are in cents per 
and, 
J. S. gallons 


where dollar 
Prices do 


trans 
News 
resale 


other 


and are mini 
octane 


of companies quoting when two 
Letter “X" 


indicates price change 
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fj prices REFINERY AND TERMINAL 


DISTILLATES & FUELS DISTILLATES & FUELS 


Feb. 11 Feb, 4 Jan. 28 Jan. 21 Feb. 11 Feb. 4 Jan. 26 Jan. 21 


Baltimore, Md. 
Kesogine/Wo, 1... 10.9649) 10.9609) 10.96(9) 10.96(9) 11.8(11) 11 8(19) 11.813) 11.811) 


o ese 10.7(6) 10.7(6) 10.7(6) 10.7(6) b Ben 8) 10.68) 10 6(8) 
No 2 fuel..-.-. 10 2111) 40 301 10.2111) 10. 2(11) No 2 fe 10. 6(8) 10.6 
barges. 9.9504 ; 10.6(5 
Cina hum en of ) 10.6(5) 10.6(5) 10.6(5) ) 
ene’ 
$2.28(6) $2. 28(6) $2 28/6) $2 28(6) 
Othe gry (6 2 25(6 $2. 25(6) 
$3. 44(2) 4 $3.44(2) do berpes vee» $2,256) $2. 25(6) $ ) 
Fo $3.38 bunkers $4.452(6) $4. 452(5) $4.452(5) $4 452(5) 


$3.06 3 06 $3.06 : (6 2 25(6 $2. 25(6) 
$3.00 $3.00 BunkerC, bunkers $2.25(6 $2 25(6) 2 ) 


$2. 38/6) $2 38/6) $2. 38(6) $2. 38/6) Miami, Fla. 
$2.35(6) $2. 365) $2. 35(5) $2. 35(5) Kerosine/No. 1... 11.8 1.8 11.8 1.8 


= Re shore 
10.8(3 10 8(3) 10. 8(3) 10. 8(3) 
No. Ne ta no sulf, 
= $2.23 $2.23 


esse. gat sg 08 $2 23 
nkers....... $4.90(4) $4. 20/4) $4. 20(4) $4. 30(4) barges sees $2.20(3) $2. 20(3) $2. 20(3) $2. 20(3) 
Heavy Diesel, 


bunkers . $4 .05(2) $4.06(2) $4.05(2) $4 .05(2) nkers $4. 462(4) $4. 452(3) $4 452(3) $4. 452(3) 
BunkerC, bunkers $2 35(4) $2. 35(4) $2. 35/4) $2. 35(4) $2. 20(3) $2. 20(3) $2. 20(3) $2. 20(3) 


is F és is 14.104) 11,104) 1.104 11.904) 
9.66 9.55 9.65 ik. 

10.2(2) 10 2(2) 10.2(2) 10.2(2) 
99 99 99 No. 6 fuel, no suif 


. $2. 60 xs $2.53 $2 63 RS x$2.13 $2 03 $2 03 
No. 6 fuel no sulf, ic barges coon ae x$2.10 $2.00 $2.00 
; $2.08 «$2.08 $1.98 $1.08 Light Diesel, 

o barges...... $2.06 x$2.05 $1.06 $1.95 bunkers. ..... $4.116-4 20 $4 116-4 $4.116-4 20 $4 116-4.20 
Light Diesel, BunkerC, bunkers $2.10 «$2.10 $2.00 $2.00 
2 —— * -. $3,962) $3 95(2) $3. 96(2) $3 .05(2) 

eavy Diese! , 
F — ‘ EH fy S.% as Soedealh 1 10.95(9) 10. 95(9) 10 95(9) 10.9519) 

i 2 O6( 9 4 ri ine/No. 1... 5(S 

unkerC, bunkers $2 — maleuens htc tetas No. 2 fuel. ..... 10.2(11) 10,2(11) 10.2(11) 10.2(11) 
Boston, Mass Diesel oil, 
Kerosine/No, me 11,05(16) 11 .05(16) 11. 05(16) x1) .05(16) plants 10,6(4) 10 6/4) 10 6(4) 10. 6(4) 
No 2 fuel. 10.3(16) 10 .3(16) 10.3(16) x10, 3(16) No. 4 fuel.... $3.45 $3.45 $3.45 $3.45 
Dienel oil, No. 6 fuel, ne sulf, 

plants........ 10 ia 10.7(7) 10,7(7) 10,7(7) quar $2. 40(3) $2 40/3) $2. 40(3) $2. 40(3) 
No, 6 fuel. . $3.266 $3. 25(5) $3 26(5) $3 .25(5) $2.37 $2.37 $2.37 $2.37 
No, 6 fuel, no sulf, Bunker bunkers $2.37 $2.37 $2.37 $2.37 

uaF, conpe $2 42(6) $2. 42(6) $2 42(6) $2. 42(6) 

ue hiry $2. 30(5) $2. 30(5) $2. 39(5) $2. 39(6) New Orleans, La. 

bunkers $4. 34(3) $4.34(2) $4 .34(2) $4. 24(3) Sepieeite. Bes 10, 3(4) 10.3(4) 10. 3(4) 10.3(4) 
B y 80/ eee 

unker C, bunkers $2. 30(5) $2 .30(5) $2. 30(5) $2. 30(5) 6 6603) 9 6513) 9 56/3) 


12, 26(6) 12. 26(6) 12. 25(5) 12. 26(5) 
+ Hy 4 ree ) 9.9(3) 9 9(3) 9.9(3) 
i vee 2.60 $2.53 $2.53 
8 86-9.35 8 85-9.35 8 85-9 .35 * oid Yee 
Charleston, 8. ©. ; $2.08(2) ¥$2_08(2) $1.98(2) $1 98/2 
Kerosine/No 1 . 10. 06(6) 10.05(6) 10, 95/6) 10,095(6) cece 7 re x$2.05(2) $1 .95(2) $1.05(2 
0. 3( a6 10.3¢ J 
A a ene = mee $3.96(3) $3.95(3) $3.95(3) $3.95(3) 
1 
ee ha és ould 10, 4(2) 10, 4(2) 10,4(2) 0. 4(2) Lasker $3.70(3) $2.70(2) $3 70/3) $3 .70(3) 
$2.30(2) $2. 30(2) $2.30(2 $2. 30(2) Bunker, bunkers $2.05(3) x$2.05(3) $1.95(4) $1 96(4) 
$2.27(3) $2..27(3) $2 may $2.27(3) 


nkers....... $4.22(2) $4. 22(2) 64.222 $4.22(2 
BunkerC, bunkers $2.27(3) $2.,27(8) $2.27(3 $2 AH 10 .96(20) 10. 95(20) 10 .95(20) 10.95(20) 
ni =e 10.7(20) 10.7(20) 10.7(20) 10.7(20) 
n a 1i-11 875 11-11. 375x (2)11-11.8 (2)11-11.3 ’ Ly 3138) y ae) ate ae 
o) erbee . , barges.. . j 9.95( 
Ne fuel....... 10 B-10.5(4) (2)10,26-10.6(4) (2)10.25-10.5(3) (2) 10.25-10.5(3) Gas house gas oil — Tt ~ Saake 
No. 5 fuel, ‘low Diesel oil, shore 
ew uae a FS 1. ee te 10,6(7) 10.6(7) 10.6(7) 10.6(7) 
o. uel, big we i (11)83.31-3.87 (11)83.31-8.87 (11)$3.31-3.87 (11)$3.31-3.87 
wulfur........+ (2)7.6-7.076 (2)7 67.9756 (2)7 6-7 .95 (2)7 6-7 95 do eee» (19)83.28-8.77 (11)83.28-3.77 itt 28-3 77 (11)$3 28-3 .77 
No. . fuel, low $2.87 


‘ 2 2.87 2.87 
PRPs (4)6, 85-6.96 (4)6 85-695 (4)6 85-6 .95 (4)6 85-6 .95 do a Pf $2.84 84 84 
on . . No. 6 fuel mnoou. 
(3)6.6-6.975 — (8)6.6-6.975 = (3)6.6-6.975 = (3)6. 6-6, 975 $2.35-2.38(13) $2.35-2.88(13) $2.35-2.88(13) $2. 35~2.38(13 
$2. 35(15) $2, 36(15) $2.35(15) $2.35(15) 
Pa Oa 9. 5a 


8 85a 8, 85a 8 Bba 19% eulf $2. 45-2.53 $2. 46-2. 53 | $2. 45-253 $2.45-2.53 
a— — delivered Gievelund. barges...... $2.45-2.60 $2.45-2 50 $2.45-2.50 ~! §$2.45-2.50 


Corpus Christi, Tex. ke $4. 30(4) $4. 30(4) $4.30(4) $4.30(4) 
No. 6 fual, no sulf, . p e108 
$2.0) 1.98 1.9 bunkers..... $4.05(4) $4.05(4) $4.05(4) $4.05(4) 
scoee - ee «$2.05 $1.95 $1.95 } os 
BuokerC, bunker $2.05-2 10 x$2,05-2.10 (4)$1.06-2 10 = (4)61.96-2.10 saan oe) aan titel 


New York Harbor 


12.35 12.35 12,35 12.35 
12.25-12.4 12.25-12.4 12.25-12.4 12,25-12.4 . 1...  10.96(7) 10.95(7) 10. 95(7) 10.95(7) 
(2)12, 26-12 {3} (2)12.26-12.4 ‘2 (2)12.25-12.4(2) (2)12.26-12.4(2) . 2fuel....... 10.2(6) 10 2(6) 10.2(6) 10. 2(6) 
(2)i1 oe lt. OSE I1.4 (2) (2)11.25-11.4(2) (2) 11,25-11.4(2) eres . nevece seas 
1(3) 8.18 8.13 
7,63(3) 7 3503) 7 $509) = 10. 6(5) 10, 6(5) 10. 6(5) 10.6(5) 
$3.06 $3 06 $3.06 $3.06 


No. 
No. 6 fol prion 
eb). Hey " ‘3 4 a $2.34-2.37(2) $2.34-2.37(2) $2.34-2.37(2) $2.34-2.37(2) 
en 2.31(4 2 3104 2.314 2.3114 
9 612) 9 6%) x9 62) fe bree: $2.31(4) $2 31(4) $2.31(4) $2.31(4) 


9-9 26 0-9.25 9-9. 25 bunkers..... $4.30(3) $4.30(3) $4.30(3) $4. 30(3) 
Heavy Diesel, 
‘ 9(2) 9(2) 9(2) bunkers..... $4 .05(3) $4 0643) $4 06(3) $4.05(3) 
. } 31 2 31 2.315 (5) 
. .X(3)$2.08-2.10(2) x81,08-2.10  (4)$1.98-2.00 (4)81.98-2.00 Benker, busbere —93.81(5) 92.3106) 2.8 63.3106) 
2.06(6) $1.056-2.05(5)x  $1.96(6) $1. 05(6) Pensacola, Fla 
(5)$3.95-4.05  (5)$3.96-4.05 (5)$3.05-4.05  (5)83.96-4,05 Kerosine/ 11,1(2) 11. 1(2) 11, 1(2) 11.1(2) 


10, 2(5) 10. 2(5) 10.2(5) 10.2(5) 
bunkers . $3.70(4) $3. 70(4) $3. 70(4) $3, 7014) 
Bunker C, bunkers x$2.05(13) (2)$1,05-2.05(11) (12)§1,95-2.05x $1.95(12) sexes 10. 2(2) 10. 2(2) 10. 2(2) 10.2(2) 
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REFINERY AND TERMINAL 


DISTILLATES & FUELS 


guar, 
do barges » 
No. 6 fuel, max 
1% eulf..... 
do barges 
Light Diesel, 


Pt. Everglades, Fla. 
Kerosine/No. 1... 
No. 2 fuel. ...... 
Diesel oil, shore 

planta........ 
No. 6 fuel, no sulf. 

do barges.. .. 
Light Diesel, 


bunkers. ... 
Bunker C, bunkers 


Portiand, Me. 

Kerosine/No 1... 
No. 2 fuel. ..... 
Diesel oil, shore 


ree ere 
No. 6 fuel, no sulf. 


Providence, R. |. 
Kerovine/No. 1. 
No. 2 fuel...... 
Gas house gas oil 
Diesel oil, shore 
plants 
No. 5 fuel . 
No. 6 fuel, no sulf. 
guar 
do barges 
No. 6 fuel, mas 
1% esulf. 
do barges 
Light Diesel, 
bunkers ... 
Bunker C, bunkers 


bunkers... 
Bunker C, bunkers 


Tampa, Fila. 
Kerosine/No 


Diesel oil, shore 
No. 6 fuel, no suif. 


Feb. 11 
10. 95(10) 
10.7(7) 
10. 2(10) 
9.95(6) 


10. 6(6) 
$3.31 
$3 .06(6) 
$2.35(7) 
$2. 32(6) 


$2. 45(4) 
$2.42(3 


$4 30(4) 
$4 05/4) 
$2.32(8 
11. 8(5) 
10 644 
10. 6(4) 


$2. 23(2) 
$2. 20(3) 
$4 45214 
$2.20(3 
11. 1519) 
10.4(9 
10. 8(4) 
$2. 42(2) 


$2.39 
$2.39 


11. 06(9 
10.3(9) 
10.7 


10.7(4) 
$3.25(3 


$2. 30/5 
$2. 36(4) 


$2 54-2.64 
$2.51 


$4.34 
$2.36(3 
11. 8(7) 
10. 6(7) 
10.6(5) 
2.87 
$2.30(5) 
$2.27(5) 
$4. 452(6) 
$2. 27(5) 
11.7(8) 
10.5(6) 
10. 5(6) 


$2. 20(4) 
$2. 18(4) 


$4.41(5) 
$2. 18(5 


Feb. 4 
10.95(10) 
10.7(7) 
10. 2(10) 
9 .95(6) 
10. 6(6) 

31 

$3 _.06(6) 


$2.35(7) 
$2.32(6) 


$2. 45(4) 
$2. 42(3) 


$4. 30(4) 
$4.06(4) 
$2.32(8) 
11. 8(5) 
10. 6(4) 
10.6(4) 


$2. 23(2) 
$2. 20(3) 
$4. 452(4) 
$2. 20(3) 
11, 15/9) 
10.4(9) 
10. 8(4) 
$2. 42(2) 
$2.39 
$2.39 


11.05(9 
10.3(9) 
10.7 


10.7(4) 
$3 .25(3) 


$2.30(5) 
$2. 36(4) 


$2.54-2 64 
$2.51 


$4.34 
$2.36(3) 
11. 8(7) 
10.6(7) 
10. 6(5) 
$2.87 
$2.30(5) 
$2.27(5) 
$4, 452(6) 
$2. 27(5) 
11.7(8) 
10. 5(6) 
10.5(6) 


$2. 20(4) 
$2, 18(4) 


$4. 41(5) 
$2. 1815 


Jan. 28 


11 .8(8) 
10. 6(4) 


10.6(4) 


$2.23(2) 
$2. 20(3) 


$4. 452(4 
$2.20(3) 
11. 15(9) 
10.4(9 
10. 8(4) 
$2.42(2 


$2.39 
$2.39 


11, 0619 
10.349 
10.7 


10 7(4) 
$3. 25(3) 


$2.39(5) 
$2.36(4 


2.54-2.64 
$2.51 


$434 
$2. 36(3) 
11,8(7) 
10. 6(7) 
10. 6(5) 
$2.87 
$2.30(5) 
$2. 27(5) 
$4. 452(6) 
$2.27(5 
11,7(8) 
10.5(6) 
10. 5(6) 


$2. 20(4) 
$2. 18(4) 


$4.41(5 
$2. 18(5 


Jan. 21 
10. 95(10) 
10.7(7) 
10.2(10) 
9.9516 


10. 6(6) 
$3.31 
$3.06(6) 


$2.35(7 


2. 32(6) 


$2. 45(4) 
$2. 42(3) 


$4 30(4) 
$4.05(4) 
$2.38(8 
11.8(5) 
10.6(4) 
10. 6(4) 


$2.23(2) 
$2.20(3) 
$4. 452(4) 
$2. 20(3) 
11. 15(9) 
10.49 
10. 8(4) 
$2. 42(2) 


$2.39 
$2.39 


11.06(9) 
10. 3(9) 
10.7 


10.7(4 
$3. 25(3) 


$2. 30(5) 
$2. 36(4) 


$2 54-2.64 
$2.51 


$4 34 
$2. 36(3) 
11. 8(7) 
10. 6(7) 
10.6(5) 
$2.87 
$2 30(5) 
$2.27(5) 
$4. 452(6) 
$2. 27(5) 
11.7(8) 
10. 5(6) 
0. 5(6) 


$2. 20/4) 
$2. 18/4) 


$4 41(5) 
$2. 1815 


DISTILLATES & FUELS 


Feb. 11 Feb. 4 Jan. 28 Jan. 21 
Toledo, Ohie 

Keroagine 11.9 1¢ 11.9 x11.9 

Diesel oil. . . 11.9 11.9 11.9 11.9 

No. 1 fuel 11. 65-12.05 11. 66-12 06 11. 65-12.05 x11. 65-12,05 
No. 2 fuel 10 65-1105 10. 65-1105 10. 65-1105 x10 65-11.05 
No. 6 fuel 5-8(2) 5-8(2 7.6-8(2) 7.580 

No. 6 fuel ; 7-7. 6C 7-7. 84: 7-7. 6(2) 7-7 .5(2) 


Wilmington, N.C. 

Kerosine/No. | 

Ne. 2 fuel 

Gas house gas oil 

Diesel oil, shore 
plants 

Light Diesel, 
bunkers. ... $4 22(3) $4 22(3) 


10. 95(7) 
10.37) 


10. 95(7) 
10.3(7 


10. 95(7) 
10. 3(7) 


10.4) 
#4. 22(8) 


10. 4(2) 10. 4(2) 


Okla. (Okla. shpt.) 

42-44 w.w. kero ” 

Range 9.625-0.75 
3 


9 625-10 
0. 625-0.75 


9 625-10 
oil... 0.625-0.75 
58 aby. di 
| ; 4)0 25-0. 875 0 256-0 875 
(2)0. 375-0 75 0. 375-0.75 
8 75-0 375 8 75-9.375 
(2)$1.50-1.65 $1 3O-1.66 


. (4)0. 25-9 875 
No. | fuel ; (2)9.375-9.75 
No. 2 fuel 8.76-0.376 
No. 6 fuel (2)$1.50-1.65 (2)$1.50-1 65 
Okla. Group 3 (Northern shpt.) 
42-44 w.w. kero 
Ra oil. 
58 aby. di. 

Diesel (2) y §-9 626(2) o0 6252 
No. | fuel y ’ : 0 25-0 625 0. 25-0. 625 
No. 2 fuel 5 9 6)8.75-0 & 75-0 
No. 6 fuel 2)31 50-1. 65 2)$1 50-1 65 


0. 5-9. 875(2) 
95-0 625 


0.50. 8752 
0 5-0.625 


Midwestern (Group 3 basis) 
42-44 w.w. kero 9. 5-0. 875(2) 
58 4 abv. di. 

Diesel. 
No. | fuel... 
No, 2 fuel. 
No. 6 fuel 


0.5-0.875(2) 9 5-0 875 9.5-0.875 


(3)9. 25-9 626 (3)0.25-9 625 
9. 25-9.625 

(4)8. 75-0 

(3)$1. 60-1, 55 


(3)9. 25-9 625 

9.26-9.625 
(4)8. 75-0 { 
(3)$1. 50-1 55 $i! 55 


(3)9. 25-0. 625 
9.25-0 625 

(4)8.75-9 

(3/81 50-1. 55 


N. Tex. (Tex. & New Mex. shot.) 
42-44 w.w. kero 9.2-10 9 2-10 9.2-10 
58 4 abv. d 


(2)0-9 76 
$1.50-1,40 


i. 
(2)0-9.76 (2)0-09.75 
$1.50-1.60 $i. 50-1 @ 


Diesel 
No. 6 fuel $) 0-1.00 
W. Tex. (Tex. & New Mex. shpt.) 
42-44 w.w. kero 10-10 75 x10-10.76 
No. 1 fuel ‘ 9 75-10.25 x0. 75-10.25 
No. 2 fuel 9.25-0.5 9.25-0.5 
No. 6 fuel $1.65-1.90 $1. 65-1.90 


9.25-10.75 9.26-10.76 
9.25-10 26 9 25-10 .26 
9 26-9 5 9.25-0.5 

$).65-1.90 $! 66-1 00 


E. Tex. (Truck transport lots) 

42-44 w.w. kero.. (2)9.6-9.75(2) 

68 & abv. di. 
Diesel 

No. 6 fuel 


(2)0.6-0.75(2) (2)0.5-0.75(2) (2)9.6-0.76(2) 
8 75-9.76 
$1.50-2.00 


8 .76-0.76 
$1 50-2 00 


6.75-0.75 
$1.50-2.00 


8.76-9.75 
$1.50-2.00 


Cent. W. Tex. (Truck transport lots) 


42-44 w.w. kero 95 65 
68 & abv. di 

Diesel ; 9% 
No, 2 fuel ° 86 
No. 5 fuel y $2 52 
No. 6 fuel $1.65 


Kanes. (For Kans. destinations onty) 

42-44 w.w. kero.. (3)9.875-10.126 (3)9.876-10.125 (3)0.875-10.125 

524 beil.di. Diesel 9.625 9 625 9 625 

68 & abv. di. 
Diesel 

No. | fuel 

No. 2 fuel 

No. 5 fuel 

No. 6 fuel 


(3)9 875-10. 126 
0.625 


9.625-0,75(2) 
(4)9.625-0.875 
(2)8 875-9 26 

$2 00-2.%0 

$1.60-1, 8012 


9.626-9.75(2) 
(4)0.626-0,.875 
(2)8. 875-0 25 

$2.00-2.30 

$1.60-1. 80/2) 


9. 625-9 .75(2) 
(4)9.625-09.875 
(2)8 876-9 .25 

$2 00-2.30 
$1. 0-1 #2 


9.625-9.75(2) 
(4)9.625-0.875 
(2)8 876-9. 25 

$2 00-2 

$) 60-1 8012 


CARGOES & TANKERS 
at Texas City Refinery 


TRANSPORTS & TANKCARS 
at Terminals in the South 


ATLANTA, GA. 
1401 PEACHTREE STREET 


PITTSBURGH, PA. 
BENEDUM-TREES BUILDING 


TEXAS CITY, TEXAS 
REFINERY 
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DISTULLATES & FUELS 
Feb. 11 
Ark. (For shpt. to Ark, & La.) 


42-44 ww. kero 

Tractor fuel 

62 & bel. di Diesel 

66 & aby. 4i 
Diesel ... 

No. 2 fuel 

No. 4 fuel 

No, 6fuel ... 

No 6 fuel 


Western Penna. 
Bradtord.-Warren; 
Kerosine 

Kh cetane Dierel 
No. 2 fuel. . 
96-40 gravity fuel 


OW Clty: 


$2.26 
$2.06 
$1.90 


(3)11. 6-11.86 
11(2) 


(3)10 76-11 
10. 26-10.6 


Kerosine 5-11.85 
04 


60 cetane Diese! 
No, | fuel 
No 2 fuel 


6-11.26 
26-11 


36-40 gravity fuel 26 


Pittsburgh: 
Kerosine 


» (1176-1225 


6”) cetane Diesel i-11.4 
No. fuel... 11.6-12.1 


No, 2 fuel 


Central Michigan 
46-40 w.. kero 
GBB iacives 


(3) it~ 35 
36-40 gravity fuel 10.7 


1126 


Feb. 4 


10 
10 
9.5 


9.875 

9.126 
$2.26 
$2.06 
$1.90 


(3)31, 6-11, 86 
112 


(3)10.76-41.1 
10.26-10.5 


11. 5-11.86 
10.4 
10.6-11.26 
10, 26-11 
10.25 


(3)11, 76-1226 
1h-11.4 
13.6-12.1 


(3)14-11.35 
10,7-11,25 


Jan, 26 


10 


on 5-11.86 
11(2) 
(8)10.76-11.1 

10.26-10.5 


11,6-11, 86 
10 
10.6-11,25 
10, 25-11 
10,26 


(3)11.76-12 26 
11-11.4 


11.6-12.1 
(3)31-11.36 
10.7-11.25 


Ohio —Quotations of 8, O. Ohio for delivery to Ohie pointe, 


Keronine 12.5 
No, 1 fuel 12.3 
No, 2 fuel. ... 11.3 


California - Los Angeles District: 


Rack: 

Btove dist.— 
PB 100 

Diesel fuel 


9 5-10.2 


PB 200 0-9 26 


Light fuel 
"8 300 $2 00 
Heavy fuel 
P8 400 
Tank Car 
40-43 w.w, kero 
Btove dist 
P8 100 
Diesel fuel 
PB 200 
Light fuel 
PS 300 2.00 
Heavy fuel 
P8 400 


2.10 


(2)$1, 55-1. 86 


2.90 


(2)81 .55-2.00 


Tank Truck (400 gals. or more): 


40-43 w.w. kero 17.1 
Stove dist 
PS 100 13 
Diesel fuel 
PS 200 12! 
San Francisco District: 
Tank Car: 
40-43 w.w. kero 4 


Stove dist- 
PB 100 13 


30 € 40 St 





N_Y.¢ 


x(3)0-11,7 


12.6 
12.3 


x9 5-102 


n(3)0-9, 25 


$2 00-2.10 


(2)$1. 55-1. 86 


13.6 
x0 5-13.2 


$2.00-2 30 


(2)$1.66-2.00 


Vv 


9-11 
8 75-0 25x 
$2 00-2 10% 
(2)$1, 56-1. 85 

13.6 

9-13.2 

8.75-11.7 
$2.00-2.30 
(2)$1. 55-2 00 

1 


/ 





(3)1) 6-11.86 
11(2) 

(3)10.76-11.1 
10. 25-10 6 


1) 6-11.86 


(3)11.76-12. 2 
1i-11.4 
11.5-12.1 


(3)11~11. 35 
10 7-11.26 


8.75-10.25 
(2)$2.00-2.06 
(2)$1. 55-1. 85 
13.6 
9-132 
8.75-11.7 
$2.00-2 30 
(2)$1.65-2.00 
1 
3.7 


2.2 


PATENT CHEMICALS 


DISTILLATES & FUELS 
Feb. 11 Feb. 4 Jan. 28 

Diesel fuel 

PS 200 
Light fuel 

fs 300 $2.35 
Heavy fuel 

PS 400 $2.05 
Tank Truck (400 gals. or more): 
40-43 w.w. kero 17.6 
Atove dist- 

P8 100 
Diesel fuel 

PS 200 


Pacific Coast 
Shipe’ bunkers, or deep tank lots 


San Pedro, Calif. 


Diesel—P8 200. 
Bunker C-—P8 400 


San Franetece, Calif. 
Diesel— P8 200. 
Bunker C— P8 400 


Seattle, Wash. 
Diesel— PP 200 
Bunker C-— PB 400 
Portland, Ore. 


Diesel— PS 200. 
Bunker C— P8 400 


12.2 12.2 
$2.35 
$2.05 
17.6 


12.2 
$2.36 
$2.05 

17.6 
14,2 


14.2 14.2 


12.7 12.7 12.7 


$4. 20(5) 
$1, 80(5) 


$4. 20(5) 
$1 80(5) 


4 2015, 
$1. 80(5) 


$4. 20(5) 
$1. 80(5) 


$4, 41(4) 
$1 85/4) 


$4.41(4) 
$1. 85(4) 


$4. 41(4) 
$1. 85(4) 


$4. 41(4) 
$1 .85(4) 


$4. 62(4) 
$2. 10(4) 


$4.62(4) 
$2. 10(4) 


$4. 62(4) 
$2. 10/4) 


$4. 62(4) 
$2. 10(4) 


$4 62/4) 
$2. 10/4) 


$4. 62(4) 
$2. 10(4) 


$4 62(4) 
$2. 10:4) 


$4 62( 
$2. 101d 


NATURAL GASOLINE 


Prices are to blenders on freight basis shown; shipments may originate in any Mid-Con- 
tinent manufacturing district. 


Feb. 11 Feb, 4 Jan. 28 Jan. 21 


FOB Group 3 


Grade 26-70. x5 (Sale 5.5 (Bale) 5.5 (Bale) 5.5 (Bales) 


FOB Breckenridge, Tex. 


Grade 26-70 m4 5 (Bale 5 (Quotations) 5 (Quotations) 5 (Quotations) 


LP-GAS 
Producers’ contract prices, tank cars. 
Jan. 28 Jan, 21 

Propane: 
New York Harbor ) 2 5(2) 8 5(2) 
Philadelphia, Pa. 5(3) ( 75 8 25(3 8° 25(3) 
Toledo, Ohio 5 5 7.6 
Houston, Tex, 34 3 5-4(3) 3.5 
Oklaboma 

(Group 3). (5)3! 4(6) 4(6) 
Baton Rouge, La (2)3.125- 3.628(2 x(2)3 125-3,.625(2) (2)3.625-4.125(2) (2)3.625-4.126(2) 
Shreveport, La. 3.5(2) 5(2)x 4(2) 4(2 
New Orleans, La.. (2)3.625-4.1256 x(2 3 625-4. 125 4. 125(3) 


4(3) 
“(4)3.5-4(2 


4. 125(3) 


LUBRICATING OILS 


Feb. 11 Feb. 4 Jan. 28 


Western Penna. 
Viscous Neutrale—No, 3 col. Vis at 70° F. 
ae. (180 at 100°) 20-408 fl, , 
t, 20 


9 i9 
17.5(5) 17. 5(5) 


1 4, New Jersey 


PETROLEUM CORPORATION 





INDEPENDENT 





New York 


Marketer of 


Petroleum Products 


NEW ENGLAND PETROLEUM CORPORATION 


MARKETERS 


Maine to South Carol 


6 3 ENUE 


NEW 


FIFTH AV 


Boston YORK 20,N.Y 
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REFINERY AND TERMINAL 


LUBRICATING OILS LUBRICATING OILS 


Western Penna. Feb. 11 Feb. 4 Jan. 28 Feb. 11 Feb, 4 Jan, 28 
160 vis. (143 at 100°) 400-406 fi. 
. , 17.5 17.5 x17.5 ! South Texas, 
16 5 18 5 x16 5 5! Vis. at 100° F FOB 8. Tex. refineries for domestic and/or export shipment, 
(4) 15-16 4) 15-16 x(4)15~16x (3 Pale Oils: 
100 vis. No. 144 
2% col.... 12, 25(6) 12. 256) 12. 26(6) 13. 26(6) 
200 vis. No, 2-3 
17.5 ul7.5 17 col. 13. 75(6) 13. 76(6) 13. 75(6) 13. 756(6) 
16.5 16.5 x16.5 16 300 vis. No. 2-3 
5) 15-16 (5)15-16 x(5)15- 16x 4)14.5-1 col, ite. 14. 25(6) 14. 25(6) 14. 25(6) 14. 25(6) 
500 vis. No. 2 
Cylinder Stocks 3% col. 14.75(6) 14. 75(6) 14. 75(6) 14.75(6) 
000 ar. filterable. (2)10-11 (2)10-11 (2)10-11 (2)10-11 750 vis. No. 3-4 
er Og 11-1 11-12 (2)11-12 (2)11-12 col... 15(6) 15(6) 15(6) 15(6) 
(2)12.6-13.6(2) (2)12.6-12 6(2) (2)12 6-13.56 (2)12 6-13.56 1200 vis. No, 3-4 
14-145 14-14. &x 14(3) 14(3) ; 15 5(6) 15. 5(6) 15 6(6) 15 6(6) 
2000 vis. No. 4 col 16(6) 16(6) 16(6) 16(6) 


id-Continent 
FOB Tulsa basis, for domestic shipment only, bright stock, vis. at 210° neutrals, vis Red Olls: 


at 100° 0-10 p.p. 100 vie, Ne. 6-6 

Bright Stock—Conventiona! Seti 

200 vis. D, 200 vis. No, 5-6 
10-25 p.p..... col... .. 13. 75(6) 13. 75(6) 13. 75(6) 75(6) 

150-160 vis. D: = No. 5-6 


500 vis. No, 5-6 
; 5-6 
0-10 p.p....... 750 vis, No. 
DP. eo 


Bright Stock— Solvent 1200 vis. No. 5-6 
150-160 vis., col 15. 6(6) 15. 6(6) 15. 5(6) 16. 5(6) 
0-10 p.p., 95 v.i. (2)20-22 (2)20~-22 — No, 6-6 


12. 25(5) 12. 25(5) 12. 25(6) 25(8) 


14. 25(6) 14. 26(6) 14. 2516) 25(6) 
14. 75(6) 14. 75(6) 14.7616) 75(6) 
15(6) 15(6) 15(6) 16(6) 


16(6) 16(6) 16(6) 16(6) 


AVIATION GASOLINE 
(MIL-F-5572) 


Gulf Coast, 

Cargoes Feb. 11 Feb. 4 Jan, 21 
Grade 116/145 19.75 19.75 19.75 
Grade 110/130... 18 26(2) 18. 25(2) 18 25(3) 
Grade 91/96.... 17.26 17.25 17,.% 


Neutral Olle—Solvent—965 v.!. Baltimore, Md. 

170-180 vie...... (2)15.5-16.5(3) (2)15.5-16.6(3) (2)15.5-16.5(3) (2)15. 5-16. 5(3) Grade 100/130. . 7 8! 17.85 7 8 85 
(2)15.75-16.75(3) (2)15.75-16,75(3) (2)16.75-16.75(3) (2)15.75-16.75(3) Grade 91/96... ! 16 35 a 35 
(2)16.25-17,25(2) (2)16.25-17.25(2) (2)16.26-17.25(2) (2)16.25-17.25(2) Grade 80... 16 1 


Boston, Mass. 
15.6 15.5 15.5 Grade 100/130 7.0 17 
Grade 91/96. ... 5. 4 16 
‘ Gulf Coast—Solvent Refined Oils from Mid-Continent grade crude; FOB ship at Gulf Grade 80 wes 
or export. 
Bright Stock vis. at 210° Charteston, 8. 6, 
150-160 vis.; Goad Seales 
0-10 p.t., 95 v.i, (5)19-20 (5)19-20 (5)19-20 (5)19-20 er to ' 


14-1€ 14-16 Houston, Tex. 
14.5-16.75 14.5-16.75 Grade 100/130... 
15-17 .25 15-17 .25 Grade 01/96. . 
16-18 5 16-18.5 Grade 80. 








This Is Your 


ow Much... ti 


NATIONAL PETROLEUM NEWS 
YOUR BRAND WORTH without a prote: 330 West 42nd St 
supply of the highest quality lubricants? New York 36, N. Y. 











Build your brand on the unsurpassed 


quality of UNITED 100% Pure Pennsylvania 
: ; OFFERS THESE 
Lubri ating 4 i] and re (ip) the ala at. fit f FINISHED PRODUCTS 
UNIT EL " f not competing with the 


independent Job! and Markete! 


W rite 
of the high quality 

Bose Stocks for making 

these Mult) Grade Lubricants 


DEEP ROCK OIL CORPORATION 
UNITED REFINING COMPANY, WARREN, PA NE 24 





1955 * NATIONAL PETROLEUM NEWS 





—fej prices REFINERY AND TERMINAL 


Gulf Coast, 
Cargoos 


Ornde JP-4...... 


tha 
Mineral epivta - 


Pa, 
Vv, M, & P. 


FF rs 


Providenes, fi. |. 
V.M&P. 


Mineral piriaa, 


FOB Group 3 
Stoddard solvent 


Cleaners naphtha. 


Vv. M, & P, 


naphtha....... 
Mineral spirits... 


Rubber Serta 
Lacquer diluent. 
Bensol diluent. . 


Western Penne. 
OW City: 
Stoddard solvent 


Solel ccivens. 


AVIATION 
(MIL-F-5572) 


Feb, 11 Feb. 4 


16,76 16.75 
2b 16.26 
15 


17. 85(2) 
16. 35(2) 
16. 1(2) 


17 pr 
16, 36( 
16, 1(2) 


7 ee 
16 .36(2 
16,1(2) 


17 $3} 
16,35(2 
16. 1(2) 


JET FUEL 
(MIL-F-5624) 


Feb. 4 
9.26-9.75 


Feb. 11 
9,26-0.75 


NAPHTHAS & SOLVENTS 


Feb. 11 Feb. 4 Jan, 28 Jan, 21 


16. 6(4) 16.6(4) 16. 5(4) 16 .6(4) 


18 6(4) 
17 ,6(5) 


18. 6(4) 
17. 6(5) 


18.514 
17,616 


18(4 18(4 
17(6 1716 


17,614 
16.516 


17,54) 
16. 6(5) 


17, 6(4) 
16. (6) 


17,.6(4) 
16. 5(5) 


19.6 19.6 10 5 19.6 
17.6(5) 17.6(5) 17,6(5) 17. 6(5) 


12,3754 
12. 875(3 


12 37514 
12. 876(3 


12. 375(4) 
12. 876(3) 


12, 875(4) 12 875(4) 12. 875(4) 12, 875(4) 

11. 875(4) 11 87514) 11 87514) 11, 876(4) 
12, 876(3) 12 875(3) 12. 875/3) 12 875(3) 
(2)13,126-13.376 (2)13,126-13.876 (2)13.125-18.376 (2)13,126-18.375 
» (8)04.126-14.625 (2)14.126-14.626 (2)14.126-14.626 (2)14,126-14.625 


12.376(4) 
12, 876(3) 


16 16 16 


1613) 163) 16(3) 


Otio— Quotations ef 8 0. Ohio for delivery to Obie points, 


VM 4&P 
saphtha . 
Mineral spirits 
ard solvent 
Rubber solvent, . 


18 18 18 
17 17 17 
7 17 17 

15 875 16.875 15.876 


€. Tex. (Truck transport tote) 


Stoddard solvent 


12,25 12,26 


Cont. W. Tex. (Truck transport lots) 


Stoddard solvent 


11.5 11.5 


Kansas (For Kansas destinations only) 


Stoddard solvent 


12.6 12.5 


PARAFFIN WAX 


Feb. 11 Feb. 4 


Western Penna. (t.c. in bulk) 


124-6 AMP white 


176 


(2)6 26-6 66 (2)5. 26-6 65 (2)5. 26-6. 66 (2)6, 26-6. 65 


PARAFFIN WAX 
gar oes 
vag elting points are AMP, 3° h Ae mah ma Bive te eines be, Domestic prices 
refinery ; scale in or ; refined, 
bags or dds pe Dh 
Feb. 4 


124-6 white otude 


scale 
123-6 fully refined 7.95-8, 46 
126-7 fully refined 8.45(3) 
128-30 f 

refined........ $63) 
133-6 fully refined ‘ 
135-7 refined : 8. 5503) 


8. 55(3) 
8.56(2) 


10.65 


7.1(2) 


scale (4)6.6-6.75 
123-6 fully refined 88.25 
7 25-7 fly reed (2)8-8. rr 


; aia abooe (2)8-6. 45 
refined 


wm. it 75 
aes. rH 
(2)8-8. 45 
(2)8-8.45 
(2)8-8 55 

8, 25-8. 55(2) 


8 55.85 
8. 26-8 .65(2 


(4)6.6-6.75 

8.25 ; 
(2)6-8. 46 (2)8-8. 45 
(2)8-8. 45 (2)8-8.46 
(2)8-8.45 (2)8-8. 45 
(2)8-8 . 6 (2)8-8. 55 

8.25-8.55(2) 8. 25-8.55(2) | 


8. 26-8 po 8 ef 
8.25-8. 56: 8. 25-8. 55( 


(4)6.6-6.76 
8-68.25 


135-7 fully refined 8 268. 56 (2) 
138-40 f 


8.26-8.56(2 


refined 
143 ~b fully refined 8.25-6.55( 


PETROLATUMS 


Feb. 11 Feb. 4 


Western Penna. 
Bbis., carloads; tank cars, 1-1. 5¢ leas. 

Snow white (2)7.126-7.76 = (2)7.125-7.76 = (2)7.125-7.76 = (2)7. 126-7.78 
(2)6.76-7.375(2) (2)6.76-7.375(2) (2)6.75-7.376(2) (2)6.75-7.375(2) 
(2)6.625-7.256 (2)6.625-7.25 (2)6.626-7.25 (2)6.626-7.25 

6.126-6.75(2)  6.125-6.75(2)  6.125-6.75(2) 6.125-6.76(2) 
(2)5.26-5.75 (2)5.25-5.75 (2)6.25-5.75 (2)6.25-6.75 
(2)6.25-6.75 (2)6.25-5.76 (2)6.26-6.75 (2)5.26-6.75 
(2)5-5.5 (2)5-5.5 (2)5-6.6 


4.75-6.375 4.75-6.375 4.75-6 375 4.76-6.376 








National Petroleum News 


ALWAYS PASS ONA AiLL 
WHY EXPLODE WITH IMPATIENCE 
WMEN YOu CAM 00 IT IN STYLE 
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TANK WAGON 


Prices for gasoline do not include taxes; they do, however, include Inspection fees per gal., included in both gasoline and kerosine prices 
muspection fees as shown in next column. Gasoline taxes, shown in separate unless otherwise specified, are as follows: 
column include 2¢ federal and state taxes; alse city and county taxes Ala. 1/40c on gasoline; Ark. 1/20c; Fla. 1/8c; Til. 3/100¢; Ind. 2/25e; 
as indicated in footnotes. Kerosine tank wagon prices also do not include Kans. 1/100c; La. 1/32c; Minn. $/200c; Mo. 1/2Sc; Neb. 2/100; Nev 
taxes; kerosine taxes where levied are indicated im footnotes. Ditcounts 1/20e; N. C. 1/4e; N. D. 1/20c; Okla. 2/2Se; S. C. 1/8e; S. D. 1/40c; 
if any, are shown in footnotes, These prices in effect February 15, 1955, Tenn. 2/5c; and Wisc. 3/100c. . 
4s posted by principal marketing companies at their headquarters’ offices Kerosine inspection fees only: Ala. 1/2c; Iowa 1/S0c; Mich. 1/Se 
but subject to later correction 


Secony Vacuum 


Mobilgas Aircraft 
Grade Grade Grade Mobilgas (Regular Grade) Mobilfuel Mobilheat 
Gasoline 80 91 1°66) «6Cons. Dir. Cons. Dr. Mobil Kerosine Diesel (Ne. 2 Fuel) 
vores TW. TW TS. 6TS:. FH TF, T.c. Yard T.W. Cc. ww. TC. Vaud T.V. 
New York City: 


25 
15 


25 
45 
16 


21.7 22.7 
21.8 


21.7 


S203 S*-Te eee 
o- wren Oeoen co 


oa 


> RPA AMaAcwS aa 





11 
il : 
12. 55 11.8 
kowe vr i ou rn if aaa oe 12.2 
Tank Wagon Prices Buffalo N. Y.-C Rochester Syracuse Roston Hartford Providence 
Mineral Spirits... . on are 19.5 20.5 22.0 19.0 20.0 19.6 

Vv. M. & P. Naphthe....... ey 21.5 19.6 22.6 23.5 20.6 21.6 21.6 


Taxes: N.Y.O. prices are ex 3% city sales tax. Syracuse prices ex 2% city sales tax, applicable to price of gasoline (ex tax) 
Discounts: Mobile Kerosine—-New York City (all boroughs) and Mt. Vernon, tank wagon less 0.5¢ for deliveries of 300 gals. or more 
Mobilfuel Diesel—All points, tank wagon less 0.5¢ for deliveries of 800 gals. or more. 
Mobitheat—-New York City (all boroughs) and Mt. Vernon, tank wagon less 0.5¢ for deliveries of 300 gals. or more. 
Notes: Premium-grade gasoline t.w. prices 2.5¢ above regular. Jamestown t.c. prices are delivered prices, all other t.c. prices are FOB bulk terminals. 
xEffective Jan. 20; "Feb.1; ft Feb. 15. 


VAIVAIISRAAMA*AAAAMAMAADQAAaD 
SoosocosoosooooseosoooososSooS 
DRODHAABAASCABRAAWOMAA CHOW DHO WH we 

CAH AABAARSHROCARWOMA SHAS DOH DH 
woe Reocoarc: 2awe BSanmia-soo~s 


aera.) a. 


Ohio Standard 


Sohio X-Tane Gasoline 
Aviation Gan.-Cons. T.W. (Regular Grade) Naphthe & Solvente—Cons. T.W. 
i Sohio Solio C R S.R. D.C. V.M.AaP. Sobio Kerosine 
Gasoline Avia. s Naph- Naph- Varne- Sel- T.W. 
axes 80 T.W. $8. the the lene vent 
0 
0 


eceosooooooss 





SoooscoocesSes 
satis, cephiosn técabese ty te 
ACrAranaaaarvan 
Cowocevvoveves 
SESEESEEEEEES 
Scescoooooooo 
SERRBELIRERAE 
REE ittttttttt 
eccoocesoosooos 
See eeeroavesvwveees 
SeVewrereweewoenwnuveese 
Seeeeneveeuewes 


0 
0 
0 
0 
0 
0 
0 
0 
0 
0 
0 


= 
J 


Zanesville... 


Taxes: Hangar operators can purchase aviation gasoline less 4c per gal. State Road Tax 
to supplier. 
Discounts: Sohio Aviation—on contract to hangar operators and resellers, 2c off consumer t.w. 
Notes: Kerosine, Nos. 1 & 2 Fuels—Prices are for 100 gal. or more; for 60-99 gal., add 1¢; 1-49 gal., add 2¢ 
Naphthas & Solvents-Prices are for t.w. and drum deliveries of 500 gal. or more 


Premiamerete gasoline t.w. prices 2c above regular; third-grade prices same as regular unless otherwise noted; «.s. prices are at company operated 
stations. 


xEffective Jan. 31. 
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5 
5 
5 
5 
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5 
6 
5 
5 
5 
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b 


y supporting purchase with State Tax Exemption Form A-10 


Fuel Oile—T.W.—Chicage, Il. 
Ss dard st dard 
indiana Standard Heater Oil Furnace Ol 
1-09 gals. «16.6 16.6 
Tank wagon prices listed below were obtained by NPN correspondents who visited Standard 100-149 gals... 416.6 
of Indiana bulk plants where the company’s prices are publicly posted. 150 gals. & over. . a16.1 
100-899 gals. . i4'6 
Red Crown ———Standard Furnace Oil——__-——— 400 gals. & over 4.1 
100 100- 100- 175- 350 850 Stanolex Stanolex 
" jine 1-99 ‘ale. 174 M9 B49 ale. gals. Fuel A Fuel C 
T.W. T.W. Taxes T. gals. over gals. gals. gals. over & over 1-749 enle. 10.16 9.0 
. 18.8 16.3 er ote a ‘ 760 & over.. 9.4 8.26 


16.7* 

16.8 TTT PP ‘ Taxes: St. Louis, Mo., gasoline tax includes le 

15.6 14.5* 13.8* 13.3* city tax. Des Moines, Ia,, kerosine and furnace 
bite oil prices do not include 6¢ state tax, State 

sales, oecupation, consumer and use taxes to be 

added, where applicable 

Note: Premium-grade gasoline t.w. prices gen- 

erally 2e abeve regular 

; . : ein *’*Temporary” price 

16.6 . : Effective Dee. 30. 
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fy prices TANK WAGON 


CHEVRON (Prices are per imperty! J. s Taxes: Gasoline taxes are provincial taxes. 
Standard of, imperial arrive at price per ge AR is : Notes 


California ao TT Oil subtract 1/6th.) Premten-grade gacoline t.w. prices Se shove 


(Esso Gasoline Price is for fum 
Comino : prem: grade. 
oe 


15. 


oe 

an 
& 
] 


14.7 
-» 16.0 


ee eee et et et 
— 


BSRSSASSAS 


T.W. prices are to al! classes of dealers and 
consumers. 

Premium-grade gasoline t.w. prices 2.5¢ 
above regular 

i Price of "ts. 9¢ in effect to contract dealers 
only 

xEffective Jan. 18. 


They say Cue ut boadening, 
but it only ffaillns oll profcts/ 


SSSSESRSSERE 
BAAS Be HK OBWwS 
HS OVNSVSSVOANSVS 
conooaanmonoco.: 


BOW SAaAB2a2annwea: 


Pairbants, A Alaska 


toon, 
Calgar. 
Standard Standard Colgary, Alta... api 
Diesel Standard Stove Vancouver, B.C... || 
Kerosine Fuel Furnace Oil styl 
T.T, Te O8 TF... BF. 
(ex all taxes) 


’ - ~ . 
CeSHReOoSH-Kannrnn ! 
ecooocoecosoceceo 
neseeeeeeys 
arrwooan-e-nnn 


te ee et ~ 
ooorrOOrK- Oe 


» 
~ 





> ene ce ee coo or te- 


Boise--8e gas tax applies to motor fuel only; 


avgas taxes are 2e federal, 2.5¢ atate, 
lt Lake—Te gas tax applies to motor fuel 
only; avgas taxes are 2c federal, 4c state. 
Honolulu--8.6¢ gas tax applies to motor fuel ° 
only; avgas taxes are 2¢ federal, 3.6¢ terri- 
torial. Standard Diesel/furnace oi! price is ex 
le territorial liquid fuels tax. All T.T. prices 
are ex Hawalian gross income tax of 1% to 
reseller, 2.5% to consumers. | 


Notes: 
Gasoline-For other deliveries of Chevron oe 
(Regular) and Chevron Aviation 80/87, add to 
400-gals.-and-over price 1.0c for 40-199 goes 
0.5¢ for 200-899 gals., except for deliver to 
Marine trade in Alaska (exeluding Chevron 


Aviation 80/87) where 0.5¢ differential applies 
to 40-809 gal. delivery; for less than 40 gals. 
add 6.0¢ gal.; except at Honolulu add 6.0¢ for dite . 
less than 40 gals. to Marine trade and less | Elk has modern storage facilities especially located for 
than 100 gals. to Shoreside trade. Prices for | ; y 
Chevron Aviation 80/87 at Salt Lake City ap- nearness to various jobber market areas. 
A to Pan —. in onsen, << gals. 
Sis aud Eieas, quent a6 Baloo and Balt Loko, These nearby storage points bring Elk products nearer 
which are 2.3¢ gal. higher-—than Chevron (Reg- a ? 
ular) for quantity delivered. For less than 40 you, and slash your freight bills. They also help you keep 
gal. yom Magi add oe gal. A Senay fely! 
over price, except at Honolulu, .0e 5 i > ies j »(|——-S; ! 
tor lena than ‘o nis. (Marine) a las an inventories trimmed—safely 
gal. (Shoreside) to evron Aviation ee 
80 /st quantity: delivered prices, 2 et tor 91/98, Products are available for shipment from Philadelphia, 
6.0¢e for 1 an i for 116/1 . - 
Kevesine-B.T. oriees apply to deliveries of Chicago, New Orleans, Los Angeles, San Francisco, Seattle, 


400 gals. and over. For other deliveries: less a 
than 40 gals, add tle; 200-899 gals, add 3c; Falling Rock, W. Va., and other convenient points. 
40-199 gale add 6¢; tank car truck trailer, 
deduct 3.5e. 
e Stanfept Fycet(Wernace, oe gad Giantess 
tove —T.T. prices are for deliveries of 400 agai > “ i i ¢ ; oi, 
pm agg samniy age why FB ey x Ret ong against sudden market price increases and immediately 
add tes, 200-399 gals., add 0.6c; less than 46 
gals., add be. 

® a ta No. 2 Burner Oil. 


Texas Fire-Chief Gasoline 
Dealer Gasoline’ Desler WRITE, WIRE OR PHONE 
T.W. Taxes T.W. , 
orth $° : ey for samples and complete de- 
po Aer hae ; : tails, without obligation. Im- 


Our sensible customer-supplier agreement protects you 


gives you the benefit of price decreases. 


portant: we do not “hound” 


or “high-pressure” our pros- REFINING COMPANY 


pects. We tell you the merits Charleston 24, WwW. Va. 
of our proposition—and let you Refiners of Highest Quality Pennsylvania Grade 


otes J tw. pri | Iso ni , 
clase of eonmumers” with minioum avery | e's faye Petroleum P.G.C.0.A. Permit No. 25 
0 > FOUNDED 
Fesitanequade gasoline t.w. prices 2c above — 13 


regular 


woxrecworooone 
Sraneraaaoa 
ecooococcooscso 
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TANK WAGON 


Atlantic ftantic Sen Kentucky Taxes: 


Gasoli tax 1 includes these ety 
Refining Pegetes Sead) pod Standard fs taxes: Albuquerque & Roswell, 0.5¢; Santa 


Tw. Tw. Taxes T.W. T. Fe, lc; Cheyenne, lc; Casper, ic. 





Discounts: 

Salt Lake City and Twin Falls gasoline and 
kerosine prices apply for deliveries of less than 
200 gals.; 200-399 gals., deduct 0.5¢; 400 gals 


Birmingham, Ala... and over, deduct lc 


Mobil 

Montgomery 
Atlanta, Ga........ 
—: Sée 
Macon.. 





ated 


Notes: 
T. W. prices are to consumers and dealers. 
Premium-grade gasoline t.w. prices 2.%¢ 
above regular. 
xEffective Jan. 7 


32> @ aawoarmooa 


New Haven. *13.6 


- 


SOK RR Awa wmaoawenor 
cocecooseoeooosoooo 


AAAAMBAwWAwe 


Mass... .. x13 

ry ne 

‘Ov. .- 13, 

Camden,N.J. 15. 

Newark 15. 

- 15. 

. 16, 

16. 

16. 

jae wae 

so mee 
> Bre 
15. 
16. 

16. 14 


° 16. 
. 16. 15. 


COS22 an »®A noorornos: 


<= 


tax includ these city & 
county taxes; sng 2c city; Birmingham, le Faso Gasoline 
county ; , le city & le county; Esso (Regular Grade) 
ther taxes not included in St ndard 
oe le; Montgomery, a a 
dl ior Mission kerosine 0.5c. > Ee Taxes 
Notes: Atlantic City, N 
Premium-grade gasoline t.w. prices 2¢ above owark......... 
regular. Baltimore, Md. 
Cons. t.w. prices same as net dealer prices. Cumberland... se 
Washington, D. CG... 
Danville, Va. 





to ter ~atoto IO a 


4 
an 


Cont’] (N. B. Prices are Continental's tank- 
wagon prices. Current selling price 
oil may vary from those shown because 
of local conditions). Charl wi Va": 
Cenoce Demand . ata 
Btinenel Dptctte V.M.&aP. N-tane (3rd Gaso- Kero- pusmneas. . . ; 
i 5 fame (regular)Grade) line Wheeling. 
3s as '6 a ank Wagon Taxes T.W Charlotte, N. C. 
. Jenver, Colo... 


Heavy Fuel Oile—T.W. 
No. 5 No. 6 


Philadelphia, Pa. k 6.60 
Notes: 
vvemiumn-quete gasoline t.w. prices 2.5¢ 
above regular, except Georgia and Florida 2c. 
Kerosine—Thru Pa. & Del., add le per gal. 
for t.w. deliveries of less than 100 gals. at one 
time. Camden—Add 1c for deliveries of 100-299 
gals., 2c for less than 100 gala. 
Mineral Spirits prices pA apply to Stoddard 
Solvent. 
Effective dates: *Jan.12; xJan. 14; "Jan. 17; 
“Jan. 19; tJan. 20; *Jan. 26; tJan. 28; ®Jan. 29; Oklahoma —. 
=Feb. 2. Tulsa. . 


coc F&F BS BSB SSSVSEOVA*S*eeceaasisa S22 HN 2439494949499 
oo oc 8c8 S&© Seooooooeoecoooo Coco Ss seoooooeoeso 


ao fC mH F MM moOwe 


-ara-oncocawone © 


New! Masee 
Knoxville, Tenn. 
Memphis : 
Chattanooga. . 
Nashville. . . 
Little Rock, Ark.. 


eee 
Sroereoraacconovrane 
Ge 00 GO % 00 G0 G0 ~2 00 GO G0 OD G0 GO GD GD OD 
mamoanooosooooooscs 


Sromrerworarawrnoaee 
ACCRION SAK BOADWAAIMN IOV AKOMORAae 


ACCRIONS 2+ BOARS DW AANNDICSHNA-OMCASeSS 
BOS SSOCSSSSSEOCSLCOOA22ABSBSVSVVae 
mocooooooooocoo ooo ooo eooooeooooooScSo 


Sra 22eeaeae 





Naphthas T.W. & Steel Bhs. 


VENTALARM* the Original and soe on ae: i 


Dependable WHISTLING TANK FILL SIGNAL zi 


7 
5 
2 


8,600 gals. & over 17 


Over 4,000,000 VENTALARM 
Signals have been installed 7 wun, eus~8.©. 
on household fuel tanks. No.1 No.2 No.4 No.6 


Atlantic City, N.J. 14.46 18.7 . ; 
14.45 -T $8.884 $2.936 


Underwriter's Laboratories Listed a Balti  rcaerie Se Be S| 
FULL PATENT PROTECTION 


Universally Approved by 
Leading Fire and Safety 
Authorities 


poor narAa a Danae 


Full variety of models to satisfy every tank condition, new or old. 
Taxes: Louisiana kerosine prices do not in- 


SCULLY SIGNAL COMPANY clude le state tax. 
Notes: Kerosi No. 1—Atlantie Cit fe 
174 Green Street, Melrose 76, Mass. sonia daleamen at Gl date pagina 
Canadion Licensee: EMPIRE BRASS MFG. CO., LTD., London, Ontaric for 100-209 gals., 2¢ for less than 100 gals 


* T.M. Reg. U.S. Pat. Off. © 1954 Scully Signal Company PP pes nag gasoline tw. prices 2.5 


xEflective Jan. 26. 
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~ fj PTICES CRUDE ONL vemetio—in s por boi. of 42 U.8. gale. ot the well 


ILLINOIS 
Eastern Lil. (Ohio Oil, 50-88-66) - 
Hy Basin (Ashland 7-9-4 


10-23-54, Pure 
10- 28-54, Bhell 11-22-54, Texaco 11-19-64 
hy Basin (Cities Kiee Bervies, 
Ill, (Bohio, 10-164) D 
il, ., (Soho, 10-1 wee) Ein 


Mattoon pools ( (Carter, 111-64 
Piomouth (Ohio "Oh 10-2844)... 
INDIANA 
All fields & Pools (Sobio, 10-1-64) 2.90 
Western Ind. (Ohio Oil, 10-23-64) Schedule P 
KENTUCKY 
Butler Co. Aste 
ou 12-64) . 
ensboro Area (Ashland, 19-64). 
Iacland Grade (Ashiand, 7-9-54) . 
Somerset Grade (Ashla 1-0-54) 


Western Ky., all fields ‘'& pools, Bobi 
(10-164). - ° 


LOUISIANA 
you Pigeon ( atthe ‘ 
Rear (Continen at ‘ 
Bivens (Atlantley 
Oreole (Pure) 
Haynesville-8mackover 

Cond 


(Owenshese,Achtond, 


<<: ¢ 
— + +4 
~_ a 


Neale (Atlantic) 

North Lovisiana 
Cotton my (Easo) 
Gloyd 


geroregrroge genes 
KFS=ARSS SSS 





MICHIGAN 

Only lowest and h 
pany are shown ; 
obtained on request to NPN. 
"Bim wwe 7 Line (10-16-64): 


hest postings of each com- 
postings may 


ny ae y Lake 
oF Pipe Line (6-1-64): 


Clare Ci 
Teak bs cles Get soni 
Pure 


Adams & Deep River (6-1-64) 
convetes (10-28-64) . 


mrall : 
po (6-29-54) 
Barryton-Sun Denslow (10- 16-64) 


Sohio: 
Coldwater (10-1-54) .. 
MISSISSIPPI 


Central Miss. 
Fayette (Beso) i 
Gorrie (Easo) .. 
ckens erude (Carter) 


MISSOURI 
St. Charlies (Sohio, 10-1-64) 


MONTANA 
Cat Creek (Continental) 2. 
Darling (Carter) : 2. 
Pondera (Phillips) .. .. Schedule 
OHIO 

Cieveland & other fields (Sohio, 11-1- 
Corning (Ashland, 11-1-54) . 

Corning (Seep, 11-1-64) .. 

Lima (8.0, Ohio) .... 


2.62 
2.72 
2.66 
2.60 





PENNSYLVANIA—Penn. Grade 
(1-21-55, except as noted) 
Allegany, N. Y. (Sinclair 2-1-55) 
Bradford, Pa. (Seep, Tide Water) 

Eureka, W. Va. (Seep) 

Middle Penna. £ ) 
Southwest Penn 

Zanesville, Ohio "Asbinea) 


TEXAS 
Agua Dulce b epeeee) és 





my \ Humble) 6¢ be 
Fomball (io (Pan American) 76 
Bi agiia “Btanolind) 818 
Pure 2.73 


WYOMING 

Beaver Creek (Stanolind Schedu 
Big Sand Draw Condensate (Gindals) , 
Byron (Ohio Oil, Stanolind) ... ¥ 
Garland (Ohio Oil, Cranetind) 

Hidden Dome (Ohio Oil) Sf 

North Sand Draw (Sinclair) 

Oregon Basin (Ohio Oil, Stanclina, Tex- Po 
Riverton Dome (Stanolind) Schedule D 
Wertz (Sinclair) ... Schedule C 


le D 
2.90 
1.15 





8. O. California prices effective Sept. 1, 1954. 


SCHEDULE 1 3 4 


‘66 
66 
‘1 
16 


2 
60 
67 
.17 
86 
92 
99 
OT 
14 
21 
80 
88 
44 
61 


1 
1 
1 
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2. 
2. 
2. 
2. 
2, 
2. 
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a ea ~ eee se 
oo 00 wo to cn coco cm cononeronaesnonorerorseononone SS. =. 
STSLBRaSSSSRASSSASSNSSSS: ::: 


Sehedule 

Allan Canyon Flwood 
Relridge s tote Ridge... 
Ruena Vieta Hille Cree! 
Canfleld Ranch ae Gollan! Hills 
Coalinga Huntington Beach 
Coles Levee, ... es 
Cymrte 

Trel Valle ; 

Fast Coyote... 

Fidison.... s 

je 4 Title (Shallow) 

P'tk Hille (Stevens Zone). 

bl Segua’ 


180 


42 $1.44 $1. 
49 #1,61 1,6 


el 


peeeese=sSSSPs22esteerss: ::::: 


CALIFORNIA 


1 SCHEDULE 9 


- 
* Wwrwwrwerwwnw-- - 


- porerorerermme new M. . 
” 
pore re rons rorerste rere S. 


& 
wn 
_ 


“ 
as 
ol 

- 


oe 
G2 00 G0 09 GO 0d GO GO CO COCO CORSNONSNONONO HOMO NS MON NNN. - 


+ qonererororonenem®. -.- 2... .. 
+ 22g ee enn ce: 
> SaeSl=S8PsssssE: : 


> SEe@ar2e@etewenwnw-coe: : 
> SSFSVSS=SKSRSTSSE: : 
. G2 20 tO RORDIOND NDP RS RS PO Ro RO RO tO =. . 
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— 
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> SRSRS2SSSeaeeesse|ezs 
gorono nono nono noone tO LORe = 


; BRmeeee 225 5253s 
~ 
:3 
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Midway Sunset. 

M iasion 

Montalvo West (Colonia 
Pool) 

Montalvo West (McGrath 
Pool) 21 


Montebello 
Mountain View. 
Mt. Poso 1 
Newport-Anaheim Sugar 
A 


rea i 
Newport—Other Than 
Anaheim Sugar Area... 7 


- goeneocoroea nono ro fs. 
[| SeeeseRpas 


oo o0 90 90 co 92 oo conons none ro none SS. 
SSSLSaSsSRVsoIassea: 


SSSARSRBwSSSSSRSHSAASSKSrH=|s: 
:Peeeuseeceeee. 2... STt3ft 


Oxnard. 


All gravities above those quoted take highest price offered for the field specified. 


10 1 12 13 4 


ARE Ss 
- gecocoeocococscoronets- - - 
> SBRPSckSKSE: : : 


RGAE St ot at tc EE 
SSSSRESISS: 2225: 
SSeeese: i iiit: 
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SesRSFRivzs 
; egegenenorororonotononorenonar =. 
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+ Gbeececorsearoronsrorsterenstom-. - -.- - . - 
+ WWMM eE eee 


Seerasssrexszesszen * 


co 
= CO CORS POO 00 FS PO BS NS OS PD PO NO 


> BRSSERSSAGSASSAS: > 22:5: 
_-_ 
_- 


Sebeenincsseneeenneerersese 


2 G0 CO OS GP GO GO GOGO ND PONS PONS NS NS POTS NS NS NS BOTS ES EO 
oe 
—) 


Schedule 
Signal Hilt Gass Beach) 4 
Tejon Hills...... 
Torrance. . 
Wasco. 


Round Mountain 
Santa Fe Springs 
Santa Maria Valley 
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CRUDE OIL Domestico—in $ per bbi. ef 42 U. &. gals. at the well 


SCHEDULE 7 
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FIELDS EAST OF CALIFORNIA 
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Prices in fields east of California were ef- 
fective as of 7 a.m., Jane 15, 1953, except as 
noted. Prices are shown by states and by gen- 
eral areas in most states. Details of fields 
where each company poste and exceptions to 
oravey schedules as shown above will be fur- 

ished on mest to NPN. Scattered fields on 
os oan ule as well as fields for which 
-«, —) T posted are shown in the Fiat 


GRAVITY SCHEDULES 
ARKANSAS—Sweet Crude 


Schedule A: Arkansas Fuel, Esso, Gulf, Mag- 
nolia. 


ARKANSAS—Sour & Other Crudes 
Schedule M: Ark. Fuel, Esso, Ohic Oil. 


COLORADO—Sweet Crade 
Schedule A: Continental, Phillips, Pure, Sin- 
clair, Texaco. 


KANSAS—AIl fields 

Schedule A: Carter, Cities Service, Cont 
nental, Gulf, Phillips, Pure, Shell, ingles, 
Stanolind, Texaco. 


LOUISIANA—Central 
Catahoula Lake & Other Fields: 


Schedule N: Esso 
Hemphill & Other Fields: 

Schedule O: ee. Gulf, Stanolind. 
Olla & Other Fields 

Schedule P: Ark. ‘Puel, Easo. 


LOUISIAN A—Coastal 
aris a Peer Fields : 
F: Gulf. 
BA my é ret Fields: 
. Schedule E (24-29 gravity): Cities Service, 
un, 


LOUISIANA—East 
Delhi & Other Fields: 

Schedule N: Esso, Stanolind, Sun. 
Fairview & Other Fields: 

Schedule O: Esso. 


LOUISIAN A—North 
Athens-Pettit & Other Fields 
Schedule M: Easo, Gulf. 
Caddo, Homer & Other Fields: 
Schedule A: Ark. Fuel, Easo, Guif, Magnolia, 
Stanolind. 


LOUISIANA—Seuth 
Schedule P: Cities Service, Continental, Esso, 
gex. Magnolia, Pure, Shell, Stanolind, Sun, 
‘exaco. 


MISSISSIPPI—Eucutta & Other Fields 
Schedule Q: Keso, Gulf. 


MISSISSIPPI—Fayette & Other Fields 
Schedule O: Esso, Pure. 


MISSISSIPPI—Overton & Other Fields 
Schedule N: Esso. 


MONTANA—Sweet Crade 
Schedule A: Carter, Phillips, Ohio Oil, Stano- 
lind, Texaco. 


MONTANA—Sour Crude 
Schedule R: Carter, Continental, Ohio Of, 
Stanolind. 
NEBRASKA—AIll fields 
Schedule A: Pure, Sinclair. 


NEW MEXICO—Intermediate Crude 

Schedule D: Atlantic, Cities Service, Conti- 
nental, Gulf, Humble, Magnolia, Phillips, Pure, 
Shell, Sinclair, Stanolind, Texaco. 


NEW MEXICO—Sour Crude 

Schedule C: Atlantic, Cities Service, Conti- 
nental, Gulf, Humble, Magnolia, Shell, Sinclair, 
Stanolind, Texaco. 


NORTH DAKOTA—All fields 
Schedule A: Stanolind (1-1-55), Pure (1-l- 
5). 


OKLAHOMA—All fields, ex 

Schedule A: Carter, Cities 
tal, Gulf, Magnolia, Phillips, Pure, Shell, Sin- 
clair, Stanolind, Sun, Texaco. 


OKLAHOMA—Carter, Comanche, Cotton, Gar- 
vin, Jefferson, Marshal! & Stephens Counties 
(8-1-54 exe as noted) 

Schedule AA: Carter, Cities Service, Mag- 
nolia (7-28-64), Pure, Shell, Sinclair (7-24- 
54), Texaco ( (8-65-54). 


TEXAS—East Texas Field 

$2.90 Flat Price: Ark. Fuel, Atlantic, Cities 
Service, Gulf, Humble, L'agnolia, Ohio Oil, Pan 
American, Phillips, Shell, Sin r, Stanolind, 
Sun, Texaco. 


TEXAS—East Central 
Schedule B: Humble, Sinclair. 


TEXAS—Galf Coast 
Aldine & Other Fields: 
Schedule P: Pan American, Phillips, Stano- 


Service, Gulf, Soe 
Magnolia, Pan American, Phillips, Pure, Re 
public, Shel), Sinclair, Sun, Texaco. 
Arcola & Other Fields: 
Schedule J: “Atlantic, Phillips, Pure, Sinclair, 
Texaco. 
Goose Creek Cold Test Fields: 


& Other Low 
Schedule E (24-36 \aravien) Humble, Pan 
American, Stanolind, San, Texaco. 


Hastings & Other Fiel 
Schedule E (24-40 Agaote, Gulf, 


ds: 
Gravity): 
Humble, Pan American, Stanol 
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TEXAS—North, North Central 
Schedule A: Continental, Gulf, Magnolia, 
Sinclair, Stanolind, Texaco. 


TEXAS—Northeast 
(Asphalt Crudes) 
Cayuga & Other Fields: 
hedule K: Pan American. 
Taleo & Other Fields: 
Schedule L: Humble, Texaco. 


TEX AS—Panhandle 
Schedule A: Gulf, Humble, Magnolia, Phil- 
lips, Texaco. 


TEX AS—South west 
Bianconia & Other Fields: 

Schedule I: Cities Service, Continental, Hum- 
ble, Pure, Stanolind, Sun. 
Kelsey & Other Fields: 

Schedule H: aay ee | Sun. 
Mirando & Other Crudes 

Schedule G (24-29 Gravity) : Humble, Mag- 
nolia, Sinclair, Sun, Texaco. 
Refugio & Other Crudes: 

Sehedale G (20-40 Gravity): Atlantic, Citles 
Service, Humble, Phillips, Republic, Sinclair, 
Sun. 


TEXAS—Weat Central 
Schedule A: Humble, Magnolia, Stanolind, 
Texaco. 


TEXAS—West Texas Sweet 

Schedule A: Atlantic, Cities Service, Gulf, 
Humble, Magnolia, Phillips, Pure, Shell, Sin- 
clair, Stanolind, Texaco. 


TEXAS—West Texas Intermediate 

Schedule D: Atlantic, Cities Service, Gulf, 
Humble, Magnolia, Phillips, Pure, Shell, Sin- 
clair, Stanolind, Texaco. 


TEXAS—West Texas Sour 

Schedule C: Atlantic, Cities Service, Gulf, 
Humble, Magnolia, Ohio Oil, Phillips, Pure, 
Shell, Sinclair, Stanolind, Texaco. 


WYOMING—Sweet Crude 
Schedule A: Carter, Continental, Ohio Oil, 
Pure, Sinclair, Stanolind. 


WYOMING—Sour Crude 
Schedule R: Carter, Continental, 


Ohie Oli, 
Pure, Sinclair, Stanolind. 


FLAT PRICES 
(Listings alse include some fields on gravity 
schedules 


) 
ARKANSAS 
Li t Cc (Eaao) *. 


A. + 





Sandst Cond te (Eeso) 


Smackover (Ark. Fuel, Gulf) 











CRUDE OIL Foreign—in § per bbl. of 42 U. S. gals., except as noted. 


Venezuelan Crude Prices 


Prices per bbl. for cargo-lot quantities, FOB vessel at porta shown; effective at time vessel tenders for loading; subject to change without notice, 
and to availability end other terms stated below; 2¢ per bbl. differential per degree of gravity applies for gravities below and above those shown, 
. Prices for erude oil sold at pointe other than those indicated subject to variation from prices shown below to reflect any change in 
transportation and terminalling requirements. 


except as noted 


Creole Petroleum Corp. 











Crude Gravity API Price (Bbl.) FOR Effective Date . . 
Poctoasere. . 4 “ 4 $1.76 Las Piedras or Amuay 6-23-58 Canadian Crude Prices 
a Juana envy. ’ 9 2.13 Amua 6-23-53 ‘ . an 
Lagunillas Heavy... . Flat 1 86 Las Pledras or Amuay l~ 1-54 Postings of Imperial Oil Ltd. Prices are in Cana- 
Tia Juana Medium. 26-269 2.30 Amuay 6-23-53 dian dollars per bbl. of 36 Imp. gal. 
Fa — pag 26 io 9 2.64 Amuay 6-23 4 
uana Light... 30-30 .9 2.6% Amua 6-23-65 et! 1-56): 
fere....... 30-809 258 Las Pledras or Amuay an oe 
Cumarebo 4848.9 4 40 Tucupido 6~-23-~63 Acheson /Stony Plain D-2, D-3, L.C... $2.54 
rap peau. = He 3.06 peste 2 Cruz 6--23- 4 Armisie L.C...... 2.54 
na... 2.82 uerto La Cruz 6-23-5 a f 
Mulate,... 35-86 .9 2 88 Puerto La Cruz -ooa, DeeweDs, Ds... gpa 
Jonepin... 32-82.9 2.82 Puerto La Cruz 6-23-53 Excelsior D-2...... 2.50 
nd xyes i s 2.26 Caripito 6 es Fenn-Big Valley D-2, D- 3. 2.22 
or )~20 2.30 Caripito 6-23- 3 
Pedernales 20-20.9 1 61 Capure (Pedernales) 1- 1-54 anaes cada 8, DS.. ip 
Calon Development Co, Ltd, Joarcam-South . 2.45 
West Tarra. 87 .0-87.9 2.99 Cardon 2- 1-65 Ledue-Woodbend D- 2, D-3 2.60 
* 6 BA 
La Cruces/Los Manueles. .80 0-30 .9 2.68 Cardon 2~- 1-565 Malmo D-2, L.C. 2.58 
Compania Shell de Venezuela Malmo D-3.... 2.44 
San Joaquin 41,0-41.9 8.04 Puerto La Cruz 2- 1-65 New Norway D-2 2.58 
speed ji = 0 3 ; ; + ame La Cruz : 1-55 New Norway D-3.. 2.35 
acons 0 0 Cardon 2- 1-66 , ; 9 49 
Lagomar #29 0-294 2 46 Cardon 2- 1-55 Pembins Cerdium. 8.48 
are *29 5-29 .9 2.40 Cardon 2- 1-66 Redwater D-3.... 2.49 
Cabimas. .»-922,0-22.4 2.20 Cardon 2- 1-65 
is niles . Poe ae hy | 15 1 90 Cardon 2— 1-55 Manitoba (Effective 1-7~-55): 
pres oe ory 12,6-12.9 is 1,75 Cardon aoe 2 ey Daly ema-Mintulogien. AS aes 
én, a bb erential per 44 deg. grav. Price applies regardless of grav. 3.5¢ bbl differential per 44 Virden area-Mississippian i 2.45 
Ontario (Effective 5-1~52): 
Middle East Crude Prices Bothwell 8.205 
adage are ot bbl. of 42 U. 8. gals., exclusive of local port or other governmental charges, sales Gleneo..... . 3.205 
taxes, ete., if any; FOB | d, for gravities shown; 2e per bbl. differentials per Oil Sprin 8.225 
degree ot ‘soaviy, applies for gravities = and above those shown. P a - gs ; 3.405 
etroua . . 0 
Persian Gulf 
Crude Gravity Price Crude Gravity Price Saskatchewan (Effective 1-7-55) 
Arabian (ex Rastanura) 96-86.9 $1.97 Iranian (ex Abadan).............81-81.9 1.67 Eureka-Viking* 2.36 
Export (7-27-68), Soc.-Vac, Overseas Sup- British eww CFP, Iranian Branch, Shell Smiley-Viking. 2.24 
ply (7-24-68) Petroleum (10-29-64), Iran California Oi! 
Arabian (gn Rastanura).......... 34-84.9 1.938 (12-29-64), Soe. oo Overseas Supply (11-3-54) Turner Valley (Alta) Crude (2-1-55): Prices 
M., E, Crude Bales ~21-58) Iraq (ex Fao, Iraq 86-36.9 1.92 FOB producers tankage, begin with 33-83.9 
Basrah (ex Fao, Iraq).......... 96-86.9 1.92 | Peiroleum ‘(1- 16- 63), Soe.-Vac. Overseas grav. at pare with i aoe rential per deg. of 
Eeso Export (7-27-68) Supply (7-24-63) grav. to 64 & over at $3.285 
Iranian (ex Bandar Mashur).... . $4-84.9 1.91 tons errr 85-85.9 1.90 — { 
British Petroleum, Esso Export, Shell Petroleum ll Petroleum (7-20-68) *Delivered at lease wees ry into trucks provided by 
peme-h), Cir, iranian Pronch, ten Cal. Kwonte (ex Mine-al-Abmadi)..,..81-81,9 1.72 aie-Gockateowes Pipe Ténes, 146. 
ornia 1- , Gu nternationa ‘ i '7-16~f 
(u- 5-64), hee Wan Overseas Supply (11-8-64), British Petroleum, Gulf Exploration (7-16-58) 


he Temes Co, (Iran) (11-4-64) 


Qatar (ex Umm ). 
British Petroleum (7- 16-53) 


Soc.-Vae, Overseas Supply van 38-54) 
Said . 40 


40,9 2.08 


“ame (ex Abadan)............ 4~84,9 1,86 Price 
British Petroleum, CFP, Iranian Branch, Esso Qatar (ex Umm pe Seid). 89-39.9 2.06 Far East Crude ad 
Export, Shell Petroleum (10-29-54), Gulf In- Shell Petroleum ( 20 68), Boe.-Vac. Overseas Prices are in U. 8. dollars per bbl. of 42 
ternational (11- $e, ae = ‘ornia = Oil Supply (7-24-6538 U. S. gals., ex local port or other government 
(12-29-64), Soc.-Vae. Supply (11-8~ Qatar (ex Umm Said)........... 36-86.9 2.00 charges, for crude within gravity range stated, 
64), The ‘eoxas Co, fires) (aii “1 17- 6 Esso Export (7-17- 63) loaded in full cargo lots, FOB port indicated. 
Eastern Mediterrancan re Seria Light 
Crude Gravity Price Crude Gravity Price Company Sarawak Oilfields Ldt. 
Arabian (ex Sidon, Lebanon).....36-36.9 $2.39 Iraq (ex Tripoli, Lebanon / Gravity API 37-38 
Export (7-17-63), S0e.-Vac, Overseas Sup- Banias, Syria , 36-86 .9 a 39 Price $2.60 
ply (1-24- , British Petroleum (7-16 -58), Esso ae FOB Latong, Sarawak 
Ane (ex Si Lebanon).....34-84.9 2.386 (7-17-68), Shell Petroleum (7- 20- 58), m.. , ’ ° 
M. E. Crude Salen (7-21-68) Overseas Supply (7-24-53) Effective Dates 4-1-54 












Crude-Products Index Up 1.2% 


BLS figures, with petroleum indexes based on Platt’s 














OILGRAM quotations, follow (1947-49 equals 100): 


Crude 
Crude and 
products 
Gasoline 
Kerosine 
Distillate 
fuels 
Residual 
fuels 
Lubricating 
oils 
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Jan.* 
1955 


120.3 
111.6 
112.8 
119.5 
124.3 

98.8 


69.7 


Dec. 
1954 


120.3 
110.4 
111.9 
116.3 
120.5 

97.3 


69.7 


Natural 

gasoline 79.5: 79.5 795 

All com- 

modities 110.2 109.5 110.9 +-0.7 0,7 


(*) Preliminary. 





Change Change 
Jan. Jan. vs. Jan. ’55 
1954 Dec. 1954 _ vs. Jan. ’54 
120.6 ~0,3 
114.2 +-1.2 2.6 
120.3 +0.9 7.5 
112.9 -+3.2 +-6.6 
118.8 -+-3.8 +-5.5 
97.8 +1.5 1.1 
73.3 3.6 





NPN Gasoline Index 


Dealer T.W.: Tank Car 


(cents pier gal.) 
Feb. 15 15.91 12.14 
Month Ago 15.78 12.15 
Year Ago *16.17 12.39 


Dealer index is an average of dealer tank wagon prices 
ex tank in 50 cities. 

Tank car index is weighted average of following whole- 
sale markets for regular-grade gasoline, FOB refineries or 
terminals: Okla.; Midwest; W. Penna.; Calif.; N. Y. Har- 
bor; Philadelphia; Jacksonville; Boston and Gulf Coast. 
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statistics 


Station Building Permits, Ist 9 months 1954* 


(Valuation in thousands) 
Geographic Division Total 


and State nine months January February March April May June July August September 
Val. Val No. Val. No. Val. We. Val. No. Val No. Val Lo Val. Ne. Vai No Vel 


United States Total % $89,567 $6,329 : $6,877 7 $0,916 866 $10,960 801 $9,958 $11,308 802 $11,043 SOL $12,101 O14 $10,991 


New England 33 2,84 : : 142 201 33 : : ‘ 465 
Connecticut 3 
Maine 23 366 2 t 
Massachusetts 

New Hampshire 

Rhode Island 


Vermont 


Middle Atlantic 
New Jersey 
New York 


Pennsylvania 


East North Central 
illinois 

Indiana 
Michigan 

Ohio 


Wisconsin 


West North Central 
lowa 
Kansas 
Minnesota 
Missouri 
Nebraska 
North Dakota 


South Dakota 


South Atlantic 
Delaware 
District of Columbia 
Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virginia 
West Virginia 


East South Central 
Alabama 
Kentucky 
Mississippi 


Tennessee 


West South Central 
Arkansas 
Louisiana 
Oklahoma 
Texas 


Mountain . 
Arizona 
Colorado 
Idaho 
Montana 
Nevada 
New Mexico 
Utah 
Wyoming 


Pacific ‘4 327 4 1,200 385 


California - 7 7 7 52 43 897 y y 4 820 ou 402 
Oregon ) 155 3 7 219 206 7 f 151 141 
Washington 23 - 11 73 T , 02 " ¥ 29 s68 3 328 4 145 29 442 
Data shown in this tabulation have been developed to represent all areas which require building permits, rural as well as urban. These places, which number appreni- 
mately 7,200, include about 60 percent of the nation's nonfarm population according to the 1950 Census. These figures do not represent the volume of building actually 
started during each month since ne adjustment has been made for lapsed buliding permits nor for the time lag between permit issuance and the start of construction 
t None reported. 
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=f] about oil people 


CROOKS AND THE LAW are the best of friends in Parker, Fla. Crook Stewart, Sr., left, 
Crook Stewart, Jr., center, and M. J. Daffin, sheriff of Bay County, get together as 


the sheriff signs for a load of heating oil 


Two Crooks Operate in Florida 


A father-son heating oil and gas- 
oline business in Parker, Fla., can 
count on creating a lot of confusion 
by trading on their given name, 
Crook, in their advertisements, letter- 
heads, and slogans on their fuel oil 
and gasoline trucks. 

Operating as Two Crooks, Inc., 
they are using such attention-getting 
slogans as “Let Two Crooks Keep 
You Warm,” “Let Two Crooks Serve 
You,” “Two Crooks, Inc., Licensed 
To Operate,” and “For An Honest 
Deal Try Two Crooks.” 

The father explains the name in 
this manner: “My mother was born 
as Crook and when she married and 
I was born, I was given her maiden 
surname as a given name, hence I 
am Crook Stewart, Sr. 

“After having gone through about 
25 years trying to convince my friends 
that my real name was not a nick- 


name, I then took advantage of a 
new son and named him Crook, Jr. 
As you can see, it wasn’t hard to 
earn the right to the name of Two 
Crooks, Inc. 

“I will confess that it took a lot of 
courage to come out in the open with 
it. Customer acceptance is very good 
and we have been afforded advertis- 
ing that we could not have purchased.” 

The son is now serving as a junior 
officer in the Coast Guard, and that 
gives the father a stock answer to 
question that is most frequently asked: 
“What about these Two Crooks ” 

“My answer”, says the senior 
Crook, “is that I am the biggest one 
and that the other is serving eight 
years. Sometimes I explain that it is 
in the Coast Guard and sometimes I 
don't. The startled expression with 
which this explanation is received is 
very amusing.” 





Directors of the British American 
Oil Co., Toronto, have elected Milton 
S. Beringer as president to succeed 
Ole Berg, Jr., who resigned both as 
president and a director. At the same 
time, J. Gerald Godsoe, a vice presi- 
dent and director, was named execu- 
tive vice president. Beringer continues 
as board chairman. 

bar 

Paul H. Kuhns, of Ponca City, re- 
tired Feb, 1 after more than 42 years 
with Continental Oil Co,’s transpor- 
tation department. A native of Salina, 
Kan., Kuhns is known to many as 
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“Mr. Oii Transportation.” He served 
on various transportation committees 
of both the Office of Defense Trans- 
portation and Petroleum Administra- 
tion for War during World War II. 
Se 

J. A. Lindsay, assistant manager 
of the administrative department at 
Standard Oil Co. (Ind.) since last 
August, has been named assistant to 
the assistant general manager at large, 
a new sales department post. 

Paul B. Stewart, assistant district 
superintendent of The Ohio Oil Co 
at Midland, Tex., received a com- 


pany award for 35 years’ service. He 
started with Ohio Oil in 1919 in the 
Wyoming, New Mexico and Texas oil 
fields. 

=a 

S. K. McCauley, former technical 

assistant to W. F. Stroud, vice presi- 
dent and general manager of manu- 
facturing for Atlantic Refining Co., 
is now administrative assistant to D. 
T. Colley, vice president and general 
manager of marketing. McCauley 
came to Atlantic in 1941 as a chem- 
ical engineer in the research and 
development department. 

a= 

Robert J. Ashe is the new editor 

of Flying “A” News, Tide Water Asso- 
ciated Oil Co, publication in the West. 
He has been with the company since 
March, 1953, and is a graduate of 
the University of California. Before 
joining Tide Water, he was with 
several newspapers in the state. 

See 


W. M. Johnson, assistant general 
traffic manager for Gulf Oil Co., has 
been promoted to general traffic man- 
ager, succeeding E. J. Schiffer, who 
retired after 39 years with the com- 
pany. G. J. Kuech has been named to 
fill Johnson’s former post. 

a 

Dwight T. Col- § 
ley, vice presi- 
dent and general 
manager of mar- 
keting for Atlan- 
tic Refining Co., 
Philadelphia, is 
chairman of the 
service station 
advisory commit- 
tee of the Ameri- 
can Petroleum 
Institute’s | mar- 
keting division. An error in last 
month’s NPN gave his name as 
Dwight T. Cooley with a picture of 
his brother, Robert H. Colley, a 
former chairman of Atlantic’s board, 
now retired. 


D. T. Colley 


Baia 
J. W. Miller, former Southwest ter- 
ritory manager in Union Oil Co.’s 
marketing department, has been elec- 
ted executive vice president and di- 
rector of Brea Chemicals, Inc., Union 
subsidiary. F. K. Cadwell, formerly 
Central territory manager in San 
Francisco, replaces Miller and Robert 
H. Rath, retail sales manager in Seat- 

tle, succeeds Cadwell. 

| 
L. E. Alfred, Mississippi division 
manager for Arkansas Fuel Oil Corp., 
is the winner of the gold award for 
outstanding work in the American 
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Wise motorists know that engine repairs 
are less frequent gasoline mileage 
increases with clegn, rapid, and 
thorough lubrication at temperature ex 





Ww. ‘ 
Complete arehouse Stocks y¥ are: intel: = y tremes 
of HE-V-4 oil available: Enid, SE Dreier. ae ‘ c 
‘s x oa i of be me" Get All-Season protection with New 
Oklahoma City, Okla; Su- al Reniaceeae = al Champlin 10W-30 and 5W-20 the 
perier, Omaha, Grend te ae a toughest motor oils ever built! flow 
SS ; i instantly at 30° to 50° below zero yet 
o " 7] = - 4 
lend, Uncoln, Nebr.; Hutch- SS 7 combat heat like the finest summer grade 
inson, Kans.; Mason City, “FLOWS IMPROVES oils you can buy cleans engines tox 
Rock Rapids, Cedar Rapids, INSTANTLY AT ENGINE no more power-robbing carbon de 
seat te -50° PERFORMANCE posits or sticky valve lifters 
‘ io — ’ Give your customers power-peak per 
exes; wer, Colorado. 


formance and All-Season protection with 
Naw Chamy lin 1OW-30 and 5W-20 








A PRODUCT OF CHAMPLIN REFINING COMPANY 
GENERAL OFFICES, ENID, OKLAHOMA 


REAP THE PROFITS FROM THIS GREAT 
NATIONAL ADVERTISING CAMPAIGN— 


TO HELP YOU SELL 





MR. FUEL OIL DEALER— 


an 


NATIONALLY 


REAT MAGAZINES 
WILL DO A GIGANTIC SELLING 
JOB FOR YOU! 


SPRAY FERTILENE on LAWNS, TREES, GARDENS, etc. 
A PROFITABLE NEW BUSINESS 
FOR FUEL OIL DEALERS... 


Here's a new, made-to-your-measure, profitable business 





THESE 7 G 


transforms dull months into active, money-making periods... now 
your trucks, personnel and equipment work for you 12 months a 
year... spraying FERTILENE, nationally famous liquid fertilizer, 


Betterllomes| [Look 


and Gardvis is a new, growing, money-making business that merits your immedi 





ate consideration. 


FILL OUT AND MAIL COUPON NOW! 


FERTILENE CORPORATION OF AMERICA 
Fuel Oil Division NPD 
251) Central Pork West + New York 24, N.Y 


House « Garden 





4) vali W/ . Gentlemen: Please send me as soon as passible 
1) q ) A full information about the FERTILENE Spraying 
. ws 











— 
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FERTILENE heips you get busi- 
ness through its great national 
advertising and the local news- 
paper advertising mats, displays, 
pamphlets, etc. furnished to deal- 


_ ers FREE... Send for details NOW. 





business. | am interested 


Firm Name 
Address 
City Zone Stote 


| operote fuel trucks now 
(Insert number trucks you operote 











—=fq about oil people 


Tie 08 Daunnry Batorwe08 Coens, 
an q + Petiiny 


igyeig ® tok 


GOLD AWARD for outstanding service in the Gulf-Southwest Oil industry information 
Committee's program is presented to Mrs. Martha Binford, Seaboard Oil Co., Dallas, 
by Roy J. Diwoky, Pan-Am Southern Corp., New Orleans. Mrs. Binford, the first 
woman to receive the award, has been Texas vice chairman for the women’s program 


during the past two years 





Petroleum Institute’s public relations 

program as a member of the Gulf- 

Southwest Oil Industries Information 

Committee, Silver awards went to 

H. 8. Flournoy, Pan-Am Southern 

Corp., and H. X. Russ, The Texas Co. 
‘Aiitierscln 

F, L. McCauley has been named 
Los Angeles district sales manager for 
Seaside Oil Co. With Seaside since 
1947, McCauley was former Santa 
Barbara (Calif.) district sales man- 
ager, 

ctidieicemiat 

J. P. Edwards has retired as execu- 
tive secretary of Tide Water Associ- 
ated Oil Co, after 40 years with the 
company. He served as assistant sec- 
retary with Associated Oil Co., Tide 
Water’s predecessor, later became 
assistant to Tide Water's president, 
and was elected executive secretary 
in 1936. 

eae 

Cc. F. Dowd, formerly with Tide 
Water Associated Oil Co., New York, 
is the new president of the Transpor- 
tation Club of the Petroleum Industry, 
succeeding L. R. Cowles, Standard 
Oil Co, (Ind.) who is vice chairman 
of the board. 

Other officers include P. J. Bond, 
Pure Oil Co., first vice president; W. 
0. Narry, Richfield Oil Corp. of Los 
Angeles, second vice president; R. R. 
Hooper, Cities Service Oil Co, (Pa.), 
New York, secetary-treasurer; H. H. 
Theisen, Shippers’ Car Line Corp., 
Tulsa, publicity chairman; J. P. Den- 
nis, The Texas Co., New York, fi- 
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nance chairman; E. J. Schiffer, Gulf 
Oil Corp., membership chairman; and 
Gerald L. Phelps, National Petroleum 
Assn., legal chairman, 

P. H. Kuhns, Continental Oil Co., 
Ponca City, is chairman of the board, 
succeeding E, D. Sheffe, formerly 
with Esso Standard Oil Co. Other 
board members include: H. L. McRey- 
nolds, formerly with Socony-Vacuum 
Oil Co., Kansas City, Mo.; H. L 
Moul, Coastal Tank Lines, York, Pa.; 
J. M. Morris, Mississippi Valley Barge 
Lines, Pittsburgh; and Paul H. Dra- 
ver, Chicago, Milwaukee, St. Paul & 
Pacific R. R., Chicago. 

See 

Darrell Davidson, of Clarinda Oil 
Co., Clarinda, Iowa, is opening a 
new service station at Spencer. David- 
son, an Apco Sovereign distributor. 
is one of the state’s largest jobbers 

Saree 

Lyle D. Simpson, Des Moines, 
lowa, is now field representative in 
the Des Moines area for the El Do- 
rado Refining Co. Before joining El 
Dorado, he was with Pure Oil Co. 

tei 

William C. Donelson has _ been 
named manager of the Columbus, 
Ohio, district for Gulf Refining Co. 
His former post, division marketer 
for resale outlets, has been filled by 
Earl L. Hemming, who served as man- 
ager of the Cincinnati district since 
1952. John B. Reeves is the new dis- 
trict manager at Zanesville, and Carl 
F. Belkofer has been assigned to 
Cleveland as district manager. 


H. S. M. Burns, president of Shell 
Oil Co., is serving as heavy industry 
chairman of the commerce and in- 
dustry committee of the 1955 Red 
Cross campaign in New York City. 
With Shell since 1929 and head of the 
company since 1949, Burns is a di- 
rector and member of the executive 
committee of the American Petroleum 


Institute, 
=a 


Harold Whitney, Eugene, has been 
elected president of the Oregon Gas- 
oline Dealers Assn. Other officers are 
Ben Hallyburton, Portland, Lee Huf- 
stader, Bend, and Victor Milnes, Med- 
ford, vice presidents; and Roy Borger, 
Eugene, secretary-treasurer. 

== 

Among visitors at the Kentucky 
Petroleum Marketers convention at 
Louisville were: 

James I. Ritchie, who is now per- 
manent paid secretary of the Tennes- 
see Oil Jobbers Assn. with headquar- 
ters at 1811 Division St., Nashville, 
Tenn. 

Francis Schuster, Troy Oil Co., 
Indianapolis, who heads the Indiana 
Oil Jobbers Assn. 

Sewell Harlin, formerly an oil job- 
ber in Glasgow, Ky., a past-president 
of KPMA and now an honorary di- 
rector. 

Clarence E. Bauer, another hono- 
rary director, who heads Oil Terminals 
Co., in Louisville. 

William H. Tuttle, Service Oil Co., 
Campbellsburg, Ky., a new member 
of the association, on hand for his 
first convention. 

[== 


Al Turner, former district manager 
in British Columbia for Imperial Oil 
Co., has been named co-ordinator of 
marketing training in Toronto. Ronald 
Ritchie, assistant divisional manager 
of Imperial in Toronto, has been 
named to Turner’s former job. 


Richard T. Carrington is now di- 
recting retail and wholesale sales in 
Washington, Idaho, Oregon, British 
Columbia and Alaska in his new post 
as territory sales manager for Union 
Oil Co, at Seattle. 

ae 

M. M. Beckes has been selected to 
manage the newly created operating 
department of Socony-Vacuum Oil 
Co., Inc., one of the staff departments 
of the domestic marketing organiza- 
tion. A veteran of 21 years in the oil 
industry, Beckes joined Socony in 
1944 and since 1950 has bee man- 
ager of the eastern region operating 
department, which is now being dis- 
continued, 
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Effective March 1, Claud B, Bar- 
rett, vice president-sales of The Texas 
Co., will take over as vice president 
for the company as Houston, Tex., 
and S. C. Bartlett, general sales man- 
ager, will become vice president to 
succeed Barrett. 

Barrett follows George R. Bryant 
into the Houston office. Bryant re- 
signed as vice president to become 
president of the Jefferson Chemical 
Co., Inc., owned jointly by The Texas 
Co, and American Cyanamid Co. 

SE 


Douglas M. Effinger is now Gen- 
eral Petroleum Corp.’s district sales 
manager in Tacoma, Wash., being 
promoted from sales promotion and 
TBA manager of the Northwest sales 
division at Portland, Ore. He succeeds 
W. N. Davis, who was transferred to 
Seattle as contractor-fleet representa- 
tive for the Washington-northern- 
Idaho area. 

=a 

Frederick P. Warne is the new gen- 
eral counsel of Ethyl Corp., succeed- 
ing William P. Perdue, recently elec- 
ted vice president and treasurer. 


P. B. Keyser V. A. Bellman 


Socony-Vacuum Oil Co., has made 
management changes in two of its 
largest departments, transferring Paul 
B. Keyser, Jr., domestic marketing 
manager, to the foreign trade depart- 
ment and naming V. A. Bellman, vice 
president and marketing director of 
General Petroleum Corp., its West 
Coast affiliate, to Keyser’s former 
post. 

Keyser, with Socony since 1930 and 
domestic marketing manager since 
1951, will familiarize himself with 
foreign trade operations in view of 
the retirement next year of R. S. Ho- 
met, the department’s general man- 
ager. The department is responsible 
for refining and marketing abroad. 

Bellman, a former auto salesman, 
joined GP in 1933 and was named a 
district marketing manager in 1938. 
He became a division manager in 
1942 and a director and vice presi- 
dent in 1949. 


Homet, with Socony since 1916, 
has been general manager of the 
foreign trade department since 1948. 

Saas 

Edward L. Stauffacher, vice presi- 
dent of Cities Service Oil Co. (Del.) 
since 1950, is now president of Cities 
Service Oil Co. (Pa.), principal mar- 
keting subsidiary for the Cities Service 
system in the Northeast. 

Stauffacher succeeds H. E. Brandi, 
who retired in December after 43 years 
with the organization. Brandli, ac- 
cording to W. Alton Jones, Cities Serv- 
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ice Co., chairman, will continue with 
the company on a consulting basis. 

Brandli, who began as manager of 
Cities Service electric utilities in the 
Middle West, transferred to the oil 
company in 1919 and worked in Kan- 
sas, Oklahoma and Texas. He became 
vice president of the Pennsylvania 
company in 1936 and was elected 
president in 1950. Regarded as one of 
the outstanding oil marketers in the 
country, Brandli specialized in export 
sales for many years. 

Stauffacher has been with the com- 





tation of your company 


GET THE 


program. 


For the sake of your pocketbook and the repu- 


before you sign up for any lawn fertilizer 


FACTS— 





16 YEARS OF "KNOW HOW" 





PHONE: 2511 
MARIETTA, OHIO 
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The “pioneer” liquid fertilizer company, founded in 1939, 
offers you an honest, reliable, conservative “4 Way Turf 
Program’ —fertilization, insect, weed and crab grass con- 
trol. AND—We Show You How. 


A liquid fertilizer with a turf reputation. 


AMERICAN LIQUID 
FERTILIZER CO., INC. 


POPP BBB LLLP RR LLL GOL? 


15-10-5 turf special 
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HYDRAULIC POWER 





| FASTER, SAFER DELIVERIES 
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OPERATE PRODUCT PUMPS ...HOSE REELS 


Equip your fleet with new Roper Pump-Motors — the hydraulic power units 
designed especially for fuel transfer applications. Compact and rugged, these 
pump-motors offer greater flexibility and convenience of hook-up... operate 
at slow speeds... increase product pump life... are Jess costly to operate in 
the long run. Ideal for operating both product pumps and hose reels, you'll 
find Roper Pump-Motors your best buy in hydraulic power. Get all the facts 
«++ today! 


COST-SAVING FEATURES 


@ Operates one or more pumps or reels @ Offers greater flexibility and convenience 


@ Eliminates auxiliary engines @ Power input is smooth, shockless 
@ Drives other. makes of pumps 


@ Convenient dual system for split loads 


@ System increases product pump life 


@ Explosion-proof at no extra cost 


Write for Bulletin or see your 
Roper Distributor 


GEO. D. ROPER CORPORATION 
473 Blackhawk Pork A 
Rockford, iinois 
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pany 30 years. In 1937 he joined the 
marketing organization of the Dela- 
ware company after spending his early 
career in the engineering and manu- 


| facturing branches. 


SS DEAT 


Joseph W. Miller, 43, of the Chi- 


cago office of the Oil Industries Infor- 
| mation Committee, died of a heart 
| attack Feb. 2 while attending a Great 


Lakes District OI[C meeting. 


J. Philip Hummel, 50, district man- 
ager in Columbus, Ohio, for Shell Oil 
Co. for 18 years, died Jan. 29 in his 
home. With Shell for 28 years, Hum- 
mel had served in various capacities, 


| including that of manager of sales 


promotion and advertising. 


Lindsay P. Walden, 43, general 
counsel for the Oil Workers Interna- 


| tional Union (CIO) since 1943, died in 
| a Port Arthur, Tex., hospital Jan. 27 
| following a heart attack in his hotel. 
| Walden, a resident of Denver, Colo., 
| had been in Texas on union business. 
| Before becoming OWIU’s 
| counsel, Walden was with the National 


general 


Labor Relations Board in Ft. Worth 
and with the Wages and Hours Divi- 
sion, Dept. of Labor. William E. 
Renfro, 33, has been named as acting 
general counsel for the union. His ap- 
pointment is subject to the approval 
of the union’s executive council. 


Charles T. Burke, 48, president of 
the Swift Lubricant Co., died in EI- 
mira, N. Y., Jan. 18. He had been 
associated with the company for 18 
years. 


Charies Osthoff, 80, founder and 
board chairman of Liberty Bell Oil 
Co., St. Louis, Mo., died Jan. 11 at 
his home in University City, Mo. 
Born in St. Louis, Osthoff founded 
the firm in 1919 and served as presi- 
dent until last October, when he was 
named board chairman. The company 
distributes Socony-Vaeuum Oil Co. 
products. 


Severt T. Hoover, one of the found- 
ers of the Bodie-Hoover Petroleum 
Corp., and secretary-treasurer of the 
company until his retirement three 
years ago, died Dec. 25. Hoover had 
been with the old Fred G. Clark Co. 
before organizing Bodie-Hoover in 
Chicago. x 
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The Word We Dreaded 





My husband and I were together when 
the phone rang. He got up to answer it 
and | held my breath as I heard his 
quiet, “Yes, Doctor?” 

Then he put the receiver down care- 
fully. His face, when he turned to me, 
was gaunt and lined, but he was trying 
to smile. 

“Was it--the laboratory tests?” | 
asked. 

He nodded. “We'd better get my 
bag packed,” he said gently. “They 
want me in the hospital this evening.” 

We had realized for months that 
something was wrong. But the pres- 
sure of his business postponed action. 
“Guess I’m a little off my feed,” was 
all he would say. 


Strike back at CANCER .. 
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It took our family physician only 
ten minutes to change that attitude. 
He made an immediate appointment 
with a specialist. And at the end of an 
anguished week we knew. The labora 
tory tests confirmed the word we 
dreaded — “Cancer.” 

That was a year ago. Modern cancer 
research saved my husband. That... 
and the surgeon’s skill, the strength of 
our faith and his own fighting heart. 
He is alive and well today. For us the 
story has had a happy ending. 

Yet it isn’t ended. When we think of 
the thousands of other families tragi 
cally broken every year, we feel we 
still have work to do. Many types of 
cancer can be cured if caught in time. 


.man’s cruelest enemy... GIVE 


NEWS 


We tell our friends, “If there are 
symptoms you don’t understand, see 
your doctor at once.” And we give to 
support the constant research of the 
American Cancer Society in finding 
the causes and reducing the incidence 
of cancer. 


American 
Cancer Society 


GENTLEMEN 
| want to heip conquer Cancer 


[) Please send me free information about 
Cancer 


(C) Enctosed is my contribution of $ 
to the Cancer Crusade. 


Name 
Address 
City Zone State 


(MAIL TO: CANCER, c/o your town’s 
Postmaster 





Complete Outdoor Display Kit for 


MOWOPEM piuorescent spanner 


18” x 30" neon red letters on blue background. 40-ft. 
ropes at top and bottom, Sign is 13-ft. long. 


FLAG PENNANTS (6 Sets) 
6 sets of multi-colored pennants, Each set has 10 flags 
on 25-ft. of sisal rope. 


PUMP ISLAND BANNER 
In 2 colors, Size: 55” x 35" Made of sturdy drill cloth 
with 2-ply ropes. Ready to put up. 


“WELCOME” LETTER-BANNER 
White letters. Alternating red and blue background, 
Sewed to 30-ft. sisal ropes, Ready to put up. 


2 “OPEN FOR BUSINESS” POSTERS 
2 posters—28" x 44", Printed in 2 colors on weather 
stock, For curb signs or windows, 


2 “GRAND OPENING” POSTERS 
2 posters—28" x 44” Printed in 2 colors on weather 
stock, For curb signs or windows. 


TOTAL VALUE $24.30 


COMPLETE KIT SYP PE LOM F.0.8. indianapolis, ind. 


Send for catalog of Pratt's station outdoor display 
FREE! material. Gives yp Ba ideas for every occasion! 


a 


mY \HIERPIRIA)TITEPIC 


201 PRINTCRAFT BUILDING, INDIANAPOLIS 4, INDIANA 
\ 427 
Ne Fr~>n (uper HEAVY DUTY 
= OW GRE/ER-ATOR 


a 


Z SS 
Yj *An all-weather grease gun designed especially 
W “ji for lithium and other multi-purpose greases. 


















































, New Hydrajet Pump gives greater pump 
pressure ond capacity. Requires neither 
air, electrical connections . . nor regular 


filling of air in pump unit 


Reversabout Pressure Booster allows push 
or pull handle operation—can develop 
more than three tons of pressure, 


ready for instant use. 


No special filling equipment required— 
offers convenient and continuous lubri- 
cating service. 


All-steel construction and rust-resistant 
finish makes the new Heavy-Duty GRE- 
ZER-ATOR a rugged and dependable unit. 





> 
» 
» Complete one-unit operation — always 
> 


Write for complete infomation on all Zee Line 
equipment. New regular mode! Gre-Zer-Ator is 
available now, Let us serve you. 


NATIONAL SALES, INC. 
812 NORTH MAIN * WICHITA5, KANSAS 





FS meetings 


AFirst listing 


MARCH 


Wisconsin Petroleum Asen., Hotel Schroeder, 
Milwaukee, March 2-3. 


Illinois Petroleum Marketers Asen., annual 
meeting, Hotel Pere Marquette, Peoria, 


March 8-9, 


Ohio Petroleam Marketers Assn., spring con- 
vention and trade exposition, Deshler-Hilton 
Hotel, Columbus, March 15-17. 


Connecticut Petroleum Assn., annual meeting, 
Hotel Statler, Hartford, March 16. 


APacific Oil-Heat Institute convention, Civic 
Auditorium, Seattle, Wash, March 17-19. 


Texas Oil Jobbers Asen., annual convention 
and trade exposition, Gunter Hotel, San 
Antonio, March 17-19. 


Florida Petroleum Marketers Assn., Inc., 
George Washington Hotel, Jacksonville, 
March 24-25. 


APRIL 


Georgia Independent Oilmen’s Assn., annual 
meeting, General Oglethorpe Hotel, Savan- 
nah, April 7-8. 


Natural Gasoline Assn. of America, annual 
convention, Baker and Adolphus Hotels, 
Dallas, April 13-15. 


AAmerican Society of Lubrication Engineers, 
annual meeting, Hotel Sherman, Chicago, 
April 13-15. 


ANational Petroleum Assn. annual meeting, 
ing, Hotel Cleveland, Cleveland, April 13-15. 


Oil Industry TBA Group, annual meeting, 
midwest group, St. Charles Hotel, New Or- 
leans, April 18-19. 


Michigan Petroleum Assn., annual meeting, 
Hotel Detroit Leland, Detroit, April 19-20. 


Oil-Heat Institute of America, annual meeting, 
Conrad Hilton Hotel, Chicago, April 19-21. 


Alndependent Petroleum Assn. of America, 
Plaza Hotel, San Antonio, April 24-26. 


AAsen. of American Battery Manufacturers, 
Sands and Flamingo Hotels, Nevada, April 
26-28. 


AAssn. of Eastern Petroleum Credit Managers, 
annual spring conference, Hotel Statler, 
New York, April 27-29. 


Fuel Oil Distributors Asan. of New Jersey, 
annual convention, Berkeley-Carteret Hotel, 
Asbury Park, April 27-29 


MAY 


Liquefied Petroleum Gas Asen., annual con- 
vention, Conrad Hilton Hotel, Chicago, May 


-4, 


AEmpire State Petroleum Assn., annual meet- 
ing, Hotel Biltmore, New York City, May 
8-10, 


ANational Tank Truck Carriers, Inc., annual 
meeting, Mark Hopkins Hotel, San Fran- 
cisco, May 15-20. 


American Petroleum Institute, division of 
transportation, producte pipe line confer- 
ence, Edgewater Beach Hotel, Chicago, May 
16-18 


American Petroleum Institute, division of mar- 
keting, lubrication committee, The Green- 
brier, White Sulphur Springs, W. Va., May 
16-18. 


Alndiana Independent Petroleum Asen., spring 
meeting, French Lick Springs Hotel, French 
Lick, May 18-19. 


American Petroleum Institute, mid-year meet- 
ing of the division of marketing, The Chase 
and Park Plaza Hotels, St. Louis, May 23-25. 
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RarE, IES (Box No. 


At ddress to offic @ nearest you 

NEW YORK; 330 W. 42nd St. (36) 
CHICAGO: 520 
SAN FRANCISCO: 


68 Post St. (4, 


i ir EMPLO MENT A 


Position Vacant — wos 


Wanted Top Notch Young Man of good appear- | 


ince 


to call 
accounts, 


and pleasing personality 
ferred petroleum marketing 
some backgrourid in 


upon pre- 
Must have 
petroleum marketing. Col 
lege graduate preferred. Salary commensurate 
with ability. Excellent opportunity for advance 
ment. Limited traveling in Virginia and West Vir 
ginia. Reply should be accompanied by photo and 
resume, P-523 National Petroleum News 


——————— Selling Opportunity Offered 


Wanted, Manufacturers representatives to con- 

tact major and independent oil companies and cil 

equipment jobbers, To sell valves and fittings for 

perwens stations. RW-5058, National [etroleum 
ews 


ann : Position Wanted —— 


Wish to relocate to Florida. College graduate, 
age 33, seven years with jobber as minority own 
er. Experience in full line commercial sales, sta 
tion supervision, real estate, and bulk plant man- 
agement, Visiting Florida « arly March for inter 
view. PW-5302, National Petroleum News 


= ——} Selling Opportunity Wanted — 


Manufacturers’ Representatives colli 
oil companies New York and Philade 
additional equipment line. RA-5060, 
troleum |_ News. 


| ERUPMENT asd srs 


=——————— For Sale 


on major 
phia secks 
National Pe- 














Brownie Tank truck trailer. q 949 
Gal. vap., 4 comp. (2-1200 2-1800) 
cond, & comp. ove thauled & painted. 


Asking price 
$2000. FS-4600, National Petroleum 


News. 


For Sale: 
gine 22,000 miles—3” pump for #6 
1% air reel hose for #2 

perfect condition price 


St., Brooklyn, N. ¥. Ma 


and #4 
automatic ticket printer 
$4,275.00. 236 Wolcott 
4-8556, 


8 cylinder, 600 H.-P. Storing marine gasoline | 


engines, 2 right hand and 

crates including extra parts, Price 

is and where is, Lathrop, California 

kaa Best Fertilizers Co., 1459—3rd St., 
ali 


"BUSINESS OPPORTUNITIES || 


Bulk Oil Plants-—Propane Gas plants selected 
properties throughout the midwest € specialize 
in petroleum properties. Petroleum Marketers, 605 
Produce Bank Bldg., Minneapolis 3, Minnesota 


2 left hand in original 


Contact 
Oakland, 


For Sale 
INDEPENDENT OIL BUSINESS 


in South Georgia 


410 active Farm, Municipal 
and Industrial accounts. Two de- 


livery trucks equipped with two | 
way radios. All equipment in ex- | 
retail | 
service stations. Owner has other | 


cellent condition. Four 


interest. 


Write BO 5323 National Petroleum News | 


330 W. 42 St., New York 36, N.Y. 
ART. EIS 
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N. Michigan ‘tek (11) | 





mod., 4000 | 


First class | 


3,000 Gallon Autocar Cab over en- | 


$3750 each, as | 


MAN TO TRAIN FOR 
FIELD WORK 


Large Company operating Chain Retail 
Outlets needs man, age 26-33, single 
or willing to move to train for work 
in supervision. Education two years 
college or equivalent. Prefer some 
past experience in oil business or 
other retail—top references. Salary 
$3900.00 per year—minimum training 
period one year. 


P5195 National Petroleum News 
520 N. Michigan Ave. Chicago 11, Ill. 








STEEL STORAGE TANKS 


Railroad Tank Car Tanks 
eyes te 12,000 Gal. Cap. 
ed and Non-Colled 
ae — Painted — Tested 
Heavier — Sater — Cheaper 
Other 


EQUIPMENT CORPORATION 


50 Church Street 
Phone: COrtlandt 7-900 
New York 7, Ve 





franchise in 
80,000 gal 
stations-—have 


independent Jobber with major 

Central Michigan; own bulk plant, 
storage capacity; own three (3) 
six (6) resellers, farm business and fuel oil 
1,500,000 gallonage, approx., yearly. Good motor 
oil ratio, & T.B.A. Financial condition excellent 
BO) 05, National Petroleum News 


AUTOMOTIVE SPECIALTIES 
SALES REPRESENTATIVE 


Sought by established manufacturer to service 
and expand existing private label antifreeze ac- 
counts. Require aggressive, ambitious mon for 
outstanding opportunity handling national ac- 
counts, based New York City. Must have strong 
background experience in national account sales 
to automotive trade. Salary based on experience; 
full employment benefits. Interviews arranged 
with all qualified candidates. Send confidential 
replies including age, background, and salary to 





RW 5595 National Petroleum News 
330 W. 42 St., New York 36, N. Y. 


Our employees are aware of this ad. 











For Sale in Florida fuel oil business, § trucks, 
plant et 240,000 gals. sold in December. Marlin 
43/4¢ per ‘gal. $48750.00 BO 5360, National Pe 
troleum Newe. 


Leasehold Gas & Oil Acreage approx. 20,000 
acres adjacent to proposed Westcoast 
mission pipeline in Ft. St. John-Dawson 
(British Columbia) area now available for 
mediate development contact BO-5351, National 
Petroleum News 


Florida—for sale major gasoline distributorship 
west coast--outstanding setup and opportunity 
$49500.00, BO-.5361, National Petroleum News 


Unusual opportunity to acquire commission mar- 
keting territory with major oil company in excel 
section of South Carolina, territory 
covers entire county. Sales in 1954 were 
two and one-half million gallons. Will require 
$60,000 to handle the transaction. BO-5480, Ne 
Petroleum News 
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Tank Trailers For Sale 
Single and Tandem, | to 6 compartments. Some 
with Meters, every unit clean and guaranteed 
For Gasoline, Water, Aspholt, Fuel Oil 

Call Hiland 1385 
Bruce E. Hackett Co. 
621 West 58 St., Kansos City, Missouri 








For Sale: 


1—1950 Fruehauf Tandem Trailer 3 comport 
ments 7400 gallons. 
—4000 gallons 2 compartments 


Alfred C. Drier, Jr. 
1353 Pennsylvania Ave., St. Lowls 14, Mo. 








FOR RENT 
DETROIT BULK PLANT 


Gas or fuel bulk plant, 240,000 galion capacity 
At 615 E. Greendale, Detroit. Located on 5 cor 
siding of Grand Trunk R.R., two covered wong 
docks with meters. Tanks equipped with two 
lines, pumps ond handling facilities 

Six room office bidg., gos heat, toilet, 4 car 
gorage and workshop included 

Rent $350.00 monthly. Available about March 
1, 1955. For further detoils write 


E. V. SMITH 


4167 Arlington, Royal Oak, Mich. 
oe ys 9-3885 








CHEMICALS & OILS 


Custom canning, drumming, storage, bulk 
storage and delivery services now available 
in the Southeast. 
LIQUIDS INC. 
P.O. Box 1875, Greensboro, N. C 
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NEW PUMPS FOR OLD 


One or more of the pump treatments listed 
will renew your old, beaten-up pumps for 
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ther complete term of profitable service. 
Mail coupon or postal card for details, 
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This index is published as a conven- 
ience to the readers. Every care is 
taken to make it accurate, but Na- 
TIONAL PETROLEUM NEWS assumes no 
responsibility for errors or omissions. 
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Look inside and see what makes 


THE NEW TOKHEIM “300” SERIES 


* single bowl, full flow visigauge. . 
larger, easy: Oren PVicte Dial. €} Motor ’ 
switch are combined. €) Steel girder frame is’ st ; 
est known. 9 Positive piston displacement type 
meter is trouble-free — easy to adjust. © New 
traction-type “V” belt is kept tight by adjustable 
pulley. @ Famous Tokheim rotary gear-type pump- 
ing unit combined with air separator and regulat- 
ing valves. None superior. @ New, large electrical 
connection box, angled for easy wiring. © New, 
flexible threadless suction fitting simplifies installa- MODEL 300 
tion, isolates underground noise. © Retrév-A-Hose 
type retracting mechanism, one of two types offered. 


There is no substitute for TOKHEIM QUALITY! 


TOKHEIM CORPORATION Sala 


Designers and Builders of Superior Equipment 
FORT WAYNE Since 1901 INDIANA 


Write for Bulletin today! 





Subsidiaries: Tokheim N. V., Leiden, Holland — GenPro, Inc., Shelbyville, Indiana GASOLINE PUMPS 
Factory Branch: 1309 Howard Street, San Francisco 3, California 
Canadian Distributor: H. Reeder, 205 Yonge Street, Toronto, Ontario 





ae he Bie 


‘FOR PROFITABLE SPRING CHANGEOVER 
ORDER YOUR LUBRICANTS NOW FROM SUN 


One of America’s outstanding manufacturers 


of quality lubricating oils and greases 


FOR COMPOUNDERS BASE STOCKS to satisfy your every requirement for 
AND BLENDERS motor oils and greases. 


FOR RK , 
OR MA ETERS LUBRICATING OILS AND GREASES for all automotive 
WHO DO NOT HAVE requirements including motor oils for all A.P.I. 


BLEN DING EQU IPMENT service classifications—SAE 5W20t hrough SAE50. 


For complete blending data, price and delivery information call your Sun Representative 
or Wholesale Manager in any of the offices listed below. 





BOSTON HUbbard 2-7765 DALLAS........... PRospect 1611 New York Crry . LExington 2-9200 
CHICAGO HArrison 7-2562 Derroir WOodward 1-7240 PHILADELPHIA ...KIngsley 6-1600 
CINCINNATI GArfield 3930 JACKSONVILLE ....EXbrook 8-5715 Pirrspurcu........GRant 1-1645 


CLEVELAND VUlcan 3-6100 MONTREAL ........ Wlllbank 2131 Toronto . GLadstone 3581 





GENERAL WHOLESALE DEPARTMENT 


SUN OIL COMPANY, miicceipnic sr. 


In Canada: Sun Oil Company, Ltd., Toronto and Montreal 





